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As one of the oldest and largest manufacturers of jewelry 
in America, Ostby & Barton Company feels a double duty: 
to maintain its activity in war production to the limit. . 
and also, as much as possible, to continue to supply our 
retailers with quick-selling, fair-profit i 
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Watch for further details next month 


A. SAUER & COMPANY 


Manufacturers of Gp WATCH STRAPS 


439 RACE STREET @ CINCINNATI, OHIO 
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There are wide open spaces 
in our salesmen’'s trays where 
once were displayed sumptuous 
arrays of Marcé-designed Jewelry 
... The reason is obvious... We 
have pledged our equipment and 
the skill of K&O technicians to 
the making of precision imple- 
ments for Pete Paratroop, Johnny 
Doughboy and all the rest of Uncle 
Sam's nephews... . 


Day by day our concentration on 
this big job becomes more intense. 
And as K&O creations become 
less available please be patient 
and bear with us until "V" day 
comes ... In the interim we all 
share in this single task — 


TO WIN THIS WAR. 


KATZ & OGUST 


INCORPORATED 
CREATORS OF FINE JEWELRY AND WATCHES 


ENJOYING THE CONFIDENCE OF THE INDUSTRY 
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It takes more than WORDS 


to win a WAR... 


SURVEY of the advertising pages 
A in a recent issue of a leading 
jewelry trade magazine discloses the 
following interesting facts: 


1. First, as you would expect, adver- 
tisers divide themselves generally 
into two groups: Those who con- 
tinue to have merchandise to sell, 
and those who, because of war pro- 
duction, explain why their normal 


product is scarce. 


2. Second, as you might not expect, 
the flag-waving is general through- 
out both groups, and strange to 
relate often most vigorous where 
the normal product és available in 


increased quantities. 


Thus under much verbiage is hidden 


the fact that government war require- 





ments have drafted facilities unevenly 
throughout companies serving the 
jewelry field. 

Hamilton’s fifty years of horological 
experience, skilled craftsmen and 
superior engineering and mechanical 
equipment have been pre-empted to 
make many intricate instruments this 


company has never made before. These 


include ships’ chronometers, mounted 


and unmounted deck watches, chrono- 





graphs, master navigation watches and 
many other precision timing instru- 
ments vital to the success of our rapidly 
expanding armed force on land, at sea 
and in air. 

It was and is a Herculean job that 
demands every facility in our expanded 
plant and then some. That is why 
Hamilton watches for civilian use will 
be so scarce until the war ends. 

We need not tell you it is ‘trying to 


us thus to be divorced from our regu- 


lar market by war’s impositions. Our 
consolation and pride abides in the 
fact that you, the American jewelers, 
have helped make possible through 
fifty years of support and cooperative 
effort the existence of our present 
facilities now found so important by 


our wartime government. 





We look forward to victory 


when we can return to normal pursuits 
and merchandise through you the 
quality fruits of our present experience. 
HAMILTON WATCH COMPANY, 
LANCASTER, PENNSYLVANIA, 


HAMILTON 


AMERICA’S FINE WATCH 
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ARE YOU GETTING 
YOUR FULL QUOTA? 


Your full quota of War Savings Bonds and 
Stamps, of course! That is one quota that is not 
based on the previous year's purchases. It is a quota 
that must be increased each year so that our fighting 
forces can have more and more planes and guns and 
tanks and ships. 


Let our men know that we, here at home, are be- 
hind them—buying Bonds and selling Bonds—today— 
and every day! 


Sell War Bonds in all your advertising! Sell Bonds or 
Stamps to everyone who comes into your store! Show our 
fighting men all over the world that we are going over the 
top with Bonds so that we can all go overthe top to Victory! 


Over 25% of all Bulova 
announcements are 
devoted exclusively 
to the sale of War 
Bonds and Stamps. 
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Our<entire line — everything we make for the manufacturing jeweler can 
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be supplied in Baker Jewelry Palladium — the Victory Jewelry Metal. Here 
is a partial list of the items we produce in this all precious metals alloy, 


scientifically formulated for jewelry: 


Plain Ring Blanks in all styles, widths 


and heights 

Fancy Ring Blanks 
Segmental Ring Blanks 
| One-Piece Solid Shanks 


Ring Ornaments, plain and for stone 


setting 

Ring Tops — all shapes 

Illusion Settings high and low 
Square Settings with beaded tops 


Emerald Shape Scttings plain and beaded 


Flush Settings — 4 and 6 Cramp 
Bezels, Round, Square and Oval 
| Kimblem Material 


F and Scrolls 
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UR HOME TOWN ~~ 


The War’s made plenty of changes... 


See= 





First Baptist Church, Meriden, Conn., built in 1848. 





e@ Walking down the streets of Meriden, Con- 
necticut, on a winter's morning, you wouldn't 
notice any change from a year ago in the 
classic columns and slender spire of the First 
Baptist Church... 
branches of the fine old elms in front of it. 


nor in the bare, spreading 


But if you were to visit one of Meriden’s 
oldest industries, the 1847 Rogers Bros. plant, 
you'd realize how much the town has really 
changed in the last year. 

You'd see women doing men’s work... 
hundreds of them. You might talk to Mrs. 
Joseph Bergeron, for instance, in the shell de- 
partment. She’s helping make shells, while 
her husband, who has been a Marine since 
March, 1942, is doing the shooting. 


In fact, war work kind of runs in the Ber- 


now use their skills to hasten victory 





geron family. For there's Mrs. Bergeron’s 
daughter, Dorothy, working beside her. Her 
son is a gunner in the Navy. He enlisted in 
August, 1942. And Dorothy’s boy-friend is in 
the Army. 

Yes, the necessity of making shells and 
surgical instruments, and 110 other different 
kinds of equipment for the armed services 
has really made a dent in the life of Meriden 
and the activities of the 1847 Rogers Bros. 
plant. 

We're all mighty glad that Uncle Sam is 
finding our skills so useful in making weap- 
ons of war. But we're also sorry that, until the 
war is won, we cannot make any more 1847 
Rogers Bros. silverplate for you. International 
Silver Company, Meriden, Conn, 


Mrs. Joseph Bergeron and daughter Dorothy, employed in the 
shell department of International Silver Co. 





*« 


The craftsmen whose peacetime job is making 


1847 ROGERS BROS. 


“America’s Finest Silverplate = 
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This year we are more interested in promoting the sale of BONDS. 
than of BANDS... And we are taking this opportunity to show them. 
Handsome new War Bonds, each styled to provide our forces with 
the planes, guns, boats and tanks they need. In the meantime most P.S. As usual, the current 
of our facilities and craftsmen are engaged in turning out parts for @) Bands are up to tradi- 


some of this equipment... Therefore, dealers are urged to maintain tional standards of quality 


their patience in the face of continued shortages of @) Products. and workmanship. 


BRUNER-RITTER, Inc. 


Bf FACTORY: BRIDGEPORT, CONN. e N.Y. SALES OFFICES: 630 FIFTH AVENUE 


BANDS — KEEP COMPANY WITH THE WORLD'S FINEST WATCHES 
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a) DEPENDABILITY fa 





The same characteristics make 
Star products leaders in 


war as well as in peace 











THESE STAR TRADE MARKS 
ARE ALWAYS DEPENDABLE 


Sw Waleh Cue Company, * 


NEW YORK OFFICE: SAN FRANCISCO OFFICE: 


630 FIFTH AVENUE MUTUAL BANK BUILDING 
39 
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The Line That Leads to More Sales B R | . I 0 L 
tere ct ef DIAMOND 


RING ENSEMBLES 














Craftsmanship and superior styling make 
Bristol diamond rings desired by dealers 
everywhere. Every ring is an artistic crea- 
tion individually patterned and set with 
selected well matched diamonds perfectly 
graded. Get acquainted with our diamond 
ring line and you will conclude—''it pays 


to feature Bristol rings.’ 







e BUY U. S. 
WAR BONDS 





SOLD THROUGH WHOLESALERS 








SEAMLESS RING COMPANY 


CHICAGO: 29 E. MADISON ST. 71 NASSAU ST. © NEW YORK 


MANUFACTURERS OF WEDDING RINGS e¢ ENSEMBLES «© ENGAGEMENT RINGS 
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That’s how we felt after Pearl Harbor. We had 
sensed the tremor right here in North Bergen. 
For the first time in decades, the ground upon 
which we walked seemed insecure. The ivory 
tower had crumbled, clearing the view. Stark 
against the horizon, we saw the figure of the 
enemy—misshapen, yet mighty! 

These are the things we talked about — the 
jeweler from the west coast and I. 

It was not an easy thing for the Kreisler plant 
to go to war. In a sense, it meant taking leave of 
our thousands of jeweler friends. It meant ration- 
ing the merchandise they would count on us to 
supply when curtailment crippled their stocks. 
Our production was higher than it had ever been. 
Our sales were higher than they had ever been. 

But a plant in wartime feels lonely in civilian 
clothes. Solemnly, we folded them away, and put 
on a uniform. 

“Would you have us choose between our two 
loyalties?” That’s what I asked the jeweler from 
the west coast. 


He had traveled a long way. He came to find out 





A MAN’S WORD—A Monthly Comment by Jacques Kreisler 


A plant feels lonely in civilian clothes . .. 


how much merchandise he could expect from us 


and from other manufacturers in the East. His 
face was old with the disappointment he had 
already experienced. I reviewed the peaceful 
years in which Kreisler had produced loyally. 
exclusively and fully for retail jewelers. 

“Not all factories,” I said, “‘are fit for war pro- 
duction. Not all have the essential equipment, the 
skilled workers, the high-speed manufacturing 
efficiency. But ours is an able-bodied plant!” 

The jeweler from the west coast simply said: “*] 
understand. My son told me how he felt walking 
the streets in his civilian clothes. He was lonely, 
too. He left his mother and me, and joined up. A 
fine, intelligent boy, Mr. Kreisler. He knows the 
future is longer and richer than the past.” 

Sunlight suddenly slanted across the room. | 
studied the jeweler’s face. He did not look as old 
a man as I had thought. 


acy ky Kesler 


JACQUES KREISLER MFG. CORP. 


North Bergen, New Jersey 






















J. i. Wood & Sons kc. 


Creators of 
meet today’s problems! 


For almost a century our policy has been to 


serve you with all the resources at our command. 


In the past year, many of those resources have 
been devoted to the service of our Government 


and the production of War Goods. 


Sometimes it has not been possible to fulfill 
deliveries on schedule, to provide you with ex- 


actly the merchandise you have requested. 


For these deviations from the usual Wood 
standards of serving our trade, we ask your 


understanding and indulgence. 





Lain lagen Meas tatlantiaalame vce 
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The Wood organization has always been highly 
geared to efficient production and service. That 
very fact makes present necessary inconvent- 


ences far less than might otherwise be the case. 


In the meantime, our salesmen will call upon you 


as early in the Spring as conditions make possible. 


For 1943 our hope is that, for you and the world 


we all live in. the coming year willbea happier one. 





The Symbol of Quality 
for Nearly a Century 


1850-1943 
J.R. WOOD & SONS Inc. 


216 EAST 45th STREET 
NEW YORK CITY,N.Y. 


Members of Gemological Institute of America » Our Diamond 
department maintains a Certified Gemologist for service to 
the trade + Support Your Jewelry Industry Publicity Board 
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The Difference 


between You 














A.SCHICKLEGRUBER 
alias 


on ADOLF HITLER 
and This DOLPH a seine 











You're both having a tough time 
on the “Winter Front.” 


Hitler has no friends. Even his 
allies fear him or hate him, or 
both. 


YOU have friends . .. in both 
your social and business connec- 
tions. 


LeSTAGE MFG. COMPANY 
is working for his liquidation 
and your success, bending every 
ounce of energy and ingenuity 
toward getting into your hands 
your fair share of all the saleable 
and profitable Jewelry that can 





be made and distributed at this 
time. 

Hitler’s system of masters and 
slaves deserves no friends. 

Your free man’s belief in work- 
ing with others has always been 
friendly on the equal, maker- 
and-distributor footing. 

You've often heard the expres- 
sion, ‘‘He’d tear off his shirt for 
a friend.” 

We're tearing ours... for you... 
because you merit friends. 

We hope we also are entitled to 
them. 


LeStage Mfg. Co. 


No rt hi At [ leb OT O 
M Pe bi /; WSECELS 
U. 5. A. 


16 








THE JEWELERS’ CIRCULAR-KEYSTONE 








A. EDWARD FISHER & CO,, INC. 


580 FIFTH AVE <=; 
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There are no priorities on romance and no 


rationing of nuptials in wartime America. 
that 80% 
1942 


Statistics show there were 


1932. 


more 
marriages in than in And cupid 
promises to be even more active this year. 

Dealers who feature LOVELIGHT DIAMOND 
RINGS always enjoy 


excellent profits and satisfied patrons. 


the double advantage of 
Make it 
your business the popular-priced 


LOVELIGHT 
—for this big-wedding Spring. 


to see new 


selections—in solitaires and sets 


Importers of Diamonds .. . Ove 
30 Years of Service fo fie Tre 


NEW YORK 











She Jame RREGBI: GEM 


FINE QUALITY 


.. Shats the “Something Old” 


The New RAODI:-GEM 


19435 DESIGNS 


... Shats the “S ereaetttt 4 New’ 


RHODE: 


REG, U.S. PAT. OFF. 


and Wedding Rings SPARKLE FOREVER. 
eeee AS iF SET WITH DIAMONDS RHODIGEM mountings and wedding rings, 


those rings of everlasting brilliance carved in RHODI-GOLD, are today ri gs of established reputation. 
Their QUALITY is indeed “A THING OF PERMANENCE IN A CHANGING WORLD”. . . and in 
actual use have proved themselves as such. Though the quality and lasting beauty remain un- 
‘changed .. . styles do change with the times and RHODIGEM rings ‘keep pace in their new 
1943 Sesicia: One more unchanged item .. . March ceiling prices are strictly adhered to. 


(OOD MAN & COMPATS 


42 W. WASHINGTON ST. INDIANAP 
e Ma €+ of Quatity fowely 



















Aince 1903 
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CUSTOMERS SHOULD BE 


Taught T0 Naat 


EXTENSION BRACELETS 








With present shortages, every part used for repairs means fewer parts avail- 
able for NEW bracelets. You and we both benefit by educating customers 
in the proper care and use of their bracelets. ... So does your customer. _.« 






yank or twist an SL 0 extend fully in stra : 
| bracelet when ime, Press and hold links a 
onor taking it off > \\ side: racelet stays extende¢ 


slips over hand readi y- 








. dry bracelet promptly 4 
if it becomes moist from 
‘perspiration or otherwise. 






KESTENMAN BROS. MFG. CO 
1Se@ CWES TN Fr. PEGVIGOENCE, R. I. 


La ee eee ° PeERCLESS 4 SENTINEL 
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ARISTOCRAT OF 
WATCH STRAPS 





LASKO STRAP COMPANY — 26 EXCHANGE PLACE — JERSEY CITY, N. J. 
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SERVICE 
RINGS 


So authentic in design, so rich in appeal are onyx tops. The men’s rings are massively 
these striking 10K natural gold American designed in the popular manner. The com- 
Beauty service rings, that they sell on sight. panion rings, created for wives and sweet- 
Made with insignia designs of Army, Navy, hearts of service men, are gracefully tai- 
Marines, Coast Guard, Air Force, some with lored. Available now for immediate delivery. 


UNTERMEYER, ROBBINS and COMPANY 


136 West 52nd Street, New York, N. Y. 


+* * Uwe ET LR evee es see f 


SINCE 1865 
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MANUFACTURERS AND DEALERS 


The prohibition on the use of platinum, coming so soon after the 
ban on white gold, might have been disastrous but for the avail- 
ability of platinum’s sister metal—palladium. 


While no other metal is the equal of platinum, yet jewelry palla- 
dium has all the attributes needed for fine jewelry—it is an all 
precious metals alloy scientifically formulated for jewelry, its bril- 
liant white color is untarnishable and its wearing quality is excel- 
lent, it is strong but not springy and is easy to work and solder. 


Jewelry palladium is not something new and untried, put forward 
to meet an emergency. It is well established and has been used for 


years for jewelry—its horizon has widened 
now, that’s all. 


How fortunate that such a metal is now 

available to everyone in every branch of the jewelry industry in suff- 
cient quantity to meet all needs. Although brought into a more prom- 
inent position by the war, because of its inherent qualities, because 
it is a natural jewelry metal, jewelry palladium will REMAIN 
a high favorite with the consumer when peace comes again.. 


We supply jewelry palladium in any form and hardness and shall 
always be glad to give instructions to those to whom working in 
this splendid metal is new and to answer any questions you may 
care to ask. 
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Powerful Ads—Powerful Results! 


Imperial Pearl Syndicate's two full page ads in Vogue 
and Harper's Bazaar helped lift cultured pearl sales to 
a new all time high. 


A new series of ads will soon direct a greater buying 
urge to jewelers featuring Imperial Cultured Pearls— 
Blue Ribbon Award Winners. 





Illustrated Above 
23E Earrings, two finely matched pearls, flanked on 
the side with 14kt. cold wing effect .............- 
36 Matched, graduated necklace—gold filigree clasp 


211 Finely matched, graduated necklace, gold clasp 
set with 3 genuine diamonds .............-5-e06- 


281 Ring, cream rosea pearl mounted in 14kt. yellow 















$25 j 


$50 


$100 





Be prepared to show these nationally advertised Cul- | 18 otness end matehed peart carvings «....... $20 
tured Pearls. ALL PRICES KEYSTONE f 
IMPERIAL PEARL SYNDIGATE 
ps soncly uae 607 FIFTH AVE., NEW YORK CITY ee 
icago, Ill. San Francisco, Cal. 
Dearborn 9627 ae Garfield 0130 
FOR FEBRUARY, 1943 23 


























4%, | UV ad | 
Mugu 
4 y 






a Wawa ryy f 
if 











Mi 
ee SS 
N 4 
', 
Hi . 
ee) 4y;:. 








ee 











THE JEWELERS’ CIRCULAR-KEYSTONE 











Your Wholesale Jeweler Is Out Hunting 


... and it isn’t for game either 



























Yes, your wholesale jeweler is out bird-dogging—in your 
interest. Jewelry merchandise is scarce and it’s going to get 
worse. Priorities on metals, as you know, have brought it about; 
and metal, in one form or another, constitutes the backbone of 
most jewelry products and creations. 

As a result of this steadily increasing scarcity, energetic 
wholesale jewelers, who have always served the jewelry industry 
faithfully, are very much alive to the seriousness of the situation 
and are trying to do something about it. They are bird-dogging 
every remote corner, searching for substitute merchandise so 
that you might continue to stay in the retail—if not entirely in 
the jewelry—business. Whether it’s leather goods, woodenware 
or glassware doesn’t matter too much, it seems to us. The im- 
portant thing is to hold your position as a retail jeweler—if the 
authorities will it—so that you might be there when the 
Victory Bells ring out! 

In the meantime, your wholesale jeweler is doing what 
he can to keep you supplied with available merchandise under 
the most trying conditions. He is deserving of your whole- 


hearted cooperation and appreciation. 


JACOBY-BENDER, INC., 161 SIXTH AVENUE, NEW YORK 


Chicago: 29 East Madison Street Los Angeles: 220 West 5th Street 


Distributed by Wholesale Jeweiers 














N aie 
Definitely Dipontil 


SEVEN, FIFTEEN AND SEVENTEEN JEWEL 





IMPORTED MOVEMENTS... .STAINLESS STEEL BACKS 


WATERPROOF...SHOCKPROOF...INCABLOC SHOCKPROOF 





PRICED FAR LESS THAN THEIR QUALITY WARRANTS 





SEE YOUR JOBBER 


ASK HIM TO SHOW YOU CRAWFORD DRESS AND MILITARY WATCHES 


| x) ® 
BEAUTY G rauford ACCURACY 
WATCH “COMPANY 


15 MAIDEN LANE NEW YORK, N. Y. 


MF 
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GEMEX COMPANY, 1200 COMMERCE AVE., UNION. N. J 
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ELGIN PRECISION INSTRUMENTS LIKE THESE © 





avi 
FIELD SERVICE WATCH Fall 


WATCH 








CHRONOMETRIC TACHOMETER 












MARINE CORPS 
SERVICE WATCH 





ELGIN TIMER 


These are some of the fine precision instruments 
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ARE PART OF YOUR WAR CONTRIBUTION ... 
















ELGIN SERVICE 
WATCH 





ELGIN SERVICE 
WATCH 











AIRPLANE CC mP ASS 





GROUND SPEED 
NAVIGATION WATCH “ 









ya ; WATCH FOR THE 
—\ BRITISH ARMY 
0 . 


for 
i pvt B C5 6° G 
ano’ now h” nM 
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MASTER NAVIGATION WATCH 





Elgin is supplying to the armed forces 
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WITH CONCEALED 


CHRISTOPHER _ 


tg : wU. S. Patent No. 
2,223,657. In- 

will 

be vigorously 
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NOW NOTEWORTHY CROTON ADVERTISEMENTS 


vi TO WIN THE FAVOR 
4, yo 






OF AMERICA’S 
FASHION-CONSCIOUS WOMEN 


Croton ladies’ watches deserve a large, appreciative audience. 


FOR TRUSTWORTHY TIMEKEEPING 





hat wears 4 


Proud the wristt ea 
hose external Matchless for beauty and style as well as dependability, they 


CROTON watch w 
naa PO 4 oe des are also in a class by themselves for genuine value. And so 

its internal time- 
matched only by its 1 
keeping efficiency and trustwor 


thiness. Croton Watch Company, : 
48 West 48th Street, New York: ulate the urge to buy. Now—even more than ever—assured 


fashion-conscious women are going to see them—consistently 


—in a series of specially-prepared PYehGaastianacmerianieiie 





sales and profits are yours with Croton! 


CROTON WATCH COMPANY « 48 W. 48th St. « NEW YORK CITY 


bee WATCHES 


FOR ALL TIME Y+ SINCE 1878 


me FOR TRUSTWORTHY TIMEKEEPING 

















Proud the wris 
CROTON watc 






(Top) t that wears a 






inimitable 14-kt. h 
oo} pr sport watch. beauty, style and ar external 
Stincti 
17 jewels. $52.50 matched only by its inaepuae os 
* : fnal time- 
(Bottom) i Bs €Ping efficiency and try 
DONAS - distinctive aioe W Stwor 
14-kt. pink gold watch est 48 mace Com 
with matching bracelet. \ th Street, Ney 


17 jewels. $1 07.5¢ 








(top) TRupy 
14-kt. gold crea 
two sparklin 


old exquisite 
tion with 


17 jewels. . —— os 
‘ ° 
: dé 4 ___ ema (bottom) MARIE— smears ; a, — 
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Wherever Fine Watches Are S 

















Instantaneous Success Marks 
Personna’s Trade Debut! . 


The response from representative dealers from coast to coast 
to Personna’s first ad in Jewelry Journals surpassed all 
expectations . . . Dealers saw in Personna the great sales 
appeal of this new blade of rare precision. They recognized 
its advantages in offering fqster, smoother shaves— its ability 
to fit standard razors. They saw it had quality, packaging 
and merchandising to make an ideal item for added jewelry 
sales and prestige. And one more thing—they could not 
know —there will be an acute shortage of fine razor blades 
in the very near future .. . So act now—and get on the 
Personna list of distinguished retailers ... Write for data... 








PERSONNA JEWEL DISPLAY FREE — 


with initial orders for 2 dozen boxes (10 in box, 
aS eee AN Retail $1 ea.) ... Your cost for two dozen 
(incl. window display). . . . . . $14.40 


HANDSOME GIFT PACKAGE - carries 50 


Personna Blades. Outer carton for handy 
shipping. Wonderful gift for any man. 









Gift Package 
50 Blades 


5 
Your Cost $3 
Mats Available 


RICHARD POLUMBAUM COMPANY — 


Distributor 
630 FIFTH AVENUE ® ici YORK, N. Y.. : 


bo 
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Across the horizon, brightened by the first faint dawn of 
victory, the banners of the United Nations are advancing 
steadily, irresistibly. The day of triumph is inevitable. 


On that day, Mr. & Mrs. America will put aside their 
uniforms and return to a new world wherein time will be 
the essence of an accelerated way of living. And watches 
will be called upon for uncompromising dependability. 





For these new responsibilities of time-keeping, Defender 
Watches are ready now... 


WATERPROOF and SHOCKPROOF, NON- 
MAGNETIC and AUTOMATIC they are 


already equipped to serve as the Defenders of the future. 


DEFENDER, 


DEFENDERS OF TIME—NOW AND IN THE FUTURE 


EDWARD L. STERN & CO. 610 Fifth Avenue, New York 
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Even in wartime 


G.E. is building 
consumer confidence 


in your post-war 


G-E radio receiver line 


In a large-scale magazine-advertising program, augmented 
by the G-E thrice-weekly national radio news program 
with Frazier Hunt, G.E. is building good will and good 
business for radio and appliance dealers and department 
and furniture stores after the war. It is building them 


with compelling logic. 


For instance, the new G-E electron microscope, shown 
in the advertisement reproduced at right, magnifies tiny 
objects to mountain proportions. When post-war radios 
again come from G-E factories, the same skill and research 
that went into the development of the electron micro- 
scope will contribute greatly to G-E radio and television 
receiver quality. 

Then there's the mighty stream of radio apparatus that 
G.E. is mass-producing for United Nations fighting men 

mass-producing to Uncle Sam's toughest precision 
standards! These same standards will govern and guaran 
tee the mass production quality cf G-E post-war radio: 


for your showrooms. 


Now glance at the advertisement at right. It is just one 
of many explaining to consumer-magazine readers — 
your future customers — how the same G-E skill that 
created this microscope, and that is mass-producing mili 


tary radios, will build your post-war line of G-E radios. 


Powerful reasons why your post-war radio customer 
will look for G-E electronic radios in your showrooms 

. why G-E radios will be your front-line radio leaders 
after the war! .. . Radio, Television, and Electronics 
Department, General Electric, Schenectady, N. Y. 


eakeaK Ke Ke Keke KKK ' x * 


* 
* 
The full-page, four-color advertisement above ‘ 
will appear in the following magazines: 
The Saturday Evening Post. . February 6 . 
MGs cs bes « + » Fae * 
Collier’s es 6 » «= 2 « Sees * 
(an ee eee. * 
Fortune ee ee ee ee oe 
American Magazine ... . . April + 
National Geographic . . . . . . March 
Farm Journal . . . . . . . «March ° 
* 
* 
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THE G-E ELECTRON MICROSCOPE 


This marvelous new G-E contribution to 
health and better living serves as an ex 
cellent example for telling our radio story, 
as in the following quotation from the 
accompanying advertisement: 
“The same scientific skill and experience which have gone 
into the development of the General Electric electron micro 
scope are represented in the General Electric radio. For the 


: : — ” 
radio, too, is an electronic instrument. 


GENERAL €@ ELECTRIC 
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OUR PLEDGE 











In 1943 we shall endeavor to follow the plan 
we adhered to last year. The plan is based on a fair 
allocation of Harvel Watches to a// of our many 
phuneYelnoeh Me) mablineysslons 

During the trying year that has just come to 
a Close, we have done our very best for our customers. 
It was not easy. We made mistakes— zt zs only human— 
and it may be that we'll make some more, in spite of 
our most zealous efforts. We know, however, that 
you will be understanding of our problems. 

In the meantime you have our assurance that 
we will do all we can with what we have this year, 
and that we shall continue to fill all orders fairly 


and equitably. 
1 j Yours for Victory, 


Ki Maree laf 








* 


HARVEL 
One of Amenivai, foue Wiiielees 


HARVEL WATCH COMPANY o@ 630 FIFTH AVENUE, NEW YORK 














Wyler Watches are made by skilled Swiss watchmakers in 


Wylet's own factory. A research laboratory is maintained to 





develop new ideas in watch construction and performance. 


During 1942, every order accepted. by ee 
WYLER was shipped. W’YLER reaffirms of. 
this pledge for 1943 .. that every possible =” WATCH AGENCY 
eftort will be made to fill accepted orders. 630 CIF TU AVES UE 
ROCKEFELLER CENTER 
NEW VY OR: hy eee 
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natunre- dipped . 
P Pari of great 
beauty need not be 
WL priceless Orientals” 
/ 
‘ simulated 
pearls >, 


This is why women 


look first for. this trade mark 





7 
SA identifies the highest standards in the 





art of simulated pearls. Made of hand se- 


lected. bases, nature-dipped Marvella pearls 








are actually dipped in a shimmering irides- 


eence from the sea... precision strung for 


added beauty and durability .»@. clasped 


oe 


with exquisite rhinestone and gold or sterl- 


ing filigree clasps . . . beautifully boxed. 


This advertisement appearing o ; 
in the Feb. Mademoiselle mag- %®a909 
azine is one of many scheduled 

for this and other leading na- 

tional magazines. ? 
. Actually dipped ina 
Counter cards and newspaper himmering iridescence 
mats are available Free from Sc the chasiicel ie 
your wholesaler. 


sea. 


From $3. to $25. 


‘elle! 
2UIG 


wherever jewelry 


MARVELLA PEARLS ARE MADE IN lg See be: wae eee. 
UNION CITY, N. J., BY WEINREICH BROS. CO, . | -#Y WEINREICH BROS., CO. 
NEW YORK OFFICE: 383 FIFTH AVENUE 















The ‘Flag in Every Home Committee 


A PATRIOTIC DEVELOPMENT SPONSORED BY 


PROMINENT MEN AND WOMEN IN ALL WALKS OF LIFE 












THE ALVIN C. YORK FOUNDATION 


JAMESTOWN, TENNESOEE 


aopress: 67 8". 





The Committee Gims: 


To inspire a_ mili- To create in and To found more 
tant esprit de corps for post-war Amer- firmly ihe determi- 
in our fighting forces, ica an increased ap- 
a more vigorous mo- preciation and love for 





To eliminate _ pos- 
sible apathy or com- 
placency toward a very 
national 


To kindle a imore 2 To create, stimu- 
alert loyalty to the late and foster a 
America we love, as it truly cohesive :iational 
has been bequeathed unity. real present 


nation that the na- 
tional ideals in and | 






































to us and as we are crisis. rale among our indus- the American way of for which the flag was 

firmly resolved _ to trial workers and a life, for which  sacri- born and for which it i 
maintain it greater willingness io fices are being :nade stands shall not per- i 

sacrifice in the homes ish from the earth 

‘The Flag in every home committee’ sponsors this new of both groups. 
method for displaying the flag inside the home, a corner ‘ ; = i 
of the flag is drawn through the holder at the bottom ye ; 
of the gilt eagle staff head for hanging on picture i 





moulding or flat against the wall on picture hook, no 
staff is required. The one correct manner in which the 
flag should be displayed is up, also that its folds can 
hang perfectly free,—as free as if the flag were staffed 
But a_ staff 
venient, besides using metals now mosi necessary for 
bullets. The 
has the approval of the National Flag Code Committee 
representing over 100 Patriotic and Fraternal Societies 


in most homes and offices is not con- 





staff-like method of displaying the Flag 





THE NATIONAL DISTRIBUTOR FOR 
“The Flag in Every Home Committee”’ 
has appointed us distributor 


for THE JEWELRY TRADE 
No. 205 EAGLE FLAG SET—‘Flagand Eagle Staff Head 


Hand Printed Rayon Size 24x36 inches 


RETAILS AT 3.50 $2.25 LESS 2% 


COSTS YOU PER SET 
PER DOZEN 25.20 LESS 2% 


No. 105 EAGLE FLAG SET—(Flagand Eagle Staff Head ) 


CELANESE TAFFETA WITH SEWN STRIPES AND STARS 
EMBROIDERED ON BOTH SIDES 
SIZE 24 x 36 INCHES—RETAILS AT 5.95 


COSTS YOU PER SET $3 65 


PER DOZEN 42.85 LESS 2% 


AG. BEGKEN GO. “LIVE WITH THE SYMBOL OF LIBERTY” 


Established 1887 DISPLAY THE FLAG IN YOUR STORE AND HOME 
* 29 EAST MADISON STREET, CHICAGO, ILLINOIS 
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EACH LESS 2%, 
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Deltah Pearls 


reated by L Helle, and Son. 



































SPEAKING OF TH 


YUBSTANTIATING the old 


man-bites-dogw axiom. comes a 


man-strilze.-for-clock story fon 
Nottingham, England. 

It seems that engineers and _ fire 
men of the London Midland & Scot 
ish Railway have been getting some 
pretty de luxe service up to a short 
time ago. They have been going to 
bed and relaxing in untroubled sleep. 


secure in the faith that they'd be 










ENGINEER . 
OVERSLEPT! 
y 


called in good time by the railway’s 
official 
was to see that every man was on 
Then. 


for some reason or other. the com 


“wakers’’ whose function it 


duty at his appointed time. 
pany decided to withdraw these 
“wakers’. That was all right with 
the men—they'd get alarm clocks. 
Or so they thought. 

But when they tried to buy these 
automatic arousers, they found there 
were none to be had, which proved to 
be just too much for any man to 
cope with. They couldn't wake up. 
so they couldn't work—and out thes 
walked on their jobs, between 300 
and 400 of them. Oh well. maybe 


England has her problems too. 
2 a 


KTER a lapse of three 
the pearl 


vears, 
fisheries near the 
Island of Margarita. Venezuela. dis 
covered by Columbus and exploited 
by the Spanish conquistadores, wer 
this month to resume operations. 
About 200 native divers who de 


scend 48 feet with nose-clips and up 
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to 84 feet with headgear. were re ady 
to recover the oysters from the ocean 
Nearly able bodied 


man among the 70.000 residents of 


reefs. every 
the island is an expert diver. and 
State President Rodriguez can sur 
tface-dive 36 feet without gear. 
Venezuelan pearls run small and 
many of them are quite vellow. says 
W. R. Cattelle in his book. “The 
Pearl. Cattelle adds that 


fine white pearls are found. as well 


many 


quantities of 
beautiful for 


as great baroques, 


notably color and 
orient. 

Two American pearl dealers. in 
recent months. have bought large 
lots from the Venezuelan govern 
ment and local deale rs. a good pro 
portion apparently destined for sale 


in India. The 


price one of them paid was 55 centi 


reported average 


mos (16 cents) a carat. apparently 


about four cents a grain. 


YALEM. MASS.. is an old town 
LJ that has seen the 


hy steria cone and fo, and whaling 


witchcraft 


develop vast fortunes and then fade 
away. 

So now when tire and gas ration 
ine threaten the 


Salemites philosophically remember 


that “nothing's changeless but 
change.” as many citizens revert to 


earlier methods of transportation. 

Daniel 
Low. who bicyeles between home and 
store. Daniel Low & Co., Ine.. a 


dozen miles a day for the round trip. 


Among them is Jeweler 


This cycling last month gave Mr. 
low the idea for a “good old days” 
window display that appealed to the 
whole city’s memories of the ‘90's 
\ few cups and medals that belonged 
clubs 


to almost-forgotten eveling 


automobile era. 


4 
4 


|= Jewelers 
co 


(ireular. 
ev stone 
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started the window Loans from cus 
tomers soon made a miniature mu 
seum, with tin-types of sportsmen on 
high bieveles. race banners and score 
cards, and more cups—some finely 
done in sterling—-and more medals. 

Low's window proved once more 
that a timely subject often causes 
more favorable talk about a jewelry 
store than many a display of jewelry 


nlone . 


od . 


( YOMBINING pleasure with busi 
A ness has been largely respon 
sible for the sales volume enjoyed 
by the Stewart Silverware Co., 722 
Chestnut St... Philadelphia. 

lt all goes back to 1905 when 
Frank H. Chapman, then represent 
manufacturer, 


ing a silverware 


scored a creditable 59 his first time 


/ 


op 


IN THE ROUGH 
HEH, HEH! 









around a nine-hole golf course, forg 
ing the first link in a chain which 
was to lead to bigger business——and 
better golf. 

When some years ago he and Mrs. 
Douglas Stewart opened their silver 
shop. he still found time for a 
friendly round despite the press of 
business. In 1930 he won the Phila 
delphia senior championship: in 
1933 he was elected secretary of the 
Golf Association of Philadelphia; in 
1939 34 clubs contributed to an an 


nual “‘Frank H. 


Tournament.” open to men 50 vears 


Chapman Seniors 


ot age or olde a 


1] 











At 76, 
exhuberance that would do credit to 


Mr. Chapman retains an 


a college cheer 
starting times, patrolling the score 
board and generally proving himself 
invaluable at tournaments. 

All of this has paid dividends. Not 
only has Mr. Chapman one of the 
best golf trophy businesses in Penn 
sylvania, but he supplies regatta 
prizes to New Jersey yacht clubs 
and trophies for a number of dog 
shows, mainly sold to sportsmen 
originally contacted on the golf 


course, 
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oe DE WITT, New York 

diamond dealer, digs often into 
his treasure of experiences in. his 
talks on Station WQXR, “Let’s Look 
at. Jewels With Pieter de Witt.” 
Every Thursday, at 5:00 p.m., 
WQXR presents Mr. de Witt in a 
five-minute discussion of the jewelry 
trade. 

Mr. de Witt started the weekly 
series over a year ago. In the first 
broadcasts, he dealt with the effects 
of Nazism upon European diamond 
markets, the history and legendry of 
jewels, mining diamonds, the art of 


the diamond cutter, selection and 


leader, compiling 


care of jewels and other topics of 
popular interest. 

The 1943 series led off with a dis 
cussion of the pitfalls encountered 
by a jewel dealer. Mr. de Witt told 
listeners how he had been held up in 
Chicago some years ago. Laden with 
his precious gems, he volunteered to 
help the thieves search his luggage. 
This so disarmed them that they 
fled in disgust. 

For three generations the de Witts 
have been diamond dealers. Mr. 
de Witt’s father and grandfather 
were gem experts in Holland. His 
father escaped from the Low Coun 
tries three hours ahead of the Ger 
man armies. On the way they ran 
out of gas and had to barter dia 


monds for the precious fuel. 
<7 . 


= HE un-oftficial 


the jewelry industry—-we mean 


philosopher — of 


Howard Carpenter of the Albert 
Walker Co. in Providence, of course 
has just put out another of his 
famous little booklets in which he 
sets down his views on topics of 
timely interest in the industry. 
Like its predecessors, and like the 
convention addresses in which Mr. 

















"But I'm on the swing shift—l've got to get an alarm clock!" 


Carpenter so deftly combines the 
qualities of a sage with those of a 
wit, this latest product of his trusty 
Parker is packed with good hard 
headed common sense, set forth in 
the pithy, pungent phrasing of a 
true Yankee. 

Entitled “Darkest Before Dawn,” 
it discusses the impact of the war 
upon the jewelry business, the ad- 
ministration of the flood of govern 
ment orders and restrictions, and the 
outlook for the coming year. It’s 
recommended reading for every 
jeweler. 


¢ 7 


RE you and your clerks jewelry 

minded when answering the 
telephone? In other words, when 
you have occasion to distinguish the 
first letter of a word by saying, “A 
as in ’ do you use a jewelry 
word as an example? 

The following list placed handy 
to the store telephone will aid in 
promoting the jewelry store and its 
stock when the telephone is being 
used, and proper spelling of names 
is being checked: 

A as in Agate 
B as in Bracelet 
C as in Clock 
D as in Diamonds 
E as in Emerald 
I’ as in Filigree 
i Giftware 
H as in Hairspring 
I as in Ivory 
J as in Jewel 
in Kimberley 
L. as in Locket 
M as in Moonstone 
N as in Necklace 
O as in Opal 


7. 
$> 
77 
= 


P as in Pearl 
Q as in Quartz 
R as in Ring 
Sas in Silver 

[ as in ‘Turquoise 

U as in Useful 

V as in Value 

W as in Watch 

X as in eXcellent 

Y in Yellow (Gold) 
Z 


as in Zircon 


= 
St 


© © 


ee one red cent” after Jan. 

1, 1943—so ruled Secre 
tary of the Treasury Morgenthau, 
to help conserve copper for war pur 


poses. The traditional penny has 
been 95 per cent copper. 
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Quality 
DIAMONDS 
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Original Gifts 
They'll Enjoy USING! 
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Gifts for Men 


AWAY AND AT HOME 
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THE IDEAL WEDDING GIFT 
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*18.50 
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View 
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Small Ads. Too. Can Stand Out 


HE jeweler who uses small space in the newspapers the 

is eternally faced with the problem of how to make 
his ads stand out on the 
the competition of the other ads and the news stories. To 
day, the problem is intensified, with more and more mer 
chants turning to these 
dramatic news to hold the reader’s rapt attention. 


Here are a few examples of effective ways to overcome 


OA Data 


LIFETIME SATISFACTION PRICED 





FOR AMERICA'S POCKETBOOKS 





small 


page 


units, 








WATCHES 
DIAMONDS 
JEWELRY 
Wedding Rings 
Watch Shaps 
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and catch the eye 


and with so much 


against 


difficulty 


who has made a 


study 
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prepared by 


careful study 


copy with liberal use of white space, 
out in sharp contrast against the pale 
of the typical newspaper page, 
seen, A 


may help your own advertisements. 


Ti, 
afi 


STERLING 


SILVER DESIGNS 


- 


an expert 
of the 
solid masses of black, the bold type faces, 


and insure 








CHOOSE YOUR SILVER CAREFULLY 


advertising man 
problem. The 
and the 


set these 


brief 
small ads 
gray monotone 


their being 


and use of the principles they employ 


BEAUTIFUL 


STERLING 


SILVER 


PATTERNS 





Ne 


Ly 
Sle rbiveg 'S AW WVESTMENT 
FOR THE YEARS AND PROBABLY THE ONE 
THING OF ALL YOUR TROUSSEAU 
TREASURES WHICH WILL LAST A UFETIOE 


TEWEEER SN NAME 
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SERVICE DEPT, 
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Hall's back-of-store service department is as invitingly mod- 
ern as the other sections customers pass to leave or call for 
a repair job. Its displays of merchandise create impulse sales. 


This **Service” 


Department Is 


Business-Builder 


promoted by frequent advertising. 
Hall's repairs are merchandised 


for traffic. profit and prestige 


by HARRY R. TERHUNE 
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i isn't a repair department. but “The Service De 
partment” in the fine jewelry store of J. Herbert 
Hall Co., in Pasadena, Cal. Nor is the distinction just 
an advertising catch-word or a bit of window-dressing. 
It means what it says—the Service Department at Hall's 
is thought of and operated as a genuine service to their 
customers. 

This means giving minute consideration to minor 
work for which no charge is made, just as it means giv 
ing the best to a big job from a wealthy, long-estab 
lished patron. The stranger to the store receives ex 
actly the same treatment that is given to old friends of 


the house. All of which. perhaps. is one of the chief 












. in the smallest 


accurate mechan- 
\ { ism in use today | 
: VV, | 
ox ii 
3) ~ 
Tne heart of your watch *s 
main spring—from this spr mg Hows 
the power thet keeps your wat 
faithfully ticking away month after 





month ‘and even though it 
hasn't missed @ tick in months, thet 
tumepiece of yours will benefit from 
@ therough "go b 
HALLmark” skilled Watchmaster 
any repews ere needed ovr 
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charges are moderate 
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reasons Why it has been so outstandingly successful and 
such an important factor in the upbuilding of the store 
to a point where today it is the largest in any city west 
of Chicago of anywhere near the size of Pasadena. 

There's sound psychology. too, in the designation of 
this section as the Service Department, especially when 
an article that was bought at Hall’s is involved. Many 
people feel that if an article needs “repairs” it must be 
inferior in some way and their opinion of the store that 
sold it goes down correspondingly. On the other hand, 
familiarity with such things as the automobile has made 
everyone aware that the very finest thing of its kind 
may need “service” with the result that that word 
ries no unpleasant suggestion. 

So, “service” it is and “service” it has been in the 
Hall store ever since its inception, 40 years ago. Con 
sequently, when Hall's decided in 1938 to open its pres 
ent fine establishment in the heart of Pasadena’s new 


retail shopping district, one of the first considerations 
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in their planning was to provide a complete modern 
workshop and attractive and efficient arrangements for 
waiting on service department customers. The accom 
panving photographs show the result. Note that the 
service section is not a bare utilitarian counter such as 
is often found where repairs are taken in, but is 
decorated and fixtured in the same style as the rest of 
this high-grade store. This section is used only to take 
in and deliver jobs-——-the room where the actual work 
is done is out of sight of the customer. Incidentally. 
the workshop as well as the customer's part of the store. 
is air-conditioned, since Hall's believes that comfort for 
the worker is conducive to the high-grade work which 
both the management and the clientele of the store de 
mand, 

The department is placed well toward the back ot 
the store—not for the reason that it is unsightly. for it 
is not, but because this location obliges customers who 
come in for service to pass the batteries of interesting 
and attractive displays of merchandise throughout the 
store, with many an extra sale resulting. 

However, these immediate extra sales at the time 
when the customer has called for the specific purpose 
of leaving or picking up a service job are only a small 


part of the picture. A much more important volume 
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used and yet 
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on and oiling by our 
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of business comes from customers who may not buy any 
merchandise on the occasion of their service call, but 
who first get acquainted with the store through a service 
job, and then because they are favorably impressed 
with the treatment they have received and with the 
store as a whole, come back later to purchase when they 
are in the market. 

In fact, according to Hall’s, a well-run service de- 


partment is the most effective means a_ high-grade 
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jewelry store can tind for attracting new customers and 
building a clientele. Also it must not be overlooked that 
the service department is a profit-maker in itself—a 
highly important point in times like these when many 
kinds of merchandise are ditheult to obtain and other 
means must be found to make up for sales volume that 
is going to disappear because of goods not being avail 
able. 

Two basic points must be observed if the service de 
partment is to realize its full potentialities, says Leslie 
G. Reynolds, who has been in charge of Hall's service 
First, the 


department must be run from the viewpoint of giving 


activities for over a quarter of a century. 


the customer the best possible service. with good work 
manship, reasonable prices, and fair treatment. See 
ond, the department must be advertised and promoted 
just like any other part of the store to let the public 
know about it, and to bring in new customers. 

Hall’s carefully follows both precepts. For example. 
anyone can “clean” watches, but at Hall's watches are 
not just cleaned or repaired. They are—to quote 
‘reconditioned by factory-trained watchmasters and 
Certified Watchmakers whose rigid examinations assure 
perfection of workmanship and integrity of purpose 
These are Guild Craftsmen. with Guild ideals, sO 
reads the Hall standard of performance. 

The result? An average of more than 1000 watch 
jobs every month. 


Please turn fo page ‘ 


Hall's ‘Service Department’ ads, mostly 
two columns wide by ten inches high 
emphasize workmanship, quality, the 
need for periodic inspection. The service 
department is featured separately, not 
as part of merchandise advertising. 


How effectively Hall's has promoted its 
"Service Department’ is shown by the 
fact that the workshop, pictured below 
averages more than 1000 watch jobs 
each month, besides profitable work on 
clocks, silverware, jewelry and the like. 























"Gifts for Service Men and Women''—A strip of red, white and blue decorates the upper 
part of the background, and streamers of the same colors lead from sign to four groupings 
of merchandise, two of which are shown on elevations decorated with red, white and blue. 


A “War Window —All The Time 


besides selling merchandise still available, jewelers” 


displays can dramatize some phase of the war effort 


and build store good-will for the return to peacetime 


by VIRGINIA DIXON 


INDOW displays, just like other salesmen, 

have had to learn a new approach to their jobs 
in these war days. Business is no longer “‘as usual” 
and neither are our window displays. Just as other 
people, other jobs, other trades have found their place 
in the war picture, so have displays. Our windows 
should not be considered burdensome areas, for which 
we have no merchandise, and which can therefore be of 
no further use to us for the duration. There are jobs 
for all of us in this cause and our display windows can 
be of tremendous value to.us. We have to search for 
ideas different from any we have used before; we have 
to use different materials; we have to make old props 
serve new purposes—but the returns will be more than 
worth the effort thus expended. 

We can classify the types of war-time displays into 
three groups. First, the propaganda display which 
dramatizes some phase of the war program; second, the 
prestige display which builds good will and interest 
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for our store against the future when we return to 
normal living and merchandising; and third, the mer 
chandise display adapted to war-time selling conditions. 
Leaders in the display field have been stressing the 
importance of victory displays in the .war effort. The 
nation has a tremendous war program to fulfill which 
can only succeed with the whole-hearted cooperation of 
the nation. Never before has it been so necessary to 
“sell” this country a program. Never before has a 
program been so vast and so important. Victory dis 
plays must not be intermittent, casual installations. 
They must form a continuous, general program to be 
effective. If your store has several windows, one of them 
should be devoted at all times to a victory display. 
Remember this is your war too! If you cannot spare 
as much space as that, some part of your window space 
should be so used at all times. ‘There are quantities of 
material available to aid in arranging such displays. 
Most of us have by this time put in at least one war 
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bond display. But there must be more of them. And 
war bonds are but a part of the war program that must 
be fully and convincingly publicized and “‘sold’’. There 
are rubber conservation, transportation problems, ra 
tioning programs, Red Cross, U.S.O., man power con 
servation, scrap collection and so of. We need only to 
turn to our daily papers to gather ideas. Since window 
display has proven itself so worthy as a sales medium 
for merchandise, why not utilize it in selling patriotism? 
The jeweler’s window can be particularly effective in 
such a program because of the esteem in which the 
jeweler is held among merchants. 

One of the accompanying sketches illustrates a sug 
gested victory display for war bonds. A small barrel is 
decorated to represent the “victory bank’. It is sus 
pended from the background by heavy white cotton 
cord. Wide red, white and blue ribbons divide the barrel 
in thirds. “Victory bank” is lettered on the white rib 
bon. Narrow white cotton cord is used in a zig-zag 
“drum” motif over the red and blue ribbons. The top 
and bottom hoops of the barrel are painted white. The 
barrel top is painted blue with a narrow slit cut in it 
from which war bonds and stamp books are emerging. 
Small pig banks on the floor of the window carry out 
the idea. War stamps may be pasted as decoration on 
the pigs. Star cut-outs are scattered on the background 


and floor. The copy appears on a long paper scroll and 








wire war BonwDs ~ 
For FUTURE TREASURES - 

















"Are You Putting Your 
Share in the Victory 

Bank?" — Small barrel » 
decorated in red, white 
and blue, and lettered 
"Victory Bank" has War 
Bonds emerging from 
the top. War stamps 
are pasted on the pig- 
banks. Purely patriotic 
displays like this can be 
built around the Red 
Cross, the USO, scrap 


collection and the like. 
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reads, “Are you putting your share in the victory bank >’ 

For our prestige displays we may publicize any con 
tribution which our organization may be making to the 
war effort—employee purchases of war bonds, Red 
Cross work, blood donations and so forth. Or we may 
look to the future for ideas and remind our customers 
and customers-to-be of the service and merchandis« 
which we hope to be able to offer them. Suggest saving, 
by means of war bonds, for watches and silverware 
which you will be able to offer in peacetime. Another 
of the accompanying sketches illustrates such a display. 
A few items of the suggested merchandise are shown 
A flat dise with an easel backing is placed beside each 
merchandise group and bears a war bond dummy and a 
paper scroll with copy indicating how many bonds will 
purchase the merchandise shown. A larger scroll is 
attached to the background with the copy—‘‘Save with 
War Bonds for Future Treasures.” The small scrolls 
“One $25 War Bond at maturity 


. “Two $25 War 


carry such a copy as 
will buy this Chest of Silverware.” 
Bonds will purchase one of these watches after the war, 
and so forth. Star cut outs and red cord complete the 
scroll decoration on the background, the cord being 
used to hold another bond dummy against the wall. 

The merchandise displays which you can present will 
be dictated by the merchandise which your particular 


(Please turn to Page 74) 


"Save with War Bonds 
for Future Treasures'’— 
An_ easel-backed disc 
beside each item bears 
a War Bond dummy 
and a scroll reading: 
"One $25 War Bond at 
Maturity Will Buy This 
Chest of Silverware’ 
or "One of these 
Watches." Idea is to 
promote saving now for 
peacetime purchase of 
war-scarce merchandise. 
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Hess & Culbertson's ''‘planned-for-selling'’ diamond jewelry department has two desk-height 
display tables, placed in semi-privacy behind two L-shaped counter cases. Seated here at 
ease, customers can concentrate their attention on jewelry and diamonds; are more responsive 


To Lessen Diamond Sales Resistanee 


ECAUSE it is important at this time for the 

retailer to seize every opportunity for developing 
business in non-restricted merchandise, and especially 
those items whose sales volume and dollar profit are 
substantial, Hess-Culbertson Jewelry Co., St. Louis, 
completely revamped its diamond department a few 
months ago for more effective selling. 

“The war production program with its steady em 
ployment and high wages has brought the jeweler many 
more opportunities to sell diamond rings and other 
diamond jewelry than he may realize,’ says Roy 
Culbertson. “For example, in just last week alone. 
we had 26 instances of defense workers, who are now 
in a position to buy the diamonds they may have de 
sired for many years, coming into the store prepared 
to buy. Many, many others who perhaps are still 
in the stage of preliminary shopping are dropping in 
here and at other jewelry stores and hesitantly looking 
over diamond ring displays, with the idea of ultimately 
buying. However, a good many of these people are 


not accustomed to jewelry stores and can be easily 
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scared away. Following out that reasoning—helping 
to make the diffident customer feel at ease, and helping 
to sell the hesitant one who has the money to spend 
but is uncertain over the matter—we have laid out our 
new diamond department to make it as easy as possible 
for the customer to buy, and by the same token, for 
us to sell.” 

The new department, opened last September, is out 
lined by two L-shaped plate glass floor cases set about 
nine feet out from the wall behind them, thus enclosing 
a rectangular space containing two display tables of 
desk height at which both customer and salesman are 
comfortably seated in semi-privacy while desired mer 
chandise is being shown. The two tables, specially 
built to Mr. Culbertson’s requirements, are topped by 
glass cases 8-inches deep, lighted from within by 
Huorescent tubing, in addition to which a diamond lamp 
of conventional type stands on each one. Under the 
glass tops of the tables, appropriate articles of jewelry 
are kept on display—especially engagement and dia 


mond wedding ring sets. Actually, however, the value 
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of these fixtures is not so much the merchandise they 
show inside the diamond department, but their 
mechanical value in putting a customer at ease. 

The department extends along the right hand side 
of the aisle as you enter the front door, where it gets 
top attention value—in fact the displays in the main 
L-shaped cases are visible from outside of the door. 
One case is devoted to special mountings and a con 
siderable variety of pieces in individual customer made 
settings. The other case shows the more standardized 
engagement, wedding and dinner rings. 

“The real point of the arrangement, however. is 
wrapped up in the fact that we can gently ease a 
customer in from in front of the diamond cases to sit 
down at one of the comfortable, semi-private horizontal 
tables in the interior,’ Mr. Culbertson explains. 
“When a man stops at the front of the case in the 
main aisle, and spends a few moments scrutinizing the 
diamonds on display, we can of course approach him 
but to terminate the conversation and leave the store. 
all the man has to do is simply to take a step away. 
On the other hand, when we bring him inside these 
cases, and ask him to sit down, he is removed from 
aisle trafic, comfortable, and much less likely to get up 
and leave if he is sincerely interested in a diamond pur 
chase. Two steps will carry any customer from the 
aisle to the table, and the salesman can as quickly sit 
down on the opposite side. Thus, the customer is likely 
to drop some of the sales resistance which he instine 
tively brings to bear when standing outside the counter. 

“Once seated, with a powerful diamond lamp at 
his elbow, the customer can be shown diamonds at ease. 
and the salesman can reach mountings with one hand. 
and diamonds with the other to make his sale. A certain 
amount of privacy is one advantage of the cases, but 
the biggest is the fact that the customer comfortably 
seated is always easier to sell. Proof of this point 
may be had in the fact that in hundreds of department 


store buying offices, the purchasing agent or department 


PLATE GLASS FLOOR CASE 


DIS 

TABLE 
MASONITE Tor AT KIC" 
/8" x32 ONE LEG 





buyer usually has no chairs in his buying ofhce—he 


doesn’t want salesmen to sit down, get out cigars, and 


tie up too much of his time. This bit of psychology 
helps to move business along more swiftly. In our 


case the reverse is true—we want the customer to sit 
down, be comfortable, and protect him from interrup 
tion. In that way, we can add a good deal of en 
hancement to the diamond attraction, and concentrate 
the customer's attention 100 per cent.” 

Still another point which Mr. Culbertson brought up 
is the fact that there is now no nervousness on the 
part of either customer or salesman even when several 
thousand sdollars worth of diamonds and settings are 
laid out an an open table—as used to be the case when 
the small enclosed diamond room in the front corner 
of the store was used. “With our new layout, there is 
never any need for the salesmen to leave the customer 
alone, as he can reach practically everything in the 
diamond stock with one arm while remaining seated 
at the table. Moreover, the customer and salesman are 
out in plain sight, and are practically surrounded by 
almost the entire store.” 

The backs of the table-top cases were specially 
designed by Mr. Culbertson to dovetail into his selling 
plan and are arranged to make it easy for the sales 
men to remove and replace the mountings and diamonds 
on display. Instead of being backed by sliding doors, 
each case consists of a series of small drawers. equippe d 
with a novel self-locking device which must be unlocked 
each time a drawer is to be opened. ‘This is done by 
pressing on a special combination which opens the 
drawers in pairs—one drawer must .be opened befor 
it is possible to open the second. Danger of thefts, 
hold-ups or any similar trouble is then almost entirely 
eliminated—and from eight to twelve new diamond 
customers are being dealt with every day in this 
psychologically-balanced system. 

Total cost of setting up the new department was 


around #700. 
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Sketch, adapted from architect's blue-print, shows how Hess & Culbertson's diamond department has been 
remodeled, with two glass-topped display tables and three masonite-topped fixtures installed behind the 
comparatively-standard floor cases. Interested customers are asked to come inside and sit at a table 
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ee HE Jewelry Industry and the Years Ahead” 

was the title of a four-page, 28-question survey 
mailed shortly before Christmas to jewelers through- 
out California by William M. Erb, executive secretary 
of the California RJA. 

Since the questions are the same vital ones that all 
U. S. jewelers must face, and answer satisfactorily, if 
they are to remain in business for the “duration,” the 
over-all picture of California jewelers’ thinking is of 
interest to fellow-merchants in every state. 






































Answers to the survey, incidentally, were tabulated 
from 43 towns and cities, representing every section of 
California, from San Diego in the South to Red Bluff 
and Ferndale in the North. Thus, the conclusions are 
not exclusively city or exclusively rural; neither are 
inventory shrinkage? 

purchase prospects? 

repairs increase? 
skilled labor? 
shorter hours? 

close one week-day? 


stretching sales? 


eash or eredit? 


these jewelers and hundreds 
of other Golden Staters give some 
of the answers to war-time merchandising 


im a state-wide retailers’ survey 
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Heads Together on’43 Problems 


they “cash” to the exclusion of “credit,” nor “big store” 
to the exclusion of small. 


MOST EXPECT TO SURVIVE 


Gloom-spreading apostles had proclaimed that 1943, 
with its taxes, labor scarcity and goods scarcity, would 
force 25 to 40 per cent of retail stores out of business. 
Not so, say California jewelers, who enter 1943 with 
determination to stick out whatever may come and the 
guess that mortality during the next 11 months will not 
exceed 10 per cent, and probably will be less than 5 
per cent. 

Under no illusions as to supply, the jewelers asserted 
that they could carry through 1943 quite nicely if they 
could purchase slightly over 50 per cent of a normal 
year’s addition to inventory. Wholesalers and manu 
facturers thus obtained an indication of what retailers 
believe is really necessary to see them through the 


current year. 


STOCKS FOR SEVEN MONTHS 


Asked, ‘““Without any additional merchandise being 
purchased, how long do you estimate that your inven 
tory after Christmas would maintain profitable volume ?” 
the replies averaged 7.6 months. “This is the period the 
average California jeweler can remain in business with 
out purchasing additional stocks,” summarized Mr. Erb. 
“It is interesting to note that as far as inventories are 
concerned, the majority of the jewelers are in the sam 
position, and state that they can last about six months 
without new stock. Of course, those without reserve 
stock put the figure at one to two months, while in 
occasional instances the figure was as high as from one 
to two years.” 

However, in considering this statement it should be 
remembered that inventories ate far from uniform in 
all departments and that while present supplies of some 
classes of goods might last for even longer than the 7.6 
months mentioned, stocks in other categories—notabl) 
watches, clocks, silverware, lighters and fountain pens 

were abnormally low in most jewelry stores at the 
close of Christmas business. Consequently, the aver 
age length of time stated would not apply to all depart 
ments. 

“Even if conditions should become much worse, can 
you curtail your overhead sufficiently to preserve your 
business for the duration, even if the war should last 
two, three, four or five years?” was a related question 
a test of determination and ingenuity. Twice as many 
said “Yes” as “No,” and many who wrote “No” quali 
fied with the remark, “Yes, if merchandise is availabl 
even in very limited quantities.” 
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WATCHES LEAD IN SALES 

Indicating war-induced changes in the proportion of 
sales by types of merchandise, and especially a drop 
in the availability of silverware, the jewelers gave the 
following break-down of current volume by depart 
ments: Silver, clocks and novelties, 14.4 per cent; 
watches, 34.2 per cent; diamonds, 26.8 per cent, and 
jewelry, 24.6 per cent. 

In this connection, one jeweler emphasized the im 
portance of maintaining some sort of watch supply, 
with the comment that if watches are unobtainable 


“business with us will not be worth keeping up.” 


REPAIRING BULKS LARGER 

Except for some answers from San Francisco, Los 
Angeles and other larger cities, retailers agreed that re 
pairing constitutes an appreciable factor in their busi 
ness at present, and will increase as customers’ watches. 
clocks, lighters, mechanical pencils, fountain pens, 
jewelry, etc., need reconditioning—reconditioning which 
customers must have, since they may be unable to buy 
new articles, if production is further curtailed. 

Two-thirds of the jewelers answering the question 
naire are doing their own benchwork, the balance ap 
parently being untrained in this field because they said 
that they are not contemplating doing their own re 
pairs, “even if it becomes necessary.” 

“Practically every shop with a repair department is 
short-handed,” Mr. Erb summed up, “‘and in the case 
of the proprietor who is his own watchmaker, the 
unanimous answer is that one or more watchmakers 
could be used. The acuteness of the labor problem in 
dicates that at the present time there are positions for 
at least 1000 more watchmakers in the state of Cali 
fornia. One jeweler whose repair department at pres 
ent constitutes 40 per cent of his volume makes the 
statement that this work cannot produce sustaining rev 
enue unless technical help is available at wages com 


mensurate with prices received. 


NEW LINES RELIEVE SHORTAGES 

Supplementary lines are at least a partial solution 
to the question of how to maintain sales volume in this 
day of diminishing supply of standard merchandise. 
Many jewelers in California, as in other states, are suc- 
ceeding with crystal, china, giftwares, leather goods, 
stationery, greeting cards and perfumes. One small 
jeweler remarked that he does gold-leaf printing on 
leather and fountain pens, paying in two years time for 
his investment of $200. At a cost of two to five cents, 
plus labor, he prints a line for 30 cents wholesale for 

(Please turn to page 70) 
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Current Aspeets of the Vietory Tax 


ehief concern now is the 5 per cent withholding requirement: 


tables offer quick means of computing amounts: employers 


must file returns quarterly with Internal Revenue Bureau 


q*: of the most important features of the Victory 
Tax of interest to jewelers in 1943 is the with 
holding requirement. The Victory Tax is the 5 per 
cent tax imposed upon persons having an annual gross 
income of more than $624 ($12 a week). To provide 
for the payment of the tax, all employers are required 
to withhold from the wages of employees, paid on or 
after Jan. 1, 1943, 5 per cent in excess of KG24 a vear, 
or in excess of a specified amount in any one payroll 
period, as shown in the following table: 


Payroll Period Allowance Payroll Period Allowance 


Weekly >12 Monthly . > $52 
Pi-weekly 24 Quarterly ...... eiarets 156 
Semi-monthly sa 26 Semi-annual . eT 312 


No distinction in withholding the tax is made between 
married and single persons, and an officer of a corpora 
tion is to be considered an employee. A person in busi 
ness for himself is not required to withhold the tax on 
his own salary. Services also excepted from withhold 
ing are domestic help in a private home; casual labor 
not in the course of the employer's trade or business; 
services of an employee while outside the United States 
if for a major part of the year. To eliminate errors 
and to save employers time in computing the amounts 
to be withheld, tables showing the sums pavable may 
be obtained from the Bureau of Internal Revenue 

Circular VT). 

If an employee's pay consists of salary plus commis 
sion, or bonus, for each payroll period, the combined 
amount should be considered as a single wage payment 
for each period and is subject to only one withholding 
deduction, If an employee is paid for a period of less 
than a week, withholding is not required unless his 
wages exceed $12. If an employer pays a salary in one 
payroll period and a bonus or commission to the same 
employee in another payroll period, the amount to be 
withheld for each payment is calculated separately. 

[f wage payment covers a period not included in the 
regular schedule, shown above, here's how the employer 
computes the tax to be withheld: The number of calen 
dar days (not working days) in the period is multiplied 
by $1.71; this figure is subtracted from the amount of 
the employee's compensation; 5 per cent of the differ 
ence is then withheld as the Victory Tax. (Example: 


Emplevee Sam Jones carns a commission of #70 during 


52 


a work period of 10 days, including a weekend he did 
not work; 10 x $1.71 


£70 is 452.90; 5 per cent of 52.90 is $2.65, which is 


417.10; this subtracted from 


the amount to be withheld and paid to the Treasury. 


Emplovee Jones receives 67.35.) 


RECEIPTS ONCE A YEAR 

The employer must issue a receipt to each employee 
on or before Jan. 31 each vear, beginning Jan. 1, 19 bt, 
covering the previous calendar vear in which the tax 
Where 


employment is terminated before the end of the calendar 


was withheld. Only one receipt is required, 


year, the receipt must be furnished within 30 days of the 
day on which the last salary is paid. 

The receipts (Form V-2) will be furnished by the 
Treasury Department, although the employer's own 
form will be acceptable if it is substantially the same 
as the Treasury form. Each receipt must indicate (1) 
the period covered, (2) the wages paid, and (3) the 


amount of tax withheld. 


EMPLOYER PAYS QUARTERLY 

Employers are required to file a return of the tax 
withheld and to make payment to the Government on 
or before the last day of the month following each 
calendar quarter. The form to be used is Form V-1 
which may be obtained from the Treasury Depart 
ment. With the return for the fourth quarter, due *Jan. 
31, 194k, the employer must also file Form V-3 with 
duplicates of all Forms V-2 (recéipts to employees) for 
the year. Form V-3 reconciles the four V-1 forms filed 
with all of the V-2’s issued. Information return (Form 
1099) previously required by the Treasury Depart 
ment for the annual reporting of salaries and wages, 
will no longer be required with respect to employees 
from whom victory tax has been withheld at the source. 

The law provides criminal and civil penalties for the 
wilful failure of any employer to furnish a receipt to 
the employee showing the information required, or for 
furnishing a false or fraudulent receipt. Penalties are 
also provided for failure to file timely and accurate re 
turns or failure to make timely tax payments. 

Records previously maintained to comply with the 


( Please furn to Page i=) 
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DIAMOND POWDER 


For Diamond Cutters, Polishers 
and Lapidaries 


Crushed and 
Graded by our 


Own secret pro- 


100% Pure! 
All Meshes! 


All Grades! cess. Expressly 

made for 
Any Quantities ! 
the trade. 





Bottled to your specifications 


While a ruling, now in effect, prohibits the sale of 
Crushing Bortz to the Diamond Cutting Industry, we 
can supply you with any quantity and grade of 
Diamond Powder. 


We have just opened a special department to handle 
all of your requirements. 


The oldest and one of the largest Industrial Diamond 
firms in the United States. 


MAURICE S. DESSAU CO. 


Established 1841 


535 FIFTH AVENUE NEW YORK CITY 


Telephone: Va 6-3422 
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maacle. Same as macle. 

Macassar shell. Mother of pear] shell 
coming from the northern and west- 
ern coasts of Australia, margariti- 
fera maxima, the largest pearl 
oyster, which also lives along the 
Malay coast and which is named 
according to the trading center. 
Also known as Sydney, Queensland, 
Port Darwin, New Guinea, West 
Australia, Manila or Merghui shell. 
Slight differences characterize the 
different localities, the Australian 
is uniformly silvery white, the Ma- 
cassar is more iridescent, and the 
Manila has a wide yellow border. 

Machastone. Moss agate. 

macle (mahkl). French for twin. Many 
mineral crystals are intergrown in 
twin relationships, but the trade, 
speaking of macles, means diamonds 
which are twinned according to the 
spinel law. They take the form of 
flattened triangles and a perfectly 
developed pair will show re-entrant 
angles at the corners. The twinned 
growth breaks the cleavage direc- 
tion and makes the stones harder 
to cut into good gems. 

Madagascar amethyst. A distinction 
which can only be made by experts. 
Dark amethyst from Madagascar 
is supposed to have a somewhat 
smoky tinge; the lighter shades re- 
semble the Siberian, often having 
a pronounced reddish-violet hue and 
velvety tone. 

Madagascar aquamarine. Said to be a 
trade term for an aquamarine which 
is bluer than the average aqua- 
marine. 

Madagascar citrine. After the Brazil, 
the most important locality. Said 
to be somewhat more brilliant and 
more like topaz in color; the quality 
is often improved by burning. 

Madeira topaz. Citrine, originally the 
burned crystals from Spain with a 
rich Madeira wine color—the name 
refers to the color, not a locality. 
Since 1900 the name has also been 
applied to burned Brazilian ame- 
thyst. 

Madras pearls. Persian Gulf pearls, 
many of which come into the trade 
through Madras or Bombay. 

magma (magg’ma). Liquid rock mate- 
rial within the earth from which 
igneous rock or lava is formed. See 
IGNEOUS ROCK. 
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magnetic corrector. In astronomical 
clocks, a permanent magnet at- 
tached to the bottom of the pen- 
dulum, below which is an electro- 
magnet in which a weak current 
may be introduced at will, to modi- 
fy the effect of gravity on the pen- 
dulum, to influence the rate of the 
clock. 

magnetisation. Horol. The condition a 
watch may be in from too close prox- 
imity to heavy electric currents and 
magnetic fields, in which the steel 
parts become magnetic, and exert 
forces on each other that ruin ac- 
curacy of timekeeping. Magnetism 
may be removed rather easily by 
demagnetizing. See DEMAGNETIZING. 

maiden pearl. A newly fished pearl. 

main facets. The bezel and pavilion 
facets of a brilliant-cut diamond. 

mains clock. Term used in England and 
colonies for type of clock with hands 
directly driven by a small induction 
electric motor and reducing gear- 
train, by alternating service cur- 
rent; in America called SYNCHRO- 
NOUS CLOCK or, simply, ELECTRIC 
CLOCK. 


mainspring. The spiral coil of steel 
“ribbon,” the unwind- 
ing of which fur- 
nishes motive power 
for portable time- 
pieces. The first use 
of a spring for this 
purpose was made by 
Peter Henlein, of Nuremberg, Ger- 
many, shortly after the year 1500, 
who thus made the first watch. 
About the middle of the 19th cen- 
tury, the trend began of making 
mainsprings longer and weaker, re- 
placing the shorter, thicker springs 
with which, for the previous three 
centuries, had to be used the FUZEE 
or other power-equalizing device, to 
compensate for the great difference 
in power with the spring fully 
wound or nearly run down. The 
more modern idea is to use a spring 
running much longer than just 
about a day, so that its weaker 
phase is not reached by the time 
it should be rewound, in this way 
obtaining more uniformity of 
power. A matter that helped in do- 
ing away with the fuzee and using 
longer mainsprings was the discov- 
ery of adjusting to isochronism, 
which made it less essential to seek 
uniformity of power and the unat- 
tainable uniformity of ares of bal- 


Mainspring 








ance motion. See FUZEE; HENLEIN; 
ISOCHRONISM, 

mainspring barrel. A casing of metal, 
recessed out to contain the main- 
spring of a timepiece, with or with- 
out its outer rim cut with gear 
teeth to form the “first” wheel in 
the train. See GOING BARREL; MOTOR 
BARREL, 

mainspring brace. A metal part at- 
tached to the outer end of a main- 
spring, to strengthen the hold of 
the outer end of the spring in the 
barrel rim, by engaging in slots in 
the barrel bottom, or cover, or in 
both. 

mainspring gauge. An instrument for 
measuring the thickness and width 
of watch mainsprings. The princi- 
pal types are notch gauges, and 
simple forms of jaw-gauges. Watch- 
makers are more and more adopt- 
inggmachinists’ micrometer calipers 
for gauging mainsprings in thou- 
sandth-inches or millimeters and 
decimal fractions. 

mainspring hook. A metal hook either 
on the periphery of a barrel arbor 
hub, or inside the rim of the barrel, 
engaging in a hole at either end of 
the mainspring, to hold the spring 
in action during the winding and 
running of a timepiece. 

mainspring punch. A _ special pliers 
with a variety of dies and punches 
for quickly piercing holes in ends 
of mainsprings for engaging the 
hooks of barrels and arbors. 

mainspring winder. A tool for winding 
a mainspring for replacement in 
its barrel, instead of twisting the 
spring into the barrel with the 
fingers, which may result in malfor- 
mation of the spring coil. 

maintaining power. Horol. Mechanism 
of various designs for providing 
motive power to keep a clock run- 
ning during winding, when winding 
would place a reverse direction of 
power on the train and stop the 
clock, in the absence of maintaining 
power mechanism. 

main wheel. In the gear-train of a 
watch or clock, the toothed wheel 
which forms a part of the first mo- 
bile in the train. In clocks the main- 
wheel is on the weight-cord drum 
or mainspring arbor; in modern 
watches on the mainspring barrel. 
The main wheel is the “first” wheel 
of the train; usually the center- 
wheel is the second, and so on. 

make. Trade term for describing the 
proportions and finish of a cut gem- 
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RONSONOL LIGHTER FUEL 


THIS ABOVE ALL.. BUY U.S. WAR BONDS e 





RONSON ouality Accessories 


Meet War-time Demand 





The current war-time increase in the use of 
the many millions of lighters already-owned, 
necessarily brings with it a tremendous de- 
mand for accessories. But the demand is for 
quality in ‘flint,’ fuel and wick because that 
determines the kind of service a lighter 
gives. Therefore, there is a vastly increased 
and profitable demand for nationally ad- 
vertised RONSON * REDSKIN ‘Flints,’ 


RONSONOL and other RONSON Acces- 
sories. 

But Owners may pass you by unless you 
actually stock RONSON Accessories and let 
people know you’ve got them. RONSON’S 
attractive packaging in windows and 
counters will bring them in. And in traffic 
thus created are potential sales of many 
other items in your stock. 


War-time production requires that orders for RONSON Accessories 
be placed well in advance. So order now ... through your jobber or 


write for complete information to Art Metal Works, Inc., Newark, N. J. 
Manufacturers of RONSON, World's Greatest Lighter 


RONSON «© 7 REDSKIN* ‘FLINTS’ 


RONSON ‘“‘FIVE-FLINTER”’ 


In Glassine Envelopes 


High quality, clean burn- 
ing, pleasantly scented. 
Four fluid ounces in 


Five extra length, genuine 
RONSON * REDSKIN ‘ FLINTS’ 
in convenient carrying pack- 
age to prevent loss. ‘Flints’ 








sturdy bottle. Retail 25¢. 


The Ronson Servicer 


Contains one Wick 
with wire inserter, a 
file wheel cleaning 
brush, a 4-oz. bottle 
of RONSONOL, three 
extra-length RONSON 
“REDSKIN ‘FLINTS' and a 
General Instruction 
Folder. Retails at 50¢. 


ag \ 
NeltRiehi 
FLINTS .. WICKS 


a y- Romsomas 


Extra-length, genuine RONSON 
“REDSKIN ‘FLINTS,’ with aistinctive 
‘REDSKIN’ coating. (Retail, 3 for 1O¢ in 
a glassine envelope.) Supplied on 
display card holding 24 envelopes, 
as illustrated. 


Ronson Wicks. Full-length RONSON 
Wicks each packed with wire inserter, 
in glassine envelope. Retail |O¢. 


FOR ALL LIGHTERS 


‘RONSON 





fitted into ingenious pull- 
out “drawer.” Retail | 5¢. 


‘Flints’ in glass vials 
packed especially 
for men going over- 
seas. Retail: 40 
‘Flints,’ $1.20; 100, 
$3.00; 200, $6.00. 








LIGHTER ACCESSORIES *Trade Mark Registered 


Nationally Advertised } 
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A JEWELER'S DICTIONARY 


(From page 54) 


stone. 
make-and-break. Attachment to a 
clock or chronometer, a_ special 


switch to obtain electric impulses 
for actuating a recording chrono- 
graph, or to make sound-signals. 
maker's mark. In the United Kingdom, 
the maker’s initials or the initials 
of the manufacturing firm stamped 
on gold and silver wares before the 
wares are sent to the assay office, 
where TOWN-MARK, FINENESS-MARK 
and DATE-MARK are added. Ameri- 
can colonial silversmiths commonly 
used makers’ marks consisting 
either of initials enclosed in a de- 
vice, or their surname, sometimes 
plus the initial of the Christian 
name, in a plain rectangle. See also 
HALL-MARK; TRADE-MARK, 
malachite (mal'a-kite). A soft green 
basic carbonate of copper. It often 
forms in successive layers and so 
exhibits a banded appearance when 
cut and polished. It is an important 
ore of copper at some localities. 
malacolite (ma-lak’o-lite). Diopside. 
malakon or malacon. A brown glassy 
variety of zircon. 

male sapphire. A darker colored stone, 
as opposed to the lighter, known 
as female. The sexual attribution 
of gems is supposed to have been 
started by Theophrastus, who de- 
veloped a theory of stones’ breeding. 

male stem. A winding stem for a watch 
in which the square on the stem fits 
into a hollow square in a bevel or 
clutch pinion in the watch move- 
ment. 

malleability. Property of some metals 
of being extendéd or shaped by beat- 
ing with a hammer, or by the pres- 
sure of rollers. By hammering, gold 
is the most malleable of all metals, 
having been beaten into leaves 
1/300,000 inch thick. However, by 
rolling, lead takes first place; gold, 
third. See DUCTILITY. 

mallet. A hammer with a heavy head 
made of non-metallic material, used 
for cold-forging operations on soft 
metals, etc., to avoid denting the 
work as would be done by a steel 
hammer. Jewelers use mallets with 
heads of tightly bound rawhide, in 
connection with a steel mandrel, for 
forming and sizing rings. 

maltesite. Chiastolite. 

Maltese cross stop-work. A device used 
mostly in high-grade Swiss watches 
for limiting the run of the main- 
spring to the force delivered by the 
coils when neither fully wound up 
nor run down. Name derived from 
the resemblance of the “star-wheel” 
to a Maltese cross. See FUZEE: 
MAINSPRING;: STOP-WORK. 

Manchurian jade. A hard brown soap- 
stone. 

mandrel. (1) An arbor on which work 
to be formed in a lathe or other 
machine is mounted to support and 
rotate the work during cutting. 
grinding, etc. The work is usually 
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such as has a hole in it through 
which the arbor passes, friction- 
tight. (2) A_ steel rod _ slightly 
tapered, used by jewelers as an 
anvil for forming rings by blows 
with a rawhide mallet. (3) A watch- 





Ring Mandrel 


makers’ lathe of Swiss origin, used 
exclusively for flat facing turning 
such as recesses in watch plates; 
has hand-driven universal face- 
plate, and slide rest; has no facili- 
ties for other work than above 
stated. See LATHE. 

manganese garnet. Spessartite. 

manganese spar. Rhodochrosite. 

manganese silicate. Rhodonite. 
mangelin. A Hindu weight unit, equal 
to 1% ct. 

Manila gum. A fossil resin from the 
Philippines. 

Manila shell. See MACASSAR SHELL, 

mantle. The outermost tissue layer of 
a pelecypod which contains nacre- 
depositing cells. 

manufactured stone. Gemol. Any kind 
of an artificial stone; synthetic, imi- 
tation, etc. 

Maori stone. Nephrite. 

marcasite (mar’cass-ite). Trade term 
for cubic pyrite crystals, mounted 
in groups, cut or uncut, in pins and 
other pieces of jewelry. An iron 
mineral with bright metallic luster, 
its hardness is 6 to 6%, its specifi~ 
gravity 4.9 to 5.2. Source, South 
Tuscany, Italy; cut by semi-auto- 
matic machinery in Turnov, Czecho- 
Slovakia,and the Jura Alps, France. 
Mineralogically speaking, the term 
marcasite is applied to another iron 
sulphide which has the same chemi- 
cal composition as pyrite; resem- 
bles it in color, luster and hard- 
ness; but crystallizes in the orthor- 
hombic system and has fewer speci- 
mens suitable for cutting. 

marekanite. A decomposing perlitic 
obsidian, clear pebbles of which, 
gray, brown, yellow and red in 
color, are found along the banks of 
the Marekanka River in eastern 
Siberia. 

Marfels collection. A collection of an- 
cient watches made by Carl Mar- 
fels, Berlin, and later sold to J. 
Pierpont Morgan, Sr., who be- 
queathed it to the Metropolitan 
Museum of Art, New York. This 
collection is considered by some au- 
thorities to be the finest assemblage 
of ancient watches of rare artistic 
beauty every gathered together. 

margarita. An ancient name for pearl, 
from Latin. 

Margaritifera. A pelecypod genus to 
which the precious pearl-bearing 
oysters belong. 

maria glass. An early name for mica 
and selenite. 

marialite. The sodium end-member of 
the scapolite mineral family. 

mari-diamond. Rock crystal from the 
Indus, in India. 


marine chronometer. A very accurate 
portable timepiece used for naviga- 
tion of ships, for carrying the time 
of a known meridian to use in con- 
nection with local time of the ship’s 
position obtained by observation 
with a sextant. The main charac- 






Marine 
Chronometer 


teristic of marine chronometers is 
their escapements, which are of the 
detent type. See CHRONOMETER; 
DETENT; ESCAPEMENT; NAVIGATION. 

marmalade jar. A small jar usually 
of glass and often with a silver 
cover, used for serving marmalade, 
jam or honey. 

marmalade spoon. 
used for serving 
jam from a jar. 

Marmarosch diamond. Quartz. 

marquetry. Ornamental work made 
by inlaying designs of different 
colors of woods, used for decorating 
clock cases. x 

marquise. A design of setting for 
cluster stone-work in rings, ete., in 
which the stones are set in a pat- 
tern like the outline of a marquise- 
cut diamond. 

marquise cut (mar-keez’). 
gated, doubly- 
pointed variation of 
the brilliant cut, a 
popular diamond 


A small spoon 
marmalade or 


An elon- 


shape. 
marrow spoon. A long 
narrow spoon with 


a scoop on each end, 
designed to remove 
marrow from bones. 
They date back to 
the days of Queen 





Marquise 
Anne. Cut 


Mascot emerald. Trade 
name for an emerald 
triplet, supposedly made from 
genuine beryl. If any of these are 
in the trade, they are very rare; 
quartz is the commn material used 
in emerald triplets. 

masculine. See MALE. 

mask. An ornament in the form of a 
grotesque head or face, often used 
at the lower end or tip of a tankard 
handle or on the side of a punch 
bow] or.loving cup. 


The 28th installment of this jewel- 
ers’ glossary will follow next month. 
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Could this diamond 
emblem help fire 
guns at his enemies? 


Literally, yes. It is believed that in Germany 
today diamonds similar to those in your treasured 
sweetheart symbol are being pried from women’s 
jewelry, pierced by electric-sparking platinum 
needles, made into dies to draw the fine wires 
and electric filaments that are the nervous 


systems of war machines. 


if it is needed, I'll gladly sacrifice mine, 
too. For | must help him every way | can! 


It will help him most there, over your heart, as 
a proud sign of his love and your faith in him. 
For, fortunately, we of the United Nations 
possess almost the world’s entire supply of 
another kind of diamonds to do the hard work 
The jewel diamonds in the pin he gave you and 
others being sold today are helping in the war 


effort another way. 


How can they? I don’t understand! 


Beautiful bright jewel diamonds and ugly eff 
cient little industrial diamonds are found in the 
same mines. And now quantities of the latte: 
are needed — not only the 10% that draw wire, 
but countless others for all the drill cores, saws, 
precision tools that are speeding our war produc- 
tion. Sales of the occasional jewel stones dis- 
covered among them help keep down the cost 


of the industrial diamonds. 


Then gem diamonds, too, 
will still be available? 


Yes, as helpmeets for the approximate 5,000,000 
carats of little industrial stones United States 
war industries will use this year. Unlike most 
luxuries, there are no priorities on gem diamonds 
today. And never was there a time when they 
held such deep messages of love and faith and 


courage close in their bright, imperishable hearts. 


See that your customers understand these points about the 





dual position and meaning of diamonds in the world at war. 
Published in the interests of the jewelers of America by 
De Beers Consolidated Mines, Ltd.,and Associated Companies. 
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HINGS to interest the customer in that “bargain in beauty,’ the amethyst, Febru- 

ary’s birthstone: Source—Chiefly Good Neighbors Brazil and Uruguay. Composi 
tion—Silica (quartz) colored a superb purple or bluish-violet probably by iron in colloidal 
form. Where cut—If a recently mined stone, by the lapidary industries of Rio or New 
York, expanding now that the German cutting centers are eliminated. T'raditions—‘‘The 
Magic and Science of Jewels and Stones,” Putnam, 1922, relates that Egyptian soldiers 
carried the amethyst in battle as a charm against death from the shafts and swords of war, 
that this practice continued through the Middle Ages, and that even during World War | 
many amethysts were worn for the same purpose. Laden with a magician’s assorted 
powers, the amethyst would seem from tradition to give its owner a long and prosperous 
life, filled with everything desirable in mind and soul. How mounted today—For answer, 
the attractive modern designs above, from the studios of Sol P. Kaufman, jewelry stylist, 


562 Fifth Ave., New York. 


58 THE JEWELERS’ CIRCULAR-KEYSTONE 











FOR FEBRUARY, 


1943 


> ha 


eid 
eeitie 


a 


f 








ANNOUNCING UNIT NO. 8 
eepSake ADVERTISING 


& MERCHANDISING PROGRAM 
FOR SPRING 1943 





35 INSERTIONS ¢« 18 MAGAZINES 


3 FULL-PAGE, FULL~COLOR ADVERTISEMENTS 
From Fall 1939 through Spring 1943, 219 Keepsake Advertisements will 
have appeared in 25 different magazines reaching 1,204,000,000 readers. 
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LIFE 

MADEMOISELLE 

GOOD HOUSEKEEPING 
ESQUIRE 

TIME 

CHARM 

GLAMOUR 

MOVIE SHOW 


PHOTOPLAY - 
MOVIE MIRROR 


SCREEN GUIDE 
STARDOM 
SCREENLAND 
SILVER SCREEN 
TRUE CONFESSIONS 
HOLLYWOOD 
ROMANTIC STORY 
MOVIE STORY 
MOTION PICTURE 


















d : ADAIR Set 960.00 
eg, zy “hy Enpogement Ring £50.00 
fi io. Sd 


















i ree 4 
(ota 












E.. .<€ 
am ARS 4 


CREST Set 197.25 
Engagement Ring $7.50 





One of the Full-Page, 
Full Color Advertise- 
ments for Spring 1943. 





Keepsake Diamond Rings A pit Pond Se tar 
2145. Wares %&, Syracuse, N.Y 
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THIS ATTRACTIVE WINDOW DISPLAY 
WITH 4 INTERCHANGEABLE INSERTS 
IS ONE OF THE MANY MERCHANDISING 
HELPS PROVIDED TO AUTHORIZED 


KEEPSAKE JEWELERS 

















No.K 143 


















HIS is a handsome display in 

pleasing colonial motif. Four 
complete changes are provided 
for inserting into the swinging 
panel. 1. Military theme. 2. Anni- 
versary Rings (for the Bride of Yesteryear). 
3. Reproduction of Keepsake full-page 
color advertisement. 4. Invitation to pass- 
ersby to come in for free copy of Keepsake 
Book, “The Etiquette of the Engagement 
and Wedding,” with supplement, ‘’War- 
time Engagements and Weddings.” 





A. H. POND CO.., INC. 


214 S. WARREN ST. SYRACUSE, N. Y. 
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60 Per Cent of Silver Went for War 


Handy & Harman’s annual review of the silver market shows total 
U.S. consumption of 115.000.0000 ounces during 1942; 
silverware and jewelry used considerably less silver than in 1941 


AILURE of the last Congress to pass the Green 
Bill made little actual difference to “non-essential” 
users of silver, because the bill in its final form would 
probably have brought them no relief, Handy & Harman 
stated last month in its review of the silver market dur 
ing 1942. 

One change “that was generally conceded to prevent 
the disposal of Treasury stocks for non-essential uses”’ 
was made in the Green Bill at the hearing Dec. 1 before 
the Senate Banking and Currency Committee, Handy 
& Harman declared. The next day the Committee’s re- 
port was made to the Senate with a recommendation for 
speedy enactment, but on Dec. 7 Senator McCarran 
launched his one-man filibuster that prevented the bill 
from coming before the Senate before Congress ad- 
journed on Dec. 16. 

“Whether some legislation similar to the Green bill 
will be enacted in 1943, whether outright repeal of 
the silver purchase laws will be sought, or whether the 
whole subject will be dropped, is problematical,” the 
report said. 

Cited as straws in the wind, however, were these 
developments : 

Senator McCarran’s addition, in December, to a 
clause in his amendment to the Green Bill to provide 
30,000,000 ounces for civilian industry from stocks ac 
quired by Government agencies other than the Treasury 
Department (presumably, the Metals Reserve Corp.). 

A review of the whole silver-buying program, 
promised for the new Congress by the chairman of the 
House Committee on Coinage, Weights and Measures. 

—Secretary Morgenthau’s reiteration on Dec. 14 that 
all silver legislation “be struck off the books.” 

-A statement Dec. 22 from five silver senators, pro 
posing among other things, the sale for consumptive 
purposes of unpledged bullion at 71.11 cents an ounce 
and the making available to industry of foreign and 
domestic silver at their respective current market prices 
if such silver is not needed in the war effort. 

Meanwhile, Handy & Harman pointed out, non- 
essential users of silver were compelled to confine their 
buying to domestic silver, of which the supplies at the 
end of 1942 were insufficient for their needs. “Foreign 


62 


silver, which would have made a welcome supplement. 
was debarred from non-essential use by a WPB order, 
and all amounts of current production in excess of pri- 
ority orders were being accumulated by the Metals Re- 
serve Corp. in expectation of an enlarged war demand.” 

The 40-page review of the market contained consid 
erable evidence that jewelry, watch case, watch attach- 
ment, silverware and other manufacturers of “non- 
essential” articles were being made to suffer from an 
artificial shortage of the white metal, and that war needs 
are not so acute that civilian industries should perish 
for want of silver. 

For one thing, when in September the WPB made 
allotments to dispose of 5,000,000 ounces of the Trea 
sury’s “‘silver ordinary,” the qualified manufacturers to 
whom it was assigned bought only about 1,000,000 
ounces. 

For another, ‘the inflow of newly-mined foreign sil 
ver continued to exceed the demand covered by pri 
ority orders, and as a result arrangements were com 
pleted whereby the Metals Reserve Corp. acquired at 
k5 cents per ounce such excess amounts of newly-mined 
foreign silver as (war) manufacturers were unable to 
consume. Purchases of newly-mined foreign silver by 
the Metals Reserve Corp. continued throughout No- 
vember and December.” 

Not severely hit by the various WPB and OPA re 
strictions on silver and the Treasury’s inability under 
present law to sell from its vast pile, the review said, 
are large manufacturers of sterling and plated silver- 
ware, who because of the nature of their equipment and 
the capacity of their plants, had generally been able 
to adapt their operations, at least in part, to war work. 
Those remaining as non-essential users of silver were 
mostly small businesses, with light machinery and hand 
labor. “Such businesses were difficult to convert to the 
manufacture of needed products. Sometimes their very 
smallness interfered; more often their type of equip- 
ment was unsuitable or their hand labor unusable; and 
frequently the profits from such priority orders as 
could be produced were insufficient to keep a business 
from losing money without being supplemented by 
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profits from carrying on at least some of its customary 
non-essential work.” 

The review stated at the outset that the story of sil- 
ver for 1942 must necessarily be incomplete, because of 
the uncertainty of communications, censorship and a 
scarcity of information from abroad. At home, it said, 
the transition of silver from civilian life to active ser- 
vice in America’s war effort was the one outstanding 
feature. 

Production estimates for 1942, given only for the 
Western Hemisphere, totaled 183,600,000 ounces—less 
by 18,300,000 ounces than for 1941, chiefly caused by 
a drop of 15,000,000 ounces in U. S. output. The 1942 
production was analyzed as follows: U. S., 54,000,000 
ounces; Canada, 22,300,000 ounces; Mexico, 74,000,000 
ounces; Central America and the West Indies, 4,300,000 
ounces; and South Ameriea, 29,000,000 ounces. 

Consumption by the arts and industries during the 
same year was estimated at 115,000,000 in the U. S. 
and 4,000,000 ounces in Canada, an increase of nearly 
50 per cent over the 80,000,000 ounces consumed in the 
two countries in 1941, and about four times the yearly 
average of 29,000,000 ounces used during the ten-year 
period between 1931 and 1940. 

“Nearly 60 per cent of the amount of silver consumed 
in the United States during 1942 is estimated to have 
gone into war production, or into uses classified by the 
War Production Board as essential and thus covered 
by priority ratings,” the report said.. “This silver 
was used mostly in the production of photographic film, 


airplane engine bearings, solders and brazing alloys, 


electrical contacts, insignia, silver-plated eating utensils 
for the Army and Navy, and chemical equipment.  Sil- 


ver has also been used in the making of pharmaceutical 
products, surgical supplies, and dental alloys, but in 
smaller quantities than for the purposes first mentioned. 

“Silver brazing alloys and electrical contacts made 
of silver have had the most widely diversified use in 
war production. Such brazing alloys have been em- 
ploved for making joints in ships’ piping, and in the 
manufacture of equipment such as electric motors, 
generators, transformers, turbines and airplane, tank, 
and marine engines, field kitchens, radiators, heaters, 
and various instruments. In general, it can be said that 
silver is finding an important place in the production 
of every airplane, battleship, submarine, cargo vessel, 
or tank, and in many guns, bombs, torpedoes, shells, and 
vital parts of other weapons. 

“All war and other essential needs for silver in the 
United States were satisfied during 1942, but there 
were insufficient supplies from current production 
(domestic as well as foreign) to fill more than a small 
part of the heavy civilian demand for silverware and 
jewelry. These lines were sharply restricted, and con 
sumed less silver in the past year than in 1941.” 

Handy & Harman estimated the Treasury's year-end 
silver holdings as 3.342,600,000 ounces, 60,000,000 
more than 12 months earlier and thus representing 
slight progress toward the goal set by the Silver 
Purchase Act that “one-fourth of the total monetary 
value of the gold and silver stocks shall be silver.” The 


proportion of silver at Dec. 31, 1942, was 16 per cent. 
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an advance of 3.10 of 1 per cent since Dec. 31, 1941. 

The report also contains an exhaustive and masterly 
review of the domestic silver developments during the 
past year, most of which were reported as they hap 
pened in the columns of JC-K. 








Indian Precious Stones. L.A.N. Iyer, Bul. No. 6, Geological Survey 
of India, Calcutta and Delhi, 1942; price 1s 6d (54 pages). 


EPORTS concerning the gem stones of a single 
large geographic unit are of great value to the 
precious stone trade, the classic example being the late 
Dr. George F. Kunz’s “Gems and Precious Stones of 
North America,” published in 1890. Compared to that 
exhaustive tome, this 54-page bulletin on Indian preci- 


| cious stones, while a brief, is also a most useful work. 


The followers of Alexander the Great first ac 
quainted us with the gem stones of the Indian Penin 
sula. Four hundred years later, Pliny the Elder en 
thuses over India’s wealth of precious stones—TIndia, in 
his opinion at least, producing even the opal, “thus 
completing her glory as being the producer of the most 
costly gems.”’ I. H. van Linschoten followed in another 
1500 years, adding to our knowledge, and in the middle 
of the 17th century, Jean Baptiste Tavernier, the 
greatest gem merchant of all time, describes with many 
an entrancing detail the riches of India, then the lead 
ing producer of precious stones of the world. It may 
come with somewhat of a shock, therefore, that while, 
like our own country, India, Burma and Ceylon pro 
duce many different gem stones, India’s present rate of 
production is not much greater than that of our own 
country. 

This bulletin the author evidently intends to be a 
small textbook of gemology, for he describes a number 
of stones not reported by him to exist in India. 

The diamond deposits of India, while scattered over 
a very large area, are now insignificant factors in the 
world market, production being less than 2000 carats 
a year, or about one-five-thousandth of present day pro 
duction. The primitive mining methods, however, are 
interesting and the larger stones found still become 
automatically the property of the Durbar. 

Ruby mining in the Mogok Stone Tract, Burma, is 
described in more detail; it can well be understood why 
the Burma Ruby Mines Co., Ltd., folded up, when it 
is known that its average yearly gross during its 40 
year life was but a little over $300,000. The present 
methods by which the native tributor carries on his 
mining are described in an interesting way, as are the 
complicated steps in marketing the stones, so dear to 
the Far Easterner. The ancient method of silent bid 


ding, using the fingers to indicate units of value, still 


| prevails. 


Sapphire mining in Burma, Ceylon and Kashmir are 
next described. Unlike the ruby, which is derived from 
a metamorphic limestone, the Burmese sapphires origi 
nate from a felspathic igneous rock. The writer men 
tions a Ceylonese sapphire weighing 42 pounds, which 
was sent to England for cutting. Kashmir, of course. 
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produces magnificent stones and luckily the occurrences 
are by no means exhausted. 

Spinel, chrysoberyl, beryl, topaz and garnet are next 
touched on, then tourmaline, zircon, peridot, jade and the 
less important gem stones. The jade section is in more 
detail than most of the other descriptions. 

The last four pages are devoted to a valuable bibli- 
ography of Indian gem occurrenees, some 60 articles 
being cited. 

There are a number of typographical errors and some 
misstatement of facts in the bulletin, but its publica- 
tion will be of great value to the gem merchant and the 
gem lover.—Sypnery H. Batu. 


SERVICE DEPARTMENT BUILDS VOLUME 


(From Page 45) 


The same high standards apply to the repair of sil- 
verware, jewelry and other items, which, as well as 
watches and clocks, are all serviced by Hall’s. 

Customers are always told in advance exactly what 
the job will cost—the article being carefully examined 
first, of course. Then, once this quotation is given, it 
is adhered to, no matter what happens. 
at Hall’s ever experiences the unpleasant surprise of 
receiving a bill that is higher than he had expected. All 
work is fully guaranteed with no qualifications. The 


No customer 


firm goes the limit to satisfy the customer, even if he 
They find that very few people try 
to take unfair advantage of them and the small losses 
they may occasionally incur by their liberal attitude 
are far more than offset by the good will engendered 
by the policy of cheerful unquestioning adjustments 


is unreasonable. 


whenever any question arises. 

As to promotion of the department, newspaper ads 
(usually two-columns by eight inches) are used con- 
sistently. A few samples are reproduced here. Note 
that they stress workmanship, quality, and the need 
for periodic service, and do not discuss price. Also, the 
promotion of the service department is not handled as 
an incidental part of the general merchandise ads, but 
in separate advertisements all its own. 

The advertisements are run on a flexible schedule, 
their frequency being adjusted to the current situation 
in the shop. When the department is busy, the ads ap- 
pear less frequently—when it is in a position to give 
quick service, the schedule is stepped up. Usually the 
heaviest campaign is used during the late winter and in 
the summer which is normally the quiet season. At 
other times the normal flow of business keeps the shop 
well filled, and its advertising is cut down to one inser- 
tion a week or less. 

Formerly, smaller space was used on a more frequent 
schedule, but experience has shown that the larger ads, 
even though less frequent, produce better results per 
dollar expended. 

Summing up, the Hall Service Department produces 
a direct profit, brings in new customers, and builds pres- 
tige. It is helping to carry the store through the pres- 
ent emergency, and at the same time is creating a 
clientele of potential customers against the day when 
making sales will again be a major problem. 
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Successful Novelty Jewelry Store 
in New York City 


100% location. Well established, 


excellent trade, produces substan- PRECIOUS AND SEMI-PRECIOUS STONES 
tial income. Will sell with or with- distinctively mounted in 14 Kt. gold . . . RINGS, 
CLIPS, PINS and EARRINGS .. . ultra-smart jewelry, 


out stock. Big opportunity for styled right in the modern trend . . . individually de- 





alert merchant. Full details to signed to appeal to your fastidious trade. 
principals only. No agents, no We specialize in solid gold jewelry with genuine colored 
: stones . . . Topaz, Aquamarine, Amethyst, Star-Sapphire, 
auctioneers. Star-Ruby, Emerald, etc. . . . we also have on hand the 
most complete stock in the West of loose precious and 


semi-precious stones. 


— ‘cv ™ IMMEDIATE DELIVERY 
W rite Box e Y-3080 ¥ Write for complete information 


| Jewelers’ Circular-Keystone Jean Ritz- Woller Company 


le IMPORTERS OF PRECIOUS AND SEMI-PRECIOUS STONES 
100 East 42nd St., New York City CREATORS OF DISTINCTIVE JEWELRY 


220 W. Fifth St. Los Angeles, Calif. 
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Genuine “Trublak”’ 


(TRADE MARK) 


BLACK 
ONYX 


RINGSTONES 


ANY SIZE + ANY SHAPE 
ANY QUANTITY* 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permanently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. I. 


“Minimum quantity required per size 
and shape ... 300 pieces. 


NO JOBBING ...NO RECUTTING 











JEWELERS PUT THEIR HEADS TOGETHER 


(From page 51) 


other stores, and at 50 cents retail. 

Stretching existing stocks of hard-to-replace goods 
with monthly sales quotas simply doesn’t work, said 
the majority of retailers, because “if the public has a 
hint you are holding out on them, they resent it very 
much.” However, one declared that for some time he 
had been reserving the better watches and silver for old 
customers and did not show this top-grade merchandise 
in his windows; this, he said, was a bad policy, but the 
lesser of two evils. Several jewelers admitted that they 


might soon be forced to self-ration their sales. 


FAVOR SHORTER HOURS 


To conserve inventories, California jewelers favor 
closing one day a week and reducing the number of 
hours per day that the stores are open. Seventy-five 
per cent favored staying closed one day each week in 
addition to Sunday, with Monday receiving twice as 
many votes as any other week-day for the shut-down. 
Wednesday and Saturday were runners-up, with half 
as many votes each and Thursday was only a few votes 
behind. Friday got just one vote as the best week-day 
for proprietors and staffs to stay home. 

A “Yes” vote of 90 per cent was given to the mat- 
ter of shorter store hours each day the store is open. 
Half of those who took part in the survey favored open- 
ing at 9 o’clock in the morning, and closing at various 
hours between 2 and 6 in the afternoon, principally 
some time between 4 and 5 o'clock. Others thought it 
best to open at 10 o'clock in the morning, and close at 
6 in the afternoon. A small percent preferred the idea 
of opening at noon and closing at 6 o'clock. 


MORE CASH SALES 


That Regulation W in addition to shortage of mer- 
chandise and increase in cash customers has _ very 
greatly changed the average store’s volume of cash and 


5, 


credit sales, is shown by the answers to question 1 
which indicate that jewelry sales are now divided as 
follows: Cash, 68.2 per cent; credit, 31.8 per cent. 

Replies to question 16 show that should conditions 
become tighter, the majority of the stores feel they 
can improve their condition by going on a cash basis 
100 per cent. 

Fifty per cent of California jewelers replying, have 
short term leases or are renting on a monthly basis, 
while 42 per cent are under long term leases and eight 


‘per cent own their own buildings. Aside from a pretty 


general feeling that landlords are tough customers, few 
jewelers had any suggestions to make in regard to 
what rental adjustments can be made should conditions 
become tighter, and indications are that this is clearly 
the province for Federal regulation or adjustment. 
All in all, the state survey showed that jewelers are 
(1) aware of fundamental changes already produced by 
the war, (2) realize that still more acute conditions 
must be faced soon, (3) are ready to alter their ways 
of thinking and selling for the duration—and will be 
ready, nearly to the man, to stand up and be counted 
when the war’s over and the lights come on again. 
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MEYER D. ROTHSCHILD, VETERAN LEADER 
OF JEWELRY INDUSTRY, DIES AT 84 


Meyer D. Rothschild, nationally respected as senior 
leader of the jewelry industry, for a quarter of a 
century president of the American Jewelers’ Protective 
Association, and founder and chairman of the board of 
the American Gem & Pearl Co., died Jan. 30 at his New 
York residence, after an illness of three months. He 
was in his 85th year. 

Only three days before his death, the annual meeting 
of the Protective Association heard Vice-President Lee 
Reichman read a letter from Mr. Rothschild asking to be 
relieved of the presidency. The association acceded to 
his request, and created the office of honorary president, 
to which Mr. Rothschild was elected. 

It was as a lad of 14 that Mr. Rothschild began his 
remarkable connection with the jewelry trades, joining 
the employ of L. & M. Kahn, which at that time im- 
ported watches and colored stones as well as diamonds. 
Seven years later he obtained a partnership in the firm’s 
stone branch, which he bought in 1887. About this time 
he published his well-known “Handbook of Precious 
Stones.” 

Mr. Rothschild continued this business until 1895, 
when he retired for eight years, then forming the 
American Gem & Pearl Co., major importers of precious 
stones. He headed that corporation until 1920, when he 


The late Meyer D. Roths- 
child, “elder statesman" of 
the American jewelry in- 
dustry, who died Jan. 30 
after 71 years of activity 
and leadership in the trade. 





retired, but without financial interest or active partici- 
pation remained as chairman of its board of directors 
until his death. 

Up to the very last, Mr. Rothschild gave unsparingly 
of his energies and talents, for the welfare and better 
ment of his industry. He headed the National Jewelers 
Board of Trade in 1911 and 1912. 

Year before World War I, he was chairman of a com- 
mittee that fixed the carat weight at 200 milligrams. 

One after another of the trade’s interests during the 
first world war were successfully championed by Mr. 
Rothschild. For instance, jewelers were saved more 
than $50,000 a year when he obtained Treasury and 
Post Office permission to import precious stones and 
pearls in sealed mail packages. 

In 17 he aided the orderly importation of cut and 
rough stones, pearls and the platinum metals as vice- 
chairman of the War Trade Board’s diamond commit- 
tee, and served the Board as a dollar-a-year assistant 
and adviser for the period of the war. 

A tax expert, he wrote primers for the trade, explain- 
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Wadsworth Cases 


The precision styling. the famous durabil- 
ity of Wadsworth wateh cases have the 
unqualified endorsement of those who 
appreciate supreme craftsmanship. Profit 
by this demand for Quality. Today more 
than ever before ... Watches in Wads- 
worth Cases mean more Sales Appeal . . - 
mean more Sales for YOU. 
Offices 
New York, 630 Fifth Ave. 
Chicago, 35 East Wacker Drive 


Wadsworth 


THE WADSWORTH WATCH CASE CO., INC. DAYTON, KENTUCKY 
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supply whatever possible. 


The prices on all 


Because of conditions over which we have no 
control we cannot guarantee delivery of Alton 
Watches. However, all Alton watch orders 
will receive our best attention, 





and we will 


W. & G. DIAMOND RINGS AND SETS 


are the same as in 1941—no raise in prices. 


Matched set in 14K. yellow gold 
Solitaire has two side diamonds and 
25 Carat center diamond. Wedding 
ring has five fine diamonds. 
Grade Grade 
A AA 
0858—Set—Retail .$197.50 $218.25 


Keystone Price..... 158.00 174.50 
D859—Solitaire— 

Retail oocccces 088.75 676.50 
Keystone Price . 123.00 139.50 
0860—Wedding Rin 

—Retail Leesa aw 45.00 
Keystone price..... .... 36.00 


Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
.10 Carat center diamond. Wedding 
ring has three fine diamonds 


Grade Grade 

A AA 
D0843—Set—Retail ..$81.25 $91.25 
Keystone Price ...... 65.00 73.00 


D844—Solitaire— 

SE ae te ips be 60 53.25 63.25 
Keystone Price ...... 42.50 50.50 
D845—Wedding Ring 

—Retail .......... oe 29.50 
Keystone Price ...... on 23.50 





Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
15 Carat center diamond. Wedding 
ring has five fine diamonds. 


at Grade 
0870—Set—Retail .$131.25 $146.25 
05.00 


Keystone Price .... 1 117.00 
D871—Solitaire— 

| RE 87.50 102.50 
Keystone Price .... 70.00 82.00 
0872—Wedding Ring 

—Retail ........ hein 45.00 
Keystone Price ... —— 36.00 





Matched set in 14K. yellow gold. 
Solitaire has .05 Carat center dis- 
mond. Wedding ring has three fine 
diamonds 





Grade — 
D879—Set—Retail ..$59.50 $64.50 
Keystone Price ..... 47.50 51.50 
D aire— 

SEE sicind-b oi.0 bbe 31.25 36.25 
Keystone Price .. 25.00 29.00 
88i—Wedding Ring— 

. cxiexeee er | 
Keystone Price ...... .... 23.50 


SEND FOR THE W & G DIAMOND CATALOGUE. 


Weksler & Goodman. 


Distributors of Keystone, Star, Belove. an} 


Ine 
. 


I.D. Watch Cases 


+ South 
Wabash Ave. 
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ing the Federal sales tax acts of 1917 and 1918, and in 
1918 was elected chairman of both the Jewelers’ War 
Revenue Tax Committee and the special Platinum Com- 
mittee of the Jewelers Vigilance Committee. 

But it was as vice-president and then president of the 
American Jewelers’ Protective Association that Mr. 
Rothschild had—since 1917—been best known, leading 
the association’s fight to control the unlawful and unfair 
importation of gemstones. The historic Nassak dia- 
mond case (1927-29) established the principle that 
there was nothing “artistic’’ about the cutting of precious 
stones and that, therefore, unmounted stones, whatever 
their age, are dutiable. 

Gem smuggling was reduced from huge proportions 
to an unimportant trickle through a change in the tariff 
schedule brought about in 1930 by a special committee 
headed by Mr. Rothschild. By reducing the duty on cut 
precious stones and pearls from 20 per cent to 10 per 
cent and the transference of rough stones from 10 
per cent to the free list, most of the inducement to 
smuggle was eliminated. 

In spite of his advanced years, Mr. Rothschild con- 
tinued active, arguing, for instance, at Washington in 
1941 in favor of a turn-over tax on all transactions, as 
an alternative to excise taxes on certain commodities. 
This plan received serious consideration at the time. 
Among trade organizations where his advice was felt 
were the Jewelers Vigilance Committee, of which he was 
a charter member; the Jewelers’ Security Alliance, of 
which he was a member of the executive committee, and 
the Jewelry Industry Publicity Board. 

The funeral services were held Monday morning, 
Feb. 1, at the Society of Ethical Culture, of which he 
was a trustee. Besides his widow, Edith L. Rothschild, 
he leaves a son, Joseph M. Rothschild, a daughter, Mrs. 
Margaret R. Katzenstein, and three sisters. John R. 
Hackes, his nephew, is president of the American Gem 
& Pearl Co. 

An “elder statesman’ whose counsel and constructive 
leadership were sought until the last, Mr. Rothschild is 
mourned throughout every department of the jewelry 
industry. But, in a real sense, the trade and its organ- 
izations sorrow not for Mr. Rothschild but instead for 
themselves, henceforth to be deprived of Mr. Roths- 
child’s guiding hard. 


ASPECTS OF THE VICTORY TAX 
(From Page 52) 


social security and wage and hour laws will be adequate 
to meet the needs of the victory tax. A column for the 
victory tax deduction should be provided for in the pay- 
roll book, in the employees’ atcounts and in the cash 
disbursements book. An account entitled “Victory Tax 
Payable” should be opened in the general ledger. This 
account will be credited with all victory tax withheld 
The balance 
should represent victory tax collected but not yet paid 
and should be in agreement with the aggregate of the 


and charged with victory tax payments. 


unpaid victory tax columns in the employees’ accounts. 
Regular payroll period receipts and payroll checks 
should show the victory tax deduction. 

Editor’s: Note: The information contained in the fore- 
going was compiled from an article prepared by Sidney 
B. Kahn, C.P.A., of Sidney B. Kahn & Co., New York. 
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WHERE COMPETITION LEAVES OFF 


(From page 84) 


way. Only a few dinner sets are carried as such, and 
these predominantly for customers who state that they 
have only so much to spend. Otherwise, 20 excellent 
open stock patterns, all carefully chosen, make up the 
stock. 

“We make our displays and stock layout specifically 
to appeal to women,” Mr. Strickler said, ‘and by keep 
ing after them, have changed our traffic to the point 
that three women come in for every man. Women re- 
spond to handsome china and will talk about it; there 
fore the whole job is selling women on the glamor in 
volved. Fine British china is therefore, an important 
element in this department. We have women come from 
25 to 50 miles in order to buy from us.” 

Promotion includes four regular sale features a year, 
during which favored patterns are featured, and adver- 
tised in several local newspapers, in the store windows, 
and by direct mail. A “China Week” of this kind is 
invaluable because it appeals to the shopping instinct 
and brings in new prospects to become familiar with the 
stock. Store display tables are laid out for the same 
reason—two completely set tables being used every day, 
but with each place setting made up of a different pat- 
tern in order to show the widest possible selection. This 
also eliminates the stiffness of formal settings, and en- 
courages the prospect to handle the china. During the 
periodic sales-drives, Mr. Strickler uses as many as 
six tables set in this manner, and encourages his cus- 
tomers to “browse” through all of them. The result has 


been a tremendous amount of gift sales as marriages in- 
crease, as well as purchases from women who want the 
china for their own shelves. 

Most important feature of the glamorizing program 
has been the large glassware display room which Mr. 
Strickler constructed along a narrow hallway leading to 
the optical department at the rear. Here on white shelv- 
ing against a mirror background are shown 20 patterns 
of fine crystal up to $40 a dozen, sparkling under direct 
incandescent light. Complete replacement stock is 
carried in a row of cabinets at the bottom of the 20-foot 
fixture (which, incidentally, Mr. Strickler built himself 
at a cost of $100 as against $300 or more for a manu 
factured type). 

Customers in this room are encouraged to look as they 
please, without a clerk at their elbows. There is seldom 
an hour in the store when several women aren't en- 
thusiastically examining the glassware. “Our gift trade 
is concentrated here,’ Mr. Strickler said. “The cus 
tomer buying for herself usually wants both china and 
glass, but where gifts are concerned, we've found that 
the glassware section leads. Since it is difficult at times 
to fill in our china stock, the trend to fine glass which 
is readily replaceable is highly satisfactory to us. That's 
the real purpose of the Glass Room—to make stemware 
as glamorous for gift purposes as dramatic lighting and 
display can make it.” He invites college and high school 
girls to visit the store to study china and glass, to pick 
patterns for themselves, and to gain an appreciation 
for it. 


Every bride-to-be whose name appears in newspapers 








CONTINUES TO SERVE 


As always, the ALLEN CATALOGUE continues to be 
the jewelers’ most dependable listing of merchandise 
from which jewelry store items may be selected. 





While some of the items shown in our latest cata- 
logue are no longer available and some are limited in 
quantity, many items shown are in stock for imme- 
diate shipment. 


Our experience during recent weeks demonstrates 
that we have been able to fill orders from this cata- 
logue to the satisfaction of jewelers in a majority 
of cases. 


Many new articles appropriate for jewelry stores are 
constantly being added to our stock and we invite 
your inquiries for any merchandise needed. 


SERVING JEWELERS FOR NEARLY 80 YEARS 


BENJ. ALLEN & CO., INC. 


SILVERSMITHS BLDG. 








10 SO. WABASH AVE. CHICAGO, ILL. 
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BONDS 
AND 
STAMPS 


BENEDICT 


EAST SYRACUSE, 


but NOT Forgotten! 


Today our production facilities are 
dedicated to the full-time task of working 
for Uncle Sam’s war needs. When peace 
is won—and only then—will Benedict be 
able once again to take its place as manu- 
facturers of the finest Silver Plated 
Hollow-ware, and to supply you with the 
products of our craftsmanship. 


But towards the day when Victory 
comes, our designers are producing fine 
new styles for Hollow-ware—designs that 
are startling in their beauty and origi- 
nality. For more than a year our repre- 
sentatives have been asking jewelers 
what they want most from us for the 
future .. . their reports form the basis 
of our new designs. So we’ll be ready 
with bigger and better Hollow-ware than 
ever for you when the time comes. 


MFG. CO. 
NEW YORK 













receives congratulations and an _ invitation to visit 
Strickler’s. When banquets are served in Salina honor- 
ing famed visitors, Strickler’s supplies the china. 

Newspaper ads carry complete information on the 
background of a pattern. The store registers 250 or 
more patterns a year for brides. Thus, china and glass- 
ware are major business with this Kansas store. 


A WAR WINDOW ALL THE TIME 


(From page 47) 


store has on hand. This will no doubt cover gift sugges 
tions for service men and women. The war has brought 
a greater interest in the home and its decoration which 
may be reflected in your displays, particularly if you 
have any merchandise which is adapted to war time liv 
ing—accessories of informal entertaining, games for 
long evenings at home, and similar items. 

The third sketch illustrates a display of gifts for 
service people. An enlarged gift tag is attached to the 
background with the copy “Gifts for Service Men and 
Women.” Red, white and blue streamers extend from 
the bow on the tag to four groupings of merchandise, 
each bearing a small tag with the wordings—‘‘For a 
WAVE,” “For a WAAC,” “For a Soldier,’ ‘For a 
Sailor.” A strip of red, white and blue striped cloth or 
paper is stretched across the upper part of the back 
ground of the window. Elevations on the floor are 
covered with the same materials. Tops of the elevations 
and two flat discs are covered in solid red or blue. 

In purchasing fixtures for this year’s windows, we 
will find a considerable change in such items available. 
But clever substitutes are finding their way to the dis 
play market. It will be well, however, to take especially 
good care of such fixtures as we have on hand and refur- 
bish and repair all partly damaged props. Check over 
your display stock for such items and for old metal 
fixtures which have outlived their usefulness in your 
windows, but which would look handsome on_ the 


scrap pile! 


FRENCH AFRICAN DIAMONDS LOST TO NAZIS 

Alignment of French West Africa with the United 
Nations will deprive the Axis of a considerable quantity 
of war-important diamonds. 

The Office of War Information last month pointed 
out that these French colonies produce about 75,000 
carats of diamonds a year, most of which, needless to 
say, formerly went into cutting tools for Germany's 
war factories. 

It is believed that Germany's supply of industrial 
diamonds now is limited to seepage from Brazil and 
Venezuela, and that Germany is augmenting this supply 
by putting gem diamonds to industrial use. 


Here’s An Ipea that’s good public relations and 
that’s good for publicity in your local press. Dress up 
a barrel in flag colors and invite the public to deposit 
therein slightly used playing cards for the men in 
service. Of course, many people will buy new decks 
from you for this purpose. Others who give away their 
cards, will need new ones. In any case, you benefit 
from sale of playing cards and the publicity. 
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LONDON NEW YORK 


S. J. SHRUBSOLE 


Antique English Silver 


19-21 W. 57TH ST., NEW YORK PLAZA 3-8066 








| Antique silver epergne, London 1819 by R. Hennell; interchange- 


able glass dishes and candleholders. 
Specialising in 
Antique silver and old Sheffield tea and coffee sets 


Trade onlp 
One of the Largest Wholesale Collections in America 
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PAUL V. EISNER & CO. 


Importers and Distributors of Watches 


Announc e 


THEIR REMOVAL TO LARGER 


QUARTERS ON THE 1!7th FLOOR 


at 


580 FIFTH AVENUE 


NEW YORK 


On or About February |5th 


and the 


APPOINTMENT 
of 


Mr. MAX TEMPLEHOFF 


as 


SALES MANAGER 
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No matter what your daily tasks may 
happen to be, make sure, when you take 
stock of yourself at the end of the day, 
you've done something useful toward the 





War effort. With everyone pitch- 
ing in, making every move 
count, Victory will be ours so 
much sooner. 


VICTORY 


Member American Gem Society 
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IDEAS... 





HATEVER social season there can be in a war 

society is under way right now and will keep going 
at peak until Lent. Now is the time, then, for the 
jeweler to pitch in and put over the idea that his 
glamorous accessories are morale makers. One way to 
do it is to arrange a window or series of windows 
around the theme “Coming Events Cast Their Sparkle” 


with your best costume pieces and sprinkle tickets to 


your community’s events that “rate” here, there and 
everywhere as well as posters, musical instruments or 
whatever will symbolize the event. You will want to 
show, for example, jewels for the Officer’s Dance, for 
a musical recital, an important lecture, a play opening, 
and the like. 


* * # 
DO YOU MAKE It a point to explain the necessity for 

knowing the facts about the merchandise to the new 

employee? It’s a good practice! 

* * * 


THE CAMPUS CUTIES have launched another fashion— 


|the new gagaroo is to bend a sterling silver teaspoon 


around the wrist and presto there’s a bracelet. If your 


| daughter hasn’t already got her friends started, why 


don’t you drop a hint? 
* * * 

SPEAKING OF UTILITY PIECES that become jewelry, some 
New York shops are converting unusual buttons into 
unique earrings. Buttons, ef course, have of late become 
collectors’ items and so the earrings are all the more 
precious. Still another class of buttons-into-earrings 
has become important—many a serviceman achieves uni- 


_ form buttons for a relative or friend and they, in turn, 


convert them into earrings. Bloomingdale’s recently 
came out with a large ad offering earrings of pearl and 
gold filigree, French enamels, cut steel, faceted jets. 
porcelains, architectural pieces in gold finish, etc., at 
$4.98. There’s a New York shop catering to the car- 
riage trade and a small, middle-class jeweler also con 
verting buttons-into-earrings in New York City. 
* * * 

IN ORDER TO STIMULATE interest in your other-than 
jewelry items, have you set up a section for “Invest 
ments in Living?’ Include therein shining crystal 


| lamps, gleaming dishes, ash trays, vases, silver and 





wood items, etc. . ie 


HERE'S AN IDEA for a window prop that can serve you 
year-in-and-year-out once you make the initial invest- 
ment which isn’t much and there’s practically no upkeep. 
Construct a jumbo specimen for each month of the 
flower-of-the-month in the colored velvet of its dominant 
color. Pin thereon your pieces of that color and you 
have a compelling decoration that will cause resultful 
chatter. February’s flower is primrose, March’s the 
violet, April’s the daisy and May’s lily-of-the-valley. 

* * # 

WHEN YOUR EMPLOYEES show color, do they say, 
“They're wearing this,” or “This is smart,” or “It’s a 
nice color’? It’s a good practice to get them to say 
instead, “This flatters your eyes or complexion,” and 
“This is a distinguished tone,” and “This color en- 
sembles with several others.” 
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& [© the jeweler... 


“4 
For more than half a century the name of the 


RUECKERT MANUFACTURING COMPANY has been associated with jewelry 
cases and displays of outstanding design and competent workmanship 

To-day, however, war work comes first. We are using our experi- 
ence and skill in case manufacturing to make cases that protect sensitive 
timing and measuring instruments which play such an important part in 
our all out road to VICTORY. 

We take this opportunity to thank our many friends in the 
jewelry trade for their past favors and courtesies. Although our stock line 
of cases and trays for 1943 will be limited, we will fill your requirements to 
the best of our ability. 
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DO YOU FIND IT DIFFICULT TO STAY IN BUSINESS? 
DO YOU WISH TO SELL OUT? 


We are prepared to buy any stock of jewelry and its kindred 
lines, or any jewelry store, no matter how small or how large, or 


wherever it may be. 
AND 


Because of the demand and inability to obtain as much desir- 
able merchandise as we may need, we will pay the highest spot 
cash prices for jewelry stocks or complete stores. 


WRITE — WIRE — OR PHONE MEMPHIS 5-6711 


PEREL & LOWENSTEIN 


ONE OF AMERICA'S GREATEST JEWELERS 
144 So. MAIN ST. MEMPHIS, TENN. 


\ FOR REFERENCE — ASK YOUR OWN BANK 


FOR FEBRUARY, 1943 
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* The first Waterproof Watch of its 
kind presented in this country, the 
Racine Waterproof has maintained 
its standards of consistent, trust- 
worthy performance. 


* Equipped with fine 15 Jewel Gallet 
Movements Featuring NIVAROX 
Hair Springs and GLACIDUR metal 
Balances the movement is NON- 
MAGNETIC, the Staybrite Steel 
Case is stainless and non-corrosive. 





IMPORTANT 


Because of difficulties beyond our con- 
trol it is impossible to keep our stocks 
abreast of the demand for Racine 
Watches ... We hope that dealers will 
understand our situation and look for- 
ward to the time when more normal con- 
ditions will permit our usual service to 
our regular customers .. . 











JULES RACINE & CO. 


20 West 47th Street e New York City 
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PALLADIUM 100 TIMES RARER THAN GOLD 

The increasing attention being given by manufactur 
ing jewelers to jewelry palladium as the result of war- 
time developments will be further stimulated by broad- 
ening the educational campaign in behalf of this sister 
metal of platinum, according to Charles Engelhard, 
president of Baker & Co., Inc., of Newark, N. J., the 
world’s largest refiners of the platinum metals. 

Pointing out that palladium is 100 times rarer than 
gold, Dr. Engelhard continued: “Palladium has been the 
Cinderella of the platinum metals group, having been 
overshadowed by its older sister, platinum, in the de- 
signing and making of fine jewelry. For upwards of 
ten vears it has enjoyed an increasing acceptance among 
the manufacturers of gold jewelry in two-tone effects 
with yellow gold and in mountings for diamonds and 
other precious stones. Now it is coming into its own as 
a white precious metal with excellent fabricating quali- 
ties and with beauty and intrinsic worth. ‘To improve 
its ease of fabrication, pure palladium has been alloyed 
with other precious metals as a distinctive jewelry pal 
ladium. 

“Palladium was not discovered as a separate metal 
until 1803 when the English scientist, Wollaston, isolated 
it from the other platinum group metals and described 
its special characteristics. He named it after a new star 
which the astronomers had discovered in the firmament 
that vear and had named in honor of the Greek goddess. 
Pallas Athene. It was a happy selection since the pal 
ladium, or image of the goddess, came to be accepted by 
the Greeks as the token of good fortune and happiness. 
Thus this white precious metal has a history with a sen 
timental appeal for rings and other jewelry.” 


ANTIQUE JEWELRY AS SIDELINE 

Although not every jewelry store is set up to make 
a success of this sideline, the specialized field of jewelry 
antiques can show a handsome profit with a minimum 
amount of promotional expense and display space, ac 
cording to Leo Vogt, president of Hess-Culbertson 
Jewelry Co., St. Louis. 

Hess-Culbertson has been steadily building its an- 
tique jewelry volume since 1935 by devoting the short 
end of a rectangular four-case display “‘island’’ to 
antique jewelry purchased from customers, estates, on 
the open market, and even from antique dealers. A 
volume of approximately $1,000 a month has been rolled 
up to date, and has created a long list of regular store 
customers who ask to be notified whenever specific types 
of antique jewelry can be obtained. 

Basic requirement of making a success of this field, 
according to Mr. Vogt, is care in buying, and mainte- 
nance of moderate prices. “People in the lush days 
before the war were accustomed to spending large 
amounts for antiques, and expected to be ‘robbed’,’” he 
pointed out. “But to continue success with antique 
jewelry, it is necessary for the store to observe only 
standard profits, and try for repeat sales to the same 
customer, rather than a long profit on each individual 
purchase. Our antique prices are at all times commen- 
surate with those for new jewelry, something which our 
customers appreciate enough to tell us about it, and 
which goes a long way toward building up the collector- 
interest which produces the most valuable type of 
customer.” 
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NOW. .. 1s the time to make 
THAT RESOLUTION 


If you are contemplating going out of business or disposing of surplus stock, now is the time to 
face the facts! Merchandise shortages make your stock worth more than usual. While we have 
earned the reputation of always paying the limit we are now prepared to pay up to 100 cents 
on the dollar for clean, up-to-the-minute merchandise. 


We are the largest specialized jewelry stock buyers in the country. For further facts about us 
consult the Jewelers’ Board of Trade, or your local Bank. Here are some of 


THE JEWELRY STORES PURCHASED BY US IN LAST TWO MONTHS 


Udall & Ballou, New York City. Sam K. Eaton Co., New Bern, 
N. C. Best Jewelry Co., Rumford, Me. H. O. Barthelmes, Marl- 
boro, Mass. Palliser Jewelry Co.. New York City. Durgin’s, 








Worcester, Mass. 


ordon : as . 


Tf you will ship to us any surplus stock you wish to con- 


if Ss ver: into cash, our check will go out to you within 24 
I O CT hours. We will hold the shipment intact awaiting your 
acceptance. If the price is unsatisfactory, your merchan 


Cash Buyers of Jewelry Stocks and Fixtures 


18 PROVINCE ST. BOSTON, MASS. 


dise will be sent back at once! 


WRITE! WIRE! PHONE! 



















































































































NOW 


is the time 
to mail us your scrap 


Prompt 





Payment 


Decide now to convert your accumulation 
of sweepings and old jewelry into ready 


cash. Our methods of assaying are accurate 





and our check will be mailed to you prompt- 


ly. Collect your old gold today and mail it to 


SPY CO wennixe co. 


55 South Third St. Minneapolis, Minn. 
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GET IN THE SCRAP! 


Today your country calls. It re- 
quires the help of every jeweler to 
get in the scrap. 


GOLD and SILVER SCRAP 


filled cases, spectacles, bracelets, 
watches, rings, chains, etc. 


YOU ARE THE LOGICAL ONE 


to assist people to cash in on 
their obsolete, discarded jewelry. 
Doing so will put idle dollars to 
work and that helps put the Jap 
“behind the 8 ball.” 


Ship to Dee & Co—It pays. 


7 OU MAS J. 


OEEG & EO. 


TECLOMD. etal 
REFINERS MANUFACTURERS 


5S E WASHINGTON STREET, CHICAGO = 
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The Perfect Location 


for the 
DIAMOND CUTTER 
AND POLISHER 


AND DIAMOND SETTER 


1650 BROADWAY 


Corner 51st Street, block front from Broadway to Seventh Avenue 


WITH UNOBSTRUCTED NORTH LIGHT 


LEADING New York diamond cutters are 
located in this building because of the clear 
north light so necessary for their exacting work. 
This modern 14 story structure is convenient to 
the trade, close to all transit lines, and is rapidly 
becoming a center for the Diamond Cutting, 
Setting, and Polishing trades. 

There are still available a few units of 250 
square feet. Larger units up to a full floor of 
5000 square feet can also be arranged. 


AGENT ON PREMISES 


Melvin Brown & Co., Inc. 
Managing Agent 


1450 BROADWAY, NEW YORK CITY * PHONE: PENN. 6-0011 





OPPORTUNITY .. . 


To cash in on your odds and 
ends in 


STERLING FLATWARE 


irrespective of manufacture; 
also obsolete, inactive or ac- 
tive patterns either new or 
used. Would suggest you send 
these for our offer. We will 
pay express charges both ways 
if necessary. 

Reference: Jewelers Board of Trade 


The First National Bank 
of Memphis 


JULIUS GOODMAN & SON 


77 Madison Ave. 
Tennessee 


Joseph A. Goodman 


Memphis, 


Julius Goodman 
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by VINCENT S. 


LIPPE, JR. 


| geagpee OF THE PirTsBURGH CHINA & GLAss SHOW. 
The 64th Annual Pittsburgh Exhibit at the Wil 
liam Penn Hotel from Jan. 4 to 12 proved to be one of 
the most outstanding market shows from the point of 
the 


majority of cases, manufacturers would not guarantee 


buyer activity in the history of the industry. In 


delivery at any specific future date. 

Imperial Glass Corp. introduced “Black Suede,” a 
line of clever utility items in black glass, also combined 
with frosted crystal or gold. Hand-painted stemware 
coordinated with Gladding McBean’s “Apple” pattern 
and Southern Potteries’ best dinnerware designs were an 
other Imperial “hit” ... Rubel & Fenton’s Blenko Glass 
featured a hand-made, crackled line of over 40 pieces, 
closely resembling famed Venetian glass. Decorations 
consisted of applied coils, twists, leaves and roses in 
amber, turquoise, amethyst, blue and green on crackled 
vases, decanters, mugs, tumblers and candlesticks 
United States Glass received attention through “Chris 
tina” a delicate line of glass serving pieces in lead crystal 
with emphasis on simplicity of design .. . 

Pickard, Inc., had an outstanding prestige series of 

Beauty 
plates reproducing American scenes in sepia 
Castle- 


ton China gave impetus to its reputation for traditional 


“American Spots” on their fine dinnerware 
shape, 9” 
on a rich creamy body—retail $150 a dozen... 
dignity with the new “Harvest” pattern on their modern 
Century shape. A simple gold rim and verge line with 
an intricate border of blackberries and leaves placed on 
the inside of the cups ... A Corinthian column and head 
in the classic style gave formal elegance to the stem of 
A. H. Heisey’s new “Corinthian” line of drinking acces 


sories. With a medium optic bowl, five cuttings were 


available to retail from $15 to $24 a dozen... A flower 
spray and a fruit design—both decals—were Salem 


China’s best bids on their popular “Victory” shape . 
Southern Potteries had a series of “show stoppers” in 


Notable 


was an exceedingly slender and graceful new coffee pot 


their brilliant hand decorated patterns. also 
shape reproduced from a silver design. 

Ebeling & Reuss hit the jackpot with Portuguese cock 
tails, cordials, etc., in assorted colors for immediate de 
livery; retailing from $4 to $5 per set of eight ... Fisher 
Bruce kept Della Ware in the merchandise limelight 
buffet 


sharply outlined with stems and leaves on the border and 


with a service in “Dogwood” embossed and 
the blossoms in natural colors against a reddish ground 

Marks & Rosenfeld, had a real promotion in a 
tumbler and coaster set of 16 pieces to retail at 41, eight 
assorted florals in color enriched the 10 oz. glasses and the 
coasters were ridged to hold cigarettes Limoges 
China Co. had a smart new pattern in “Sirocco” on the 
Trojan shape with a decorative feather edging in flame 
and gray, maroon and yellow, or green and yellow to 
retail in breakfast sets at $7.95 ... Active buyer interest 
in Tebor’s short line of Chantilly fine china was easily 
understandable. 
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... to fit each indi- 
vidual watch bezel 


Watch-Craft assures you of perfect glass 


’ 4 =e 6e4 


crystal fitting! 
they 


ailor-made”’ 
snap in an it perfectlv ev 
O GRINDING OR BU 
SSARY. Each crystal 
sized, properly domed, tlex 
A TRULY FINE CRYSTAL 
TER THE FINEST WATCH 


WATCH CRAFT 


Fancy Glass Crystals 


shapes 


NEC 


@ Accurate sizes — correct 
@ Fine quality clear glass 
@ Stock control on sizes 


@ A lifetime of free crystal stocking 


Tehiclmiilhileli Met) a alae 


Write for Details. Box 7737, Chicago. 
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In buying, reconditioning and re-selling customers’ unneeded 
pieces of sterling, Jeweler Carl E. Schultz has found at least a 
partial answer to the wartime shortage of new silverware pieces. 


|| ho one retail jeweler is solving the silver situa 
tion and creating a healthy and continuing busi- 
ness for his store is illustrated by the operation of Carl 
E. Schultz, whose fine shop is right in the heart of the 
smart Beverly Hills, Calif., retail shopping area. 

People are fully aware of the present silver situation, 
so when Mr. Schultz casually mentioned to a wealthy 
patron he would gladly buy any unwanted or extra 
pieces of sterling in good condition he started some- 
thing. This patron happened to have a couple of extra 
pieces, and even more important, passed the word along 
to several of her friends. They started bringing in their 
un-needed flatware and the news rapidly spread that 
anyone with superfluous items of sterling could turn 
them into ready cash at Schultz's. 

This sterling comes from a wide variety of homes. 
Occasionally there is an estate to be settled; or some 
one may have met with reverses; often the extra pieces 
come from those who have moved into smaller quarters 
as the husband has gone into the country’s armed services. 
Then again the gas rationing has caused many people 
to move into town apartments, rather than maintain 
their year-round country homes. A considerable quan 
tity of good silver also find its way to the Schultz store 
in the extra pieces for which the owner no longer has 
an active need. 

As to the method of handling these transactions, 
pieces are sometimes left with the store on consignment, 
but usually the owner names her price and from that 
Schultz takes his normal mark-up. 

Prospective customers for this sterling are frankly 
told the articles being shown them have been used pre- 
viously and are refinished items, with the explanation 
that this is the reason for the moderate prices asked. No 
objection has ever been raised to the fact that the silver 
has been previously used, partly perhaps because all 
the pieces are so expertly refinished. However. mono 


grams are usually not removed until after the sale. for 


82 





Features Clearing House 
For Used Sterling 


Beverly Hills. Calif.. is site of 
jeweler’s successful experiment 


in buying and selling old flatware 


by HARRY R. TERHUNE 


in many cases the monogram on the piece happens to 
suit the customer. 

Turnover on this used sterling is rapid as evidenced 
by one patron who turned in goods to the value of 
$3,000, all of which was sold in a few days, due mainly 
to the wedding of a well-known star. 

Schultz’s has been specializing in sterling ever since 
the store moved to Beverly Hills from Hollywood Blvd., 
four years ago, and the handling of this refinished mer- 
chandise is on exactly the same highly ethical basis as 
in the case of new merchandise, just as one would expect 
in a good store. Mr. Schultz never advertises that he 
buys used silver, nor that he carries refinished goods, 
yet within the six months that this department has 
been in operation, a remarkably profitable trade has 
developed. 

One important factor in telling the interested world 
that Schultz has a wide assortment of sterling is the 
store's displays, both exterior and interior. The store 
occupies the apex of a flatiron building with the main 
show-window having a 24-foot frontage on Wilshire 
Blvd. This window offers an unobstructed view of the 
store’s interior and so gives a marvelous showing to 
the interior displays. Inside the store, the lower part of 
the show window has been made into a series of lighted 
cases in which silver is always on exhibition, so that 
everyone entering or passing the store always sees sil- 
ver prominently featured. Inside the establishment, 
island and floor case showings of both new and refin- 
ished pieces repeat and emphasize the suggestion. 

Although Beverly Hills is rated as one of the high 
per capita purchasing power communities of the coun- 
try, it is still a fact that even the well-to-do people who 
make up the bulk of the Schultz clientele like the idea 
of having this clearing house for good sterling, both as 
a ready means for disposing of their extra items, and as 
a place where they can pick up nice things at a rea- 


sonable price. 
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Georgian and Earlier English Siluer 


GEORGE Il GEORGE | QUEEN ANNE CHARLES II 


London, 175!—Fuller White Newcastle, 1725—F. Batty Dublin, 1714—David King London, 1677 


Fine Old Sheffield Plate 


CANDELABRA - BASKETS - TEA & COFFEE SERVICES - ENTREE DISHES - INK STANDS - SAUCE TUREENS 
MEAT DISHES - VENISON DISHES - TRAYS - WAITERS - SOUP TUREENS - EPERGNES - TEA URNS 
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ELLIS SILVER COMPANY, 
607 FIFTH AVENUE NEW YORK, N. Y. 
Member of the Society of Antique Silver Dealers of America 


YOR FEBRUARY, 19438 

















The new "Crystal Room" in the Strickler 
store stocks 20 patterns, priced up to 
$40 a dozen, on white-painted shelves, 
enhanced by mirrors and direct incan- 
descent lights. Customers’ trend to glass 
is prized since stocks can be replaced. 


Where Competition Leaves Off 


—that’s where the Strickler jewelry store in Salina, Kans., 


starts to glamorize fine china and crystal on a prestige basis 


by ROBERT A. LATIMER 


N° that many jewelers are casting an appraising 
eye at new lines to make up for current short- 
ages, it is wise for them to at the same time build up 
those “sidelines” already in stock, according to B. A. 
Strickler, of the B. A. Strickler Jewelry Store, Salina, 
Kans. 

“Most of us are already handling merchandise which 
can be easily stepped up in importance,” Mr. Strickler 
pointed out, “to the extent that it may not be necessary 
to gamble on new lines. Among the most easily sus- 
ceptible to improvement is the china and glassware de- 
partment, which many jewelry stores carry only to 
‘round out’ their stocks, but make small attempt to 


put in the major-profit column.’ 

The Strickler store, serving a large area of wealthy 
Kansas farmers as well as Salina and smaller towns 
surrounding, is an ideal example of what can be accom- 
plished with energetic promotion of china and glass- 
for during the past two years, these two items have been 
lifted into the limelight in the store. More china is 
being sold than at any other time in the store’s history, 
and so large a volume of glass that Mr. Strickler has 
constructed one of the largest glassware display arrange 
ments in the state to better show his lines. 

Although the store has carried china and glass for 
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many years, little was done about individual promotion 
until the beginning of the war era, other than the stand- 
ard jewelry-store practice of registering patterns for 
prospective brides, using table settings, and occasional 
window displays. When shortages began to appear, 
however, Mr. Strickler surveyed the situation, and de- 
cided that china and glass, in combination with the 
vastly-grown number of marriages in the area, offered 
the most simple antidote to lowered volume. Consequent- 
ly, he began a program which has boosted sales of this 
merchandise above all else in the store. 

“The first thing the jeweler must realize is that to 
merchandise china and glassware successfully he must 
begin where competition leaves off,’ Mr. Strickler said. 
“We can’t compete with department stores, variety stores 
and mail-order houses on a low-price line. Our job is 
to glamorize glass and china as we do diamonds, and 
to make it so desirable that the customer will come to 
us for the prestige of the store and the fine names of the 
lines we handle.” 

Mr. Strickler now has two large cases devoted ex- 
clusively to fine china, one at the rear, one at the left 
of the store. All prices start just where other retailers 
in his city leave off, with emphasis on open-stock all the 

(Please turn to page 73) 
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Mr. & Mrs. Joe Smith are Mr. & Mrs. America 
. . » 150,000,000 strong! Soon they (and you) 
will be carrying War Ration Book No. 2—War 
Ration Book No. 2 is slated to become the vir- 
tual “meal ticket” of every man, woman and 
child in America .. . Need we add that 150,000,- 
000 people will prize and treasure these precious 
“gems” ? 

War Ration Book No. 2 is an actual book 
not just a sheet. It differs in size and format 
from the certificates previously issued for sugar 
and coffee rationing. Because of this, everyone 


STATIONERS SPECIALTY COMPANY 


19 WEST 21st ST., NEW YORK, N. Y. 


Sach 


See Us at the New York Gift Show 
Hetel New Yorker, Feb. 15th thra 19th. Room 550 
Boston Gift Shew, Hotel Statler, March Ist thru 5th 








Mr. & Mrs. Joe Smith’s New Jewel Case” 
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Simulated Leather 
Assorted Colors 


TO RETAIL AT 25ce 


Minimum Order 3 Dozen 


nuine G7 DO) For 






Also Made in Genuine 
Leather, Asstd. Colors 


with a War Ration Book No. 2 will need a new, 
up-to-the-moment ration wallet in which to keep 
them. And Staco is quick to bring you a “tailor- 
made” holder to meet all specifications. . . . In 
durable, handsome simulated leather, assorted 
colors . . . gold-stamped and sturdily stitched. 














Everyone needs ‘em . . . Everyone wants ’em! 
Order your supply Today ... Now. Immediate 
Delivery! 

OTHER STACO RATION WALLETS 

Genuine Leather War Ration Wallet No.2 @ $7.20 per doz. 
Genuine Leather Gas Ration Holders @ 1.80 per doz. : 

Counter or Window Display Signs shipped with each order! 

Paste This Handy Order Form On A Postcard! fp ~~" """" "nnn nn nnn nen nnn nsneceeccccsess 
s STATIONERS SPECIALTY COMPANY : 
2 19 West 21st Street. New York : 
: Gentlemen: - 
7 
; Please ship the following at once: . 
; Ration Wallets No. 2 @ $1.80 per doz. : 
: Leather Ration Wallets No. 2 @ $7.20 per doz. : 
: Leather Gas Ration Holder @ $1.80 per doz. i 
: NAME : 
‘ ADDRESS 5 
Room 674 s CITY STATE : 
; Sorry: Cannot accept less than minimum orders of 3 dozen on the $1.80 items 7 
a 
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This new shadow box frame of pink hand-cut crystal in 
Waterford design is 8" x 10"' and has a matching per- 
fume tray. Wholesale price in pink is $7.50—in plain 
crystal $7. From A. Stanley Brussel, 225 5th Ave., N. Y. 





“Floradoras', quaint ceramic flower containers are 
hand painted by California artists. 9" high and $18 
wholesale per dozen. No two pieces are alike in the 
assortment. Claude M. Sperling, 225 5th Ave., N. Y. 





Exclusive designs in perfume bottles of solid quality 
crystal. "Pompadour™ $7.80 a dozen; “Bird Stopper" 
crystal, rose or blue on crystal bottle, $30 a dozen; 
"Feather" $7.80 a dozen. Prices are wholesale. Ob- 
tainable from Koscherak Bros., Inc., 129 5th Ave., N. Y. 





Supported by many patriotic organizations, Flag 
Products, Inc., is stimulating the drive to place "a flag 
in every home" with this compactly boxed flag, hung 
from a gold composition eagle. Easily attached, it 
drapes from any wall or molding. Twelve units with 


a counter card, $8.40. Fanny Morse, 225 5th Ave., N. Y. 





Five piece cigarette set of Staffordshire porcelain, con- 
sists of box and four ashtrays in assorted decorations 
at $2.50 net. Marks & Rosenfeld, 147 5th Ave., N. Y. 


"Caribcraft", hand-carved mahogany bowls, trays and 
serving accessories feature a two-tone finish, imported 
from Haiti and range in price from $.75 to $2.75. A 
$25 assortment of the proven best sellers is offered by 
Sun Glo Studios, 225 5th Ave., New York City, N. Y. 
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TEBOR INC. INTRODUCES 


HANTILLY f INE ( HINA 


TRANSLUCENT 


THE GREATEST ADVANCE IN AMERICAN CERAMICS IN A CENTURY 


AT THE CHICAGO GIFT SHOW 
ROOM 640 - PALMER HOUSE 


AT THE NEW YORK GIFT SHOW 
ROOM 719 * HOTEL NEW YORKER 


TEBOR, INC., 45 WEST 25TH STREET, NEW YORK + MANUFACTURERS OF CROWNFORD CHINA. 
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NEW 
Giftwares 








Four sizes in glasses to serve the purposes of seven. From 
left to right at retail: "Classic", $12 a dozen; "Bellman", $21 
a’ dozen; and "Marble", $12 a dozen. From the collection 
of Lunning, Inc., 667 Fifth Ave., New York, N. Y. Catalog. 








Powder boxes, frames and trays are available to match the 
illustrated perfume bottles of hand-cut crystal. Many num- 
bers are hand-carved and painted in soft pastels. Retail 
prices from left to right: $12, $11, $11, and $12. Exclusive 
with American Cut Crystal Corp., 42 E. 23rd St., New York. 

















Gibson & Sons, Ltd., of England, produced these copper lustre 
tea pots and pitchers. Wholesale prices, |. to r.: top row— 
$3, $3.25, $3.50, $3.75. Center, sugar and creamer $2 each. 
Bottom, $2.50, $3.25, $3.50, $3.75. A $20 sample assortment 
is available from Tedman Importing Co., 225 5th Ave., N. Y. 


This attractive dogwood pattern in Colony Crystal features 
raised petals in cranberry, blue or ruby on shimmering crystal. 
Retail range is from $2 to $5. A new, illustrated folder is 
available from Pitman-Dreitzer & Co., 1107 Broadway, N. Y. 


8&8 





Glass paperweight has removable back for insertion of snap- 
shot. A picture is magnified and achieves a three-dimen- 
sional effect. When the back is cemented, it can be hung as 
a miniature on the wall. Individually gift boxed at $7.20 a 
dozen. Oliver K. Whiting, 10-12 E. 23rd St., New York, N. Y. 





The two urns and sugar bowl are from an extensive hand- 
painted collection with each piece signed and numbered. 
These are excellent domestic reproductions of French-type 
porcelain pieces designed and manufactured under the super- 
vision of Grow & Cuttle, Inc., Merchandise Mart, Chicago. 
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American Crystal. 






This reproduction of an au- 





thentic Colonial ‘““Thumb- 





print’ pattern in crystal 





and color-fast cranberry is 











smartly keyed to the popu- 
lar Early American trend 


of today. 





All Glasses $6.60 doz. 
Plate 9.00 doz. 


F.O.B. West Virginia 


Immediate Delivery 











Enicly and Quality 


are maintained in our 
Gifts of Dishadtion 


| i 


See our complete display 


NEW YORK 
GIFT SHOW 


Hotel New Yorker—Room 51/1 
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NEW 
Giftwares 








These four cleverly modeled fig- 
ures are from an extensive line of 
this type which comprises more 
than 150 numbers. The zebras re- 
tail at $3 each; the dogs at $2.50. 
Stocked by Ebeling & Reuss, Inc., 
225 5th Avenue, New York, N. Y. 
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A popular Bohemian 
decorated hurricane 
lamp in cranberry and 
crystal is 10!/2" tall and 
boxed in pairs with two 
candles at $3.85 a pair 
wholesale. Stocked for 
immediate delivery by 
Geo. F. Bassett & Co., 
Inc., 225 5th Ave., N. Y. 





Smart innovations combining sturdy oak and hand-painted 
tiles are ready sellers. Wholesale prices are: Square cheese 
tray $2.75; cold meat and cheese tray $5, and waterproofed 
flower box $6.50. Shown by Bellette, Inc., 225 5th Ave., N. Y. 


Silver bangle bracelets 
with silver-plated metal 
beads. $9 a dozen. The 
illustrated rings whole- 
sale at $6.a dozen. From 
Cathay Crafts Corpo- 
ration, 225 5th Ave., 
New York City, N. Y. 











Beautifully cut and polished items in popular 
Barth Crystal. Wholesale prices per dozen: 
Bowl, $13.20; cheese and cracker, $13.20, 
and candy box, $10.80. Immediate delivery, 
f.o.b. West Virginia, by Rubel & Fenton, 
225 5th Avenue, New York City, N. Y. 


Assorted antique ‘tea caddies''—some in 
opaque glass and others of old Continental 
China with fine hand-painted decorations 
and brass tops. Wholesale price range is 
from $3.25 to $15. From the collection of 
Mottahedah & Sons, 225 5th Ave., New York. 
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‘MARKS & ROSENFELD, inc 


147 FIFTH AVENUE 


se, for exclusive distribution. 


Lanning Ine. 
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21300 Little Huntress. Clear glass fluted base 3” 
diam. Plastic crescent 6” diam. from which hangs 
3” deep crystal cup for water and flowers. 


This small flower holder can be used as either a 
right or left and more often than not retails in pairs 
for tables, mantels, etc. It is among the best sellers 
also as a single unit item. $10.50 doz. 

Send for broadside for fast selling items. All NORTON CENTER- 
PIECES sell, well and quickly and are fast finding a place for 
themselves on the shelves and counters of jewelers all over the 
country. 


NORTON CENTERPIECES 
119 West 24th St. New York City 
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A NEW 
Good Luck Line 





Good Luck Vic- 
tory Pin, Hard 
Enameled in 
Red, White and 
Blue. $12 dz. 


Lucky in Love Brace- 
let. $12 dz. 


Good Luck for 

the Charm 

Collection. 
$3.75 dz. 


Good Luck Bow Pin. 
$6.75 dz. 


Up To the Ears with 
Luck. $6.75 dz. pair 





ALL STERLING 
ALL SET WITH GENUINE 
FOUR LEAF CLOVERS 


KAYE-JORDAN CO. 


303 Fifth Ave., New York City 














SASHA OF HOLLYWOOD 
PRODUCER OF FINE CERAMICS 


has prepared for this season a line of such outstanding 
merit as to constitute a new standard of perfection for 
American ceramic § art. Exquisite hand craftsmanship 
blends the quaintness and charm of an antique with a 
flare as modern as a penthouse. The free use of rich lustres 
provides the warmth of a cherished heirloom 


Also Representing: 


California ceramics by: Kay Finch, Hermione and Will-George Genuine 
Bronze by Carl Sorensen, ‘“Tat-l-tale Cookie Jars, and Guilford Arts Com 
pany leather appointments 


Constituting an unequalled variety of distinctive merchandise of interest te 
Jewelers maintaining a high standard of quality 


New York Gift Show Hotel New Yorker, Room #851 


M. WILLE-ART GOODS 


225 Fifth Avenue New York, N. Y. 














87 Weybosset St., Providence, R. I. 
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A SMART NEW FRAME ... 


All crystal picture frame with attractive hand-cut braid design. 
One of the many new numbers in the famous “Mirro” line. 


$4.50 each wholesale 
New York Gift Show—Hotel New Yorker—Room 514 


A. STANLEY BRUSSEL 


225 Fifth Avenue New Yeork City 
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Khaki or Navy Cases for every man in service. 
Utility Bag—$9.60 dz. 
Mirror and Comb Case—$1 8.00 
Sewing roll—slippers—money belt— 
$7.20 dz. 
Shoe Kit—$12.00 


Teas Moree 


-™ 225 FIFTH AVENUE 


i AT TWENTY-SIXTH STREET 
LExington 2-2524 NEW YORK CITY. 











IMPORTED ENGLISH CHINA 


A new series of Staffordshire cigarette boxes and ash 
trays with colorful English scenes. Priced to sell in sets or 
separately; the 4” x 3” box is $9.00 a doz. wholesale. The 
4" x 3” tray $4.20 a doz. Minimum order $15.00. Immediate 
delivery. Also stocked are 150 assorted Toby jugs in vari- 
ous sizes and subjects, $3.60 doz. up. 100 different deco- 
rated pitchers in copper, silver and pink lustres, $7.20 doz 
up. All are English Staffordshire. Write for this $25.00 
sample assortment of best sellers. 


New York Gift Show—Room 930 
Boston Gift Show — Room 580 


TEDMAN IMPORTING COMPANY 


225 Fifth Avenue New York, N. Y. 

















PRACTICAL GEMMOLOGY 


by Robert Webster, F.C.A. 


A handy reference book and guide to gem 
testing written in the form of a series of les- 
sons. This newest importation from Britain 
covers in succession crystallography, physical 
properties, specific gravity, light, measurement 
of refractive index, color in gem distinction, the 
gem species, synthetic gems, imitation gems, 
composite stones and artificially induced color, 
styles of cutting, practical gem testing, the 
pearl, coral, amber, jet, tortoise shell, ivory, un- 
usual gemstones and ornamental minerals. A 
useful feature is the summary of important 
highlights at the end of each lesson, and a few 
questions, the correct answers to which are to 
be found at the close. 

Other information and pertinent hints make 
this book a “must” for the gemologist’s, 
jeweler’s and gem student’s library. 


Price $2.00 Postpaid 
THE JEWELERS’ CIRCULAR-KEYSTONE 


100 E. 42nd St. 56th and Chestnut Sts. 
New York, N. Y. Philadelphia, Pa. 
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H.H. TURCHIN CO. 


230 FIFTH AVENUE NEW YORK CITY 
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A RELIABLE SOURCE FOR GLASS ACCESSORIES TO 
BOTH THE RETAIL AND WHOLESALE JEWELERS 





Spode GAINSBOROUGH 


Spode dinnerware is ideal as a gift. 
It is sure to please and it makes a 
permanent customer. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave.,New York 
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WPB Relaxes Copper Shut-Off. 
For Limited Alloying With Gold 


Threatened Feb. 28 Halt 
in Copper for Silver 
May Also Be Averted 


Copper will continue to be avail- 
able to the jewelry industry—cer- 
tainly to some extent for gold, and 
probably likewise for silver—despite 
the previous WPB order forbidding 
its use for the alloying of such 
precious metals after March 1. 

The Copper Division of WPB, in a 
letter to the industry, dated Feb. 2, said 
that applications for authorization to use 
“small amounts” of copper scrap and 
copper base alloy scrap in alloying gold 
during the four-month period, March 1 
to June 30, may be made to the Jewelry 
Section, Consumer Durable Goods Divi- 
sion of WPB. P. Irving Grinberg, for- 
mer New York pearl importer, heads 
this section. 

Purchase and use of copper, copper 
scrap and copper base alloy scrap for 
alloying gold have been prohibited after 
March 1, without a specific authorization 
from WPB’s director general for opera- 
tions. 

Any authorizations to be issued under 
the terms of the Feb. 2 announcement 
will be made after individual considera- 
tion of applications, which should be filed 
before Feb. 15. 

The text of the letter follows: 

“To all persons using copper in the 
alloying of gold 

“Under date of Oct. 17, 1942 (PDL- 
719) and Novy. 19, 1942 (PDL-1038), you 
were instructed by the director general 
for operations that you could not buy, 
receive or use refined copper, copper 
scrap or copper base alloy scrap without 
a specific authorization from the director 
general for operations. Authorization to 
use or accept deliveries of small amounts 
of copper scrap or copper base alloy 
scrap for use in alloying with gold after 
March 1, 1943, may be made on the 
basis of individual applications. 

“Applications for such authorization 
to use copper, copper scrap, or copper 
base alloy scrap in your hands or for 
permission to accept deliveries of addi- 
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tional supplies of copper scrap or cop- 
per base alloy scrap to be used for 
alloying with gold, may be made to the 
Jewelry Section, War Production Board, 
before Feb. 15, 1943, on Form PD-59 
for the four months period, March 1 to 
June 30, 1943. 

“In submitting form PD-59, section 1, 
2, 3, 4, and 5 need not be filled out. In 
the remarks section give the following 
information 

“1. 'Total inventories of the following 
materials which you will have on hand 
March 1, 1943: 

“(a) Refined copper, including copper 
shot. 

“(b) Copper scrap. 

“(c) Copper base alloy scrap. 

“2. The amount of copper or copper 
base alloy used by you during the year 
1941 in alloying of gold. 

“(Signed) H. O. King, director, cop- 
per division.” 


NEW PLANS FOR SILVER 

There’s a silver lining to the metal 
shortage that may break in favor of 
jewelers and. silversmiths within the 
next few weeks, well-informed quarters 
in the trade declared late last month. 

Some silver may be made available 
and enough copper may be allocated to 
alloy this silver to sterling fineness, these 
quarters predicted. 

The Green Bill, re-introduced Jan. 7 
by Sen. Theodore Francis Green of 
Rhode Island, read twice and referred 
to the Committee on Banking and Cur- 
rency, is at present in the same form 
as approved by that committee in the 
last session of the old Senate in Decem- 
ber. Enacted into law, as expected, it 
will permit the Treasury, under WPB 
control, to sell all the Government- 
owned silver that the war industries can 
possibly need. 

Civilian industry will not get silver 
through the Green Bill. But it may 
have first call on newly mined domestic 
silver, which will not be needed for the 
war effort because the war industries 
will obtain all they need from the 
Treasury. 

The expectations are, then, that WPB 
will issue a limitation order, telling 
manufacturers of watch cases, jewelry, 
silverware and the like exactly how 
many ounces of domestic silver can be 
used. Step No. 2 would be the alloca- 
tion by WPB of sufficient copper to alloy 








this limited quantity of silver to sterling 
fineness. 


EXPECT OPA RELIEF 


In addition, the same quarters pre- 
dicted that OPA would permit an 
across-the-board lifting of ceilings, so 
that manufacturers could pass along the 
increased cost of the higher priced do- 
mestic silver (71.11 cents an ounce) in- 
stead of the foreign silver which they 
used in March, 1942, and which at that 
time cost only 35 cents an ounce. At 
present, OPA ceilings are based on the 
35 cent silver. 


RADIO PROGRAM CLOUDS ISSUE 


Fast-talking Senator McCarran (Dem., 
Nev.), leader of the Senate Silver Bloc, 
who in December conducted the one- 
man filibuster that prevented the Green 
Bill from discussion in the Senate, did 
an encore on the air Jan. 3. 

Scheduled as a debate on “Drafting 
Silver for the War,” the program was 
presented by the American Forum of 
the Air over the Mutual Network, with 
Sen. Green (R. I., Dem.) and Herbert 
M. Bratter, Washington, speaking for 
the Green Bill, and Senators Abe Mur- 
dock (Utah, Dem.) and McCarran 
against it. 

But after the preliminary remarks, the 
Silver State senators diverted attention 
to such abstractions as the right of Con- 
gress to fix the value of coinage and 
what a silver dollar is worth when 
melted down. The time was up before 
Senator Green could uncork. 


SILVER SUPPLY TIGHT 


With ‘silver their life-line, watch- 
case, jewelry and other “non-essential” 
users found the supply of newly mined 
domestic silver tighter than ever last 
month. The scarcity resulted from a 
diminished production at the mines, 
coupled with extensive forward buying. 
The old laws of supply and demand were 
at work and only a WPB limitation 
order, based perhaps on a percentage of 
each firm’s use of silver during 19t1 
or 1942, promised relief. 





The Gorham Mfg. Co. has declared a 
dividend of 50 cents on its common 
stock, payable to stockholders of record 
March 1. 
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Senate Committee Is Told Retail 


C. J. Michaels Argues for 
Silver and Gold; Asks 
Revamped OPA Method 


With the right to buy excess sil- 
ver not needed for war uses; with 
the right to alloy a small amount of 
copper with gold and with silver 
after Feb. 28, the present date for 
the copper shut-off; with the elimi- 
nation of unfair 
Army Exchanges; with price control 
based on each retailer's mark-up of 
the year 1941 or March, 1942, in- 
stead of the General Maximum Price 
terms the 


competition by 


Regulation—under these 


retail jewelry industry can not only 
go through the war period but will 
need little or no assistance afterward. 


Charles J. Michaels, of Hartford, 
Conn., president of ANRJA, so _ told 
members of the Senate Committee on 
Small Business, at last month’s hear 
ings in Washington. “The jewelry in 
dustry,” he summed up, “wants no Gov- 
ernment financial help of any kind, pro- 
viding it is permitted to carry on now, 
and hopes for your considered under 
standing and support in its modest re- 
quirements.” 

The industry does not complain, he 
said, of such matters as the jewelry ex 
cise tax, which yielded upwards of $65, 
000,000 during its first year; the sacri 
fice for the duration of every employee 
who can be of greater use in essential! 
use; or the loss of business through the 
lack of base metal, which has eliminated 
silver plated ware and numerous other 
items. 

“There are, however, certain conditions 
existing, which, if not corrected, threaten 
the very life of the retail jeweler,” he 
declared, adding that not one of these 
bears on the prosecution of the war. 

He cited these four as the most vital 
of the ruinous conditions that should be 
corrected: 

Silver shortage. “If the jewelry in 
dustry could use some of the excess at 
a price equal to the average cost to the 
Government, it would go a long way to 
insure its existence for the period of 
the emergency. . Failure to get this 
needed metal would close thousands of 
stores, create wide unemployment and 
needless hardship to the many others 
affected by the closing of these stores 
and factories.” 

Gold alloying with copper. “Very 
small amounts of copper are needed to 
alloy gold—probably not more than two 
tons a month. As of March 1, this cop 
per may not be released to the industry 
by WPB, nor will it be lawful to use 
scrap copper in making karat gold. It 
is the hope of the jewelry industry that 
this ruling will be modified, to permit 
at least moderate use of copper, for 
subsistence manufacturing. The loss of 
revenue to the Government if gold is 
stopped would, in excise taxes alone, be 
about $20,000,000 annually. We ask 
your thoughtful consideration also of 
this problem, particularly in view of the 
almost negligible amount of copper re- 
quired.” 
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Post Exchange competition. “We feel 
that jewelry of any kind should be sold 
by the retail jeweler, and that Army 
Post sales be confined to such items a: 
are covered in the regulations as to their 
operation. Today large quantities of 
goods, not in any way associated with 
the comfort or well-being of our armed 
forces finds their way into civilian chan- 
nels, through the Post Exchanges. As 
available jewelry merchandise becomes 
steadily scarcer, this situation becomes 
increasingly serious.” 

OPA regulations. “While merchants 
are giving their very best in the de 
sired direction, the situation is impos- 
sible of solution under present regula- 
tions. . . . The views of the American 
Retail Federation suggest a simple work 
able remedy.” 

This, Mr. Michaels said, would be to 
rescind the General Maximum Price 
Regulation, its amendments and supple- 
mentary orders, and in its place issue a 
regulation providing for the mark-up 
practices (gross percentage mark-up) of 
individual retailers as of the year 1941 
or the month of March, 1942, at the 

(Please turn to page 107) 


Only Military Watches Now 
Get PX Priority; PX's 
Can't Sell to Civilians 


There’s good news for the retail 
jeweler in the limitation of the list of 
merchandise that Army Exchanges can 
buy in the future under priorities, and 
the elimination of Exchange sales to all 
civilians, including employees. 

Until recently Army Exchanges could 
buy all types of watches through WPB 
priorities, with even ladies’ diamond 
wrist watches receiving the same rating 
(A-10) as the orthodox military type. 
The obvious unfairness of this procedure 
has been corrected, according to high 
Army officials, and since Dec. 18 the 
only wrist watch which Army Exchanges 
can buy on a priority basis is listed as 
“Service type-shockproof-waterproof.” 

According to Army Exchange Service 
officials, even this type is to be made 
more specific, but as yet no information 
is available as to what has been done 
along this line. 

Countering the contention of retailers 
that Army Exchanges “have developed 
into streamlined department stores,” 
Brig. Gen. Joseph W. Byron, head of 
the Army Exchange Service, late last 
month forbade the Exchanges to sell any- 
thing to civilians except food, drink and 
tobacco. 

Although military types are now the 
only wrist watches entitled to a priority 
rating, this does not mean that Ex- 
changes cannot buy other watches, but 
it puts their orders on the same basis 
as those of retail stores and encourages 
a more equitable distribution of merchan- 
dise. 

Along with non-service watches, foun- 
tain pens come off the priorities list, but 
remaining are collar buttons, cuff links 
(officers’), insignia (officers’ plated 
washed) except regimental, spring alarm 
clocks, and wallets without metal. 
Cigarette lighters may not be supplied 
to any Army Exchanges except those 
overseas. 

Although no announcement has been 
made as to the course the Navy and 


Jewelers’ Need 


Marine Corps intend to follow, it is be- 
lieved it may be substantially the same 
as the Army’s. 

The National Association of Retail 
Secretaries last month had asked for a 
Congressional study of Army Exchanges. 
to control the flow of merchandise un 
related to the war effort. While recog 
nizing the need for Army Exchanges and 
endorsing their basic objective, retail 
spokesmen contended that many units 
have gone beyond the intent of Congress 
and bought on a priority basis many 
hundreds of items of merchandise which 
could not possibly be construed as aiding 
the comfort, convenience or morale of 
men and women in the service. 


New England Jewelry Makers 
Surrender Copper and Brass to WPB 


Jewelry manufacturers in Khode 
Island and Eastern Massachusetts have 
cooperated to make available to the War 
Production Board nearly 3,000,000 Ib. of 
scarce, unprocessed brass and copper 
and 1,000,000 lb. in semi-fabricated con 
ditions, according to the report of Wal 


ter H. Wheeler, Jr... New England 
regional WPB director. 
Wheeler said the Copper Recovery 


Corp. was taking over the copper and 
brass while the semi-fabricated material 
is being “frozen” so that items in an 
advanced stage of manufacture can 
be finished or made available for scrap 
if needed. 

Saying that the success of the pro 
gram was a credit to the jewelry in- 
dustry, Wheeler singled out for par- 
ticular praise the New England Manu- 
facturing Jewelers’ & Silversmiths’ Asso- 
ciation, “which worked closely and un- 
derstandingly with the regional com- 
pliance department of the Providence 
W PB office.” 

Wheeler also paid tribute to the 
jewelry manufacturers for the way 
they have met war difficulties and said 
that with neither experience nor plant 
experience to take on war work “many 
companies have gone into precision 
manufacturing and have make good at 
it.” 

He declared that this was no ordinary 
conversion to war work, but that the 
firms “actually went into new business 
entirely” with such items in produc 
tion as bullet dies, torpedo parts and 
perishable tools. 


WPB Holds Trade Shows, Conventions 
Requiring Travel Are Non-Essential; 
Should be Curtailed for Duration 


In response to a letter from Joseph 
B. Eastman, director of the Offce of 
Defense Transportation, to Donald Nel- 
son, WPB head, asking for an opinion 
as to whether trade shows, sales meet 
ings, etc. could be regarded as essential 
to the war program, Ernest C. Kanzler, 
director general for operations for 
WPB, wrote as follows: 

“In view of your statements, 
which we quite agree, that unnecessary 
travel and shipments should be com- 
pletely curtailed, we see no reason, from 
a war production standpoint, why you 
should not take any steps you see fit 
to eliminate travel or shipments to 
the unessential shows or events.” 


with 











NACJ Directors Vote “No Jewelry Show in 1943” 


Patriotic Wartime Move 
Answers Eastman Wish; 
Ask Post-War Joint Show 


By unanimous vote, directors of 
the National Association of Credit 
Jewelers, meeting in Chicago Jan. 
10, voted to hold no jewelry show 
in 1943. The 


was as follows: 


resolution adopted 


“Inasmuch as Director Joseph  B. 
Eastman of Defense Transportation has 
asked all trade associations and other 
organizations to hold no trade shows or 
conventions, due to the need of the rail- 
roads and other transportation facilities 
for furthering the war program and rec- 
ognizing the fact that manufacturers, 
wholesalers and importers are short of 
merchandise and manpower, the direc- 
tors place the National Association of 
Credit Jewelers on record in favor of 
not holding a jewelry show in the 
year 1943.” 

While no formal action was taken on 
the question, it is understood that the 
association will also give up its usual 
four-day convention for the duration of 
the war, replacing it with a one-day or 
one-half day business session for the 
election of officers and other association 
business, as required by the constitution 
and by-laws. 

Thus, NACJ places itself squarely on 
record as cooperating fully with the 
expressed desire of the Government that 
in furtherance of the war effort, all 
trade shows, conventions, etc., not di- 
rectly relating to war activity, be sus- 
pended for the duration. 

In regard to future jewelry shows, 
the directors voted unanimously for the 
following: “Directors of NACJ_ look 
with favor upon a plan to hold one 
jewelry show a year after the present 
war emergency is over and will be 
happy to cooperate with interested 
parties to the end that future jewelry 
shows will be under the combined direc- 
tion of representatives of national retail 
jewelers’ associations and a committee 
from the exhibitors.” 

The executive secretary was directed 
to expand the membership drive inau- 
gurated when B. G. Rudolph, Rudolph 
Bros., Syracuse, N. Y., became presi- 
dent of the association in July, 1942. 
Reports on membership showed that 
the drive has been successful, more than 
250 units having been added already. 
The enlarged membership campaign will 
be planned and executed to impress 
upon every instalment-minded _ retail 
jeweler in the United States the realiza- 
tion that only through effective organi- 
zation of credit jewelers and coopera- 
tion with other instalment selling can 
the interests of instalment jewelry busi- 
ness be properly and adequately pro- 
tected. 

Eleven of the 15 officers and directors 
who comprise the board attended the 
Chicago meeting, all of them at their 
own expense. Those present were: B. G. 
Rudolph, president, Rudolph Bros., Inc., 
Syracuse, N. Y.; Clarence Olson, first 
vice-president, Olson & Ebann, Chicago; 
Edward Dockman, second vice-presi- 
dent, St. Paul; Samuel Gerson, secre- 
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tary, Gerson’s, Inc., Detroit; Lewis 
Litt, treasurer, L. Litt Jewelry Co., 
Chicago; George Applebaum, Marks 
Bros., Chicago; Louis M. Greenstein, 


Morrey Jewelers, Columbus, Ohio; A. E. 
Newmark, Newmark’s, Chicago; Irving 
N. Chayken, Armstrong’s, Hammond, 
Ind.; Jesse McEntee, J. M. McEntee & 
Sons, Oklahoma City, Okla., and Fred B. 
Dreifus, Dreifus Jewelry Co., Memphis, 
Tenn. 

The four members who were missing 
were all prevented from attendance by 
illness or inability to obtain transporta- 
tion to Chicago in time to attend. 

Members of the board were enthusi- 
astic about the work being accomplished 
by the association and urged continu- 
ance of the progressive policy laid down 
by President Rudolph. “The twice-a- 
month bulletins inaugurated when Wil- 
liam Wagner became executive secretary 
on Oct. 1 are to be continued indefi- 
nitely and the keynote for the conduct 
of the association will be “more and 
more service to members.” 


OPA Cracks Down With 
Injunction and Warning 
In the Jewelry Field 


Two vigorous actions—the first in the 
jewelry field to reach public attention— 
were taken recently by OPA to police 
price ceilings. One was a permanent 
injunction. The other a formal warning. 

The injunction was issued by Judge 
Shackelford Miller on Jan. 4 against the 
operators of a small shop in a Louisville 
hotel lobby, which they had opened short- 
ly before Christmas, to sell costume jew- 
elry. While the action was not directed 
against an _ old-established, recognized 
jewelry store, the intent was clear; i.e., 
to enforce price ceilings in the jewelry 
field, even though OPA patrols first 
things first, such as meats, stockings 
and other essentials. 

This action was the first taken in Ken- 
tucky to uphold price ceilings established 
by the OPA. Albert Gilbert and Mickey 
Sax opened their shop early in Decem- 
ber, and after complaints had been re- 
ceived, an investigator discovered that 
the shop was pricing goods at abnormally 
high levels as compared to their closest 
competitors, and, as attorneys of the 
OPA charged, at prices higher than the 
maximum prices established. The at- 
torneys also charged that the store oper- 
ators failed to keep records to show the 
basis on which they determined the maxi- 
mum prices. 

Civil rather than a criminal action was 
brought because the OPA wanted imme- 
diate action and as a result Judge Miller 
issued a temporary injunction on Dec. 
21. The store operators did not contest 
the injunction and have decided not to 
reopen at another site. 

In Bridgeport, Conn., the Savin Jew- 
elry Co., Inc., 984 Main St., was warned 
by the OPA in December that unless it 
complied with all phases of the price 
control regulation, it risked the penalties 
provided by law. This warning followed 
a series of “friendly suggestions” given 
the jewelry concern by state OPA en- 
forcement authorities since September. 

The formal complaint listed the com- 
pany’s failure to file a list of its cost- 
of-living items and such maximum prices 


with the local OPA war price and ra- 
tioning board until Sept. 30 although it 
should have been filed July 1. The com- 
plaint further alleged that the company 
failed to complete the base period price 
record each retailer must maintain for 
inspection by his customers and didn’t 
properly indicate on this record the 
method used to arrive at ceiling prices 
on items not included in stock last 
March, the base price period. 


Wholesale Stocks Down Slightly; 
Retailers Are Paying Promptly 
Because They Have More Cash 


Wholesale jewelers’ inventories at the 
end of November were 3 per cent below 
November, 1941, and 5 per cent below 
October, 1942, according to data com- 
piled from 34 firms by the Bureau of the 
Census. 

Biggest depletion was in the West 
North Central area, where the stocks 
declined 30 per cent below the same 
month of 1941 and 16 per cent below 
October, 1942. 

Sales for November, 1942, were 14 per 
cent below those of both the same month 
of 1941 and of October, 1942. However, 
the 34 wholesale jewelers averaged an 
increase of 5 per cent during the first 
11 months of 1942 against the same 
part of 1941. 

Collection percentages, obtained by 
dividing the collections by accounts re- 
ceivable, showed noteworthy improve- 
ment as a result of retailers’ improved 
cash position. The November percentage 
was 43, which exceeded by more than 
twice the percentage for November, 
1941, which was only 19. Their accounts 
receivable declined 38 per cent from the 
corresponding month of 1941. 








FOR THE MEMO PAD... 








February 


7-9 San Francisco Gift 
Hotel, San Francisco. 

1-13 Gift Show and China, Glassware and 
Pottery Market, Merchandise Mart, 
Chicago. 


Show, Palace 


13-15 Pacific Northwest Gift and Art Show, 
Portland Hotel, Portland. 
14-17. Kansas City Spring Gift Show, Hotel 
Phillips, Kansas City. 
16-19 New York Gift Show, Hotel New 
Yorker, New York. 
16-19 225 Fifth Ave. Gift Show, New York. 
22-23 Texas R.J.A. Annual Convention 
Dallas. 
22-26 Allied Gift Show, Adolphus Hotel 
Dallas. 
22-26 Dallas Spring Gift Show, Baker 
Hotel, Dallas. 
March 
1- 5 Boston Gift Show, Hotel Statler, Bos- 
ton 
7-11 Detroit Gift Show, Hotel Statler, De- 
troit. 
17-18 New York State RJA Convention, 


Binghamton. 


August 


ANRJA convention, week beginning 
Aug. 23 or Aug. 30, Waldorf-As- 
toria Hotel, New York. 
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Jewelers in Various States 
Also Work for Laws to Ban 
Industrial Jobbers' Sales 
Last chance for state legislation 
till 1945! 
watchmakers realized last month as 


That’s what jewelers and 


legislatures met in +4 state capitols, 
with only New York, New Jersey, 
Rhode South 
scheduled to assemble 


Island and Carolina 


again next 
vear. 

The few solons not now in session are 
those of Florida, which meet. in April, 
1943, and Louisiana, Mississippi and 
Virginia, which don’t gather until Janu 
ary, 1944. 


Determined drives to pass watch 
maker licensing laws, patterned after 
legislation won by Wisconsin in 1937, 


Indiana in 1939 and Oregon in 1941, are 
under way in at least six states, and 
similar bills may be boosted in as many 
more states before the law-makers ro 
home. 

\ licensing bill) was introduced last 
month in the Tennessee legislature, with 
the ‘Tennessee Watchmakers and Jewel 
ers) Association working hard in its be 
half and coneeding it a “very 
chance of being passed. 

In Minnesota, the Minnesota RJA and 
the Minnesota Master Watcehmakers As 
sociation are sponsoring watchmaker. li 
censing through a joint committee, 
headed by Fred A. Ohlsen of Marshall 
and Earl Barker of Bemidji, with the 
folowing other members: Herbert 
Schmidt and William Luce, Duluth: 
KE. J. Sedlock, Brainard; Joseph Felix, 
Fergus Falls; Carl Berger, Tracy; W. J. 
Westphal and Everett) Pomerlau, Min 
neapolis, and H. C. Hendrickson and 
C. W. Gaskell, St. Paul. 

In Illinois, the Chicago Horological 
Guild and other groups are working 
for a licensing bill this 

In Missouri, the state horological as 
sociation, headed by Clem Wolf, of 
Hess-Culbertson Jewelry Co.. St. Louis, 
is planning to introduee watehmaker 
legislation. Other states working for 
such a law this year are Pennsylvania, 
Ohio. Oklahoma and = possibly Colorado. 

California, Connecticut, Massachu- 
setts, North Dakota, Kansas, Michi 
gan and Nebraska made unsuccessful 
attempts for watchmaker control in 
1939; so did Rhode Island in 1940; but 
whether real efforts were planned again 
in those states was not clear when this 
issue went to press. 


FIGHT CREDIT CURBS 


In New York, credit jewelers pre 
pared to tight Senate Bill 81, introduced 
Jan. 6 by Sen. Pliny Williamson of 
Westchester, which would license in 
stallment credit merchants under the 
Secretary of State and impose sweep 
ing restrictions on the granting of credit 
in amounts less than $2,000. Such a pro 
unduly severe and 
unnecessary, at this time. because credit 
merchants are already licensed and ef- 
fectively controlled through Regulation 
W, of the Federal Reserve Board, con- 
tends the Associated Credit Jewelers of 
New York and New Jersey. 


good” 


session. 


posal is moreover 
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Jewelers in at least three states are 
joining with other retail merchants be 
hind laws to curb’ trade_ diversion 
through industriai jobbers. Senator 
Fienberg planned to reintroduce his 
New York state legislation, which last 
year was passed by both houses but ve- 
toed by Governor I.ehman. In Ohio, the 
Ohio RJA and the 24 Karat Club of 
Cleveland were hard at work in the 
same connection, and Minnesota also 
had similar legislation in the mill. Illi- 
nois, Michigan, Pennsylvania and Wis- 
consin already have trade diversion laws 
on the books. 


N.Y. STATE OPA LAW? 

Violators of OPA price ceilings in 
New York State would be subject to $50 
fine and 30-day imprisonment for a first 
offense ; $100 fine and 60 days’ imprison 
ment for second offenders within a_pe- 
riod of a year after the first offense, and 
$500 fine and a year’s imprisonment for 
third offenders, under legislation intro- 
duced in the Empire State Senate Jan. 
12 by Sen. Alexander A. Falk of New 
York. 


Watches Still Arrive, 
Despite Failure of New 
Nazi-Swiss Agreement 


Swiss watches and movements, perhaps 
300,000 or so of them, reached the U. S. 
last month, as hundreds upon hundreds 
of jewelers descended upon importers in 
an attempt to book their watch orders 
for 1943 

Though the old Nazi-Swiss commer 
cial agreement that expired Dec. 31, 
1942, had not been replaced with a new 
understanding, importers assumed that 
Germany would continue to let Switzer 
land export, on a month to month basis, 
in the same quantities as the past, and 
retailers” orders 
percentage 


therefore accepted 
based in = most 
of each store’s 1942 purchases. 

Just what the hitch is in the German 
Swiss commercial relationship continues 
to be obscure. It is known, however, 
that the RAF has bombed German rail 
suspending deliveries — of 
German Switzerland; perhaps 
Switzerland refuses to ship = manufac 
tured goods to Germany until she gets 
the coal. 

Cable and radio remain the only com 
munications between the United States 
and Britain, on the one hand, and 
Switzerland on the other. Mail has been 
halted since the allies occupied French 
North Africa, and in retaliation Ger 
many took over all of France and held 
up Swiss mail addressed to Germany's 


Causes on a 


connections, 
coal to 


enemies. 

Among neutral reaching the 
U.S. recently, with Swiss watches and 
watch movements in their cargoes, were 
the Wassos, arrived at Philadelphia, 
Dec. 31, and the Mount Aetna, arrived 
at Baltimore, Jan. 12. Both departed 
from Lisbon, having taken on Swiss 
cargoes shipped coastwise from Genoa. 

Proof that the RAF’s devasting at 
tacks on Genoa had spared the docks 
used by Swiss vessels was shown with 
announcement that a Swiss ship would 
leave Genoa towards the last of Janu 
iry, due to reach an American port in 
mid-February. 


\ essels 


State Legislators Get Watchmaker-License Bills 


instalment Stores Fear 
Regulation W Amendment 
May End "Add-On" Sales 


Instalment sale “add-ons” would be 
eliminated under an amendment to Regu 
lation W. which, it was learned in credit 
circles last month, was being studied by 
the Board of Governors of the Federal 
Reserve System. 

The board informed 
granting merchants that no such pro 
posal was actually before the board at 
present but that the governors wanted 
retailers’ reaction in connection with a 
continuing study of the whole credit 
field. 

At present, Regulation W_ permits 
add-ons, which are handled by adding 
the second balance, after down payment, 
to the current balance from the first 
purchase, with the consolidated debt paid 
within a maximum period of 12 months 
after the add-on purchase. Example: 
Mrs. Jones first buys a diamond ring; 
she pays the required minimum down 
payment, and has perhaps an unpaid 
balance of S120, which she must clear 
within a maximum of 12 months, with 
1 minimum monthly installment of 510 
a month. Then she makes a second pur 
chase, let's say for a similar amount, 
six months after buying the first ring 
\fter the down payment on the second 
item, the balance from this “add-on” 
sale—S$120—-is added to the current bal 
ance of the first purchase S60 and 
then she has 12 months from that time 
to pay off her consolidated debt of S180 
at the rate of $15 a month. 

But if Kegulation W is amended as 
intimated, all the provisions of Regula 
tion W that now affect the original sale 
would also apply to the add-on. Instead 
of the add-on’s balance-after-down-pay 
ment being consolidated with the unpaid 
part of the balance from the original 
sale, and equal payments made there 
after on the combined sum, minimum 
payments would apply separately to the 
add-on. Example: Making the same pur 
chases related above, Mrs. Jones would 
have to pay $20 a month for six months 
after she bought the second ring (by 
this time she would have paid off the 
entire original debt and half the balance 
of the second); and then $10 a month 
for six more months. 

Asked for comment, William Wagner, 
NACJ secretary, declared that the pro 
posal would discourage repeat business 
in instalment selling. He said that in 
stalment jewelers’ instalment volume has 
declined 50 per cent under Regulation 
W, that indebtedness to instalment jew 
elers will continue to decrease during 
1943, and that further restrictions would 
unnecessarily dislocate business. 

Pointing out that add-on sales in the 
jewelry business are generally smaller 
than the original sale, he said it would 
be a hardship for lower-income buyers 
to have to pay a minimum of $1.25 a 
week on the add-on sale. 

\ second proposal, which it is under 
stood is receiving study from the Fed 
eral Reserve Board, would shorten the 
maximum terms so that a consolidated 
debt, including the add-on, would not 
extend more than nine months. This 


various credit 


would cut the present maximum period 
by three months. 
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Your Watehes Can Help Red Army 


oo 





These will contribute to the United Nations’ "watch on the Rhine.’ All in good running 
order, they were sent JC-K by B. Weiss, Chicago jeweler. They are part of 10,000 watches 
| which it is hoped U. S. jewelers will give to aid the Russian army in beating the Nazis. Send 
watches to war from your store; address them to JC-K, marked ''Watches for Russian Army.” 


If the Russian Army is to drive the 


| Nazis back where they came from, its 


officers must have watches, as well as 


| bread and bullets. Russia can make 


the last two items. It can’t make all 


| the watches the army needs, because 
| its two watch factories are in enemy- 


occupied territory. 

Therefore, JC-K is cooperating in a 
drive to rush 10,000 watches from 
America to the No. 1 fighting front 
of World War II. ‘This publication is 
acting as a clearing house, receiving 
watches from the U. S. jewelry industry 


and sending them through the Ambijan 


Committee for Emergency Aid to the 


| Soviet Union and the Soviet consul to 
| the points where they’re needed so 


vitally. 

To ship watches to war, send them 
in packages marked “Watches for Rus- 
sian Army” to Tue Jeweters’ Crrcuar- 
Keystone, 100 E. 42nd St., New York. 
All contributions will be acknowledged 
by letter and in future issues of this 
publication. 

Any watches — men’s or women’s 
models, open-face, hunting case, chate- 
laine, wrist models—are desired, so long 
as they run with reasonable accuracy, 
and can help an officer time a military 
maneuver, or can help a nurse count the 
pulse of a battle victim. Wanted 
watches may be: 

(1) New ones from stock. Such a 
gift to the United Nations’ cause would 
be in the heroic spirit, in view of the 
admitted scarcity of new models. 

(2) Old models, inspected to see that 


| they run with a fair degree of accu- 


racy. 

(3) Trade-ins, overhauled with the 
store management contributing parts and 
the repair department contributing ser- 
vices, so that these used timepieces can 
be restored to usefulness. 

(4) Customers’ “extra” watches, con- 
tributed by customers in response to re- 
quests by jewelry stores. The Ambijan 
Committee, 285 Madison Ave., New 
York, will send a_ striking poster to 





any jewelry store, picturing a Red offi- 
cer in the act of timing a gun crew’s 
fire. lettered, “For the officer, pilot, 
doctor, nurse, guerrilla, correct timing 
is the difference between life and 
death! Get your certificate, leave your 
watches here,” the poster will induce 
customers to leave unneeded watches at 
your store; you would then give the 
donor a certificate sent you by the com- 
mittee, recondition the watch, and send 
it to either Ambijan or JC-K. 


WATCH GIFTS BEGIN | 

Jewelers’ efforts to gather, repair and 
speed watches to the Russian front have 
begun as the result of last month’s plea 
on page 86 of JC-K’s January number 
and the cooperation of NACJ and 
ANRJA. 

B. Weiss, jeweler at 172 W. Ran- 
dolph St., Chicago, sent JC-K an ex- 
press package containing 14 watches, all 
in good running order. They included 
men’s and women’s watches of U. S. 
and Swiss origin, some fairly new wrist 
models, others out-of-date but never 
theless usable hunting-case types. 

B. F. Haller, jeweler of St. Maries, 
Idaho, contributed a stem-wind Elgin 
pocket watch, of early year but never- 
theless still in good running order. 

—Robert Barr, of Barr’s’ Credit 
Jewelers, Valdosta, Ga., president of 
the Georgia RJA, promised the com- 
plete cooperation of Cracker State 
jewelers, enlisted all Valdosta jewelers, 
two newspapers and the local radio sta- 
tion. 

Geo. W. Taylor Co., Inc., William- 
son, W. Va., part-owners of a radio sta- 
tion, scheduled spot announcements 
asking the public to turn in unneeded 
watches to be sent the Red Army offi- 
cers and nurses. 

Sam F. Papania, Hazard, Ky., 
jeweler, got the Civilian Defense Coun- 
cil working on a collection of watches 
from the local citizenry. 

But these generous contributions from 
the jewelry industry are only the begin- 
ning. 
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Public Must Be Kept "Jewelry-Conscious" to Create 
Post-War Buying, Jewelry Publicity Board Holds 


‘The executive committee of the Jewelry 
Industry Publicity Board was unani- 
mously of the opinion at its annual busi- 
ness meeting, Jan. 21, in New York, 
that the public’s interest in and desire 
for jewelry goods which has been so 
effectively built up by the Board’s ac- 
tivities in recent years must not be 
allowed to die during the war period, 
even though for the duration some 
classes of goods will be decidedly scarce 
or perhaps entirely unavailable. 

It was voted, therefore, to carry on 
with the campaign through newspapers, 
magazines, radio and movies and to put 
on an active drive beginning at once for 
both new and renewed memberships and 
contributions to carry on the work for 
the coming year. 

The report of Executive Secretary 
William D. McNeil showed the organi- 
zation to be in sound condition, but it 
was emphasized that continuing effort 
to obtain support was necessary in order 
to insure the proper carrying on of the 
work for the period of the emergency 
which lies ahead. 

June Hamilton Rhodes, publicity coun- 
sel, presented her report, reviewing the 
activities of the past year, showing how 
through the efforts of the Board, jewelry 
had been consistently and_ effectively 
publicized in the press, the movies and 
the radio with consequent benefit to 
every branch of the trade. An outline 
of the program for ways and means and 
things to be extended in 1943 was also 
presented by Mrs. Rhodes and approved 


New WPB Control Plan Restricts 
Steel, Copper and Aluminum to 
60-Day Inventory Requirements 


Manufacturers’ inventories of alumi- 
num, copper and steel must be held to 
a maximum of 60 days’ requirements, 
under WPB’s new Controlled Materials 
Plan (abbreviated, like most things 
these days, as “CMP”). 

The plan starts with the second quar- 
ter of 1943. After April 1, no manu- 
facturer may acquire controlled material 
which would boost his inventory higher 
than his 60-day needs; no manufac- 
turer who needs less than a 60-day sup- 
ply can exceed a “practical working in- 
ventory.” 

Inventories of materials except aluri- 
num, copper and steel remain subject to 
Priorities Regulation No. 1. 

The controls of the regulation are ap- 
plicable item by item. Since CMP as- 
sures deliveries in sufficient amounts to 
maintain authorized production sched- 
ules and repair and maintenance opera- 
tions, the item by item inventory control 
makes possible the balancing of inven- 
tories in accordance ‘with production 
needs. 

The official Class B product list, issued 
Dec. 21 by WPB, names about 500 
groups of related articles included in 
which are jewelry, clocks and watches 
(including chronometers), and _ silver- 
ware, plated and sterling. Manufac- 
turers in this group will receive their 
allotments from WPB industry divisions 
and should file their applications with 
the War Production Board on or before 
Feb. 9. Those manufacturers who qualify 
under CMP will receive allotment num- 
bers which will take precedence over 
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by the committee which, at the same 
time, expressed its endorsement of the 
job that has been done up to the present 
time. 

It was decided that a small percent 
age of the funds at present in the trea 
sury be devoted to the drive for mem- 
be rship and contributions, and the Board 
also asked that manufacturers who cared 
to do so, might occasionally donate ad- 
in the trade papers for 
the purpose of soliciting memberships 
and subscriptions. The trade press 
pledged continuation of its editorial sup- 
port of the effort, as in the past. 

The following were elected to the ex- 
ecutive committee for a three-year term: 
William Ansen, Louis Aisenstein & Bro.; 
Norman M. Morris; Willson A. Streeter, 
Bailey Banks & Biddle Co.; Kenneth I. 
Van Cott; Louis Heyman, Oscar Hey- 
man & Bros.: B. G. Rudolph, president 
of Rudolph Bros., and president of the 
National Association of Credit Jewelers. 
Mr. Rudolph, as president of NACJ, 
succeeds former President Ralph Roess- 
ler who previously represented that asso- 
ciation on the Publicity Board. The 
others were all re-elections. 

Officers of the board continue as at 
present, namely, John Hall, Hamilton 
Watch Co., chairman; Paul Monohon, 
Krementz & Co., vice-chairman, and W. 
Waters Schwab, J. R. Wood & Sons, 
William D. MeNeil was re- 
secretary, and June 
publicity counsel. 


vertising space 


treasurer. 
elected executive 
Hamilton Rhodes, 


prefeicnce ratings so it is obviously 
to the advantage of the producer to 
have his application on file on that date. 


Copper Owned Dec. 31 Can Still 
Be Engraved for Plates; But Three 
Pounds Must Be Sold for Pound Used 


The recent prohibition on the use of 
copper engraving plates for printing 
greeting cards, business stationery, etc., 
has been relaxed by the Director General 
for Operations in Copper Order M-9-c 
as amended Jan. 21. The amended order, 
however, requires engravers to sell as 
scrap a specific quantity of old engrav- 
ing plates. 

The order as amended Dec. 26 (see 
page 92, JC-K’s January issue), stated 
that “the use of copper or copper base 
alloy engraving plates for engraving 
calling cards, greeting cards, social and 


business stationery and other similar 
purposes is prohibited after Dec. 31, 
1942.” 


The order as amended Jan. 21 does not 
permit the use of new copper for these 
purposes. However, it permits plate en- 
gravers to use copper in their posses- 
sion on Dec. 31, 1942, as well as any old 
plates, on the same basis as other graphic 
art users of copper. 

Each engraver is required to sell to a 
scrap dealer before the end of each 
calendar quarter, three pounds of old 
plates for each pound of copper prod- 
ucts which he engraved for the purposes 
in question during that quarter. 

This latter provision is expected to 
provide engravers with the incentive to 
persuade their customers to scrap their 
plates, thus creating a sizable tonnage 
for war production. 








We Will 


PURCHASE 
Your Stock of 


WATCHES 
DIAMONDS 
JEWELRY 


E will buy your en- 

tire usable stock of 
Watches, Diamonds 
and Jewelry at 100 
cents on the dollar for 
immediate cash. We 
are not professional 
operators whose pur- 
pose is to buy up stocks 
at sacrifice prices. Our 
firm is an old estab- 
lished retail jewelry 
store who needs mer- 
chandise and is willing 
to pay what it is worth. 
If for any reason you 
wish to retire from 
business, wire or write 
as much detail as pos- 
sible. Also advise when 
inspection of your 
stock can be made. 


PHONE—M Arket 3-2987 


Fe BUSSASSONS 3 > 





875 BROAD ST. 
NEWARK, N. J. 

















Quick - Live - Cash 


FOR YOUR 


New or Old Mdse 


* DIAMONDS—Set or unset, large or 





small. 

* WATCHES and movements, any 
make or condition, large or small 
quantities 

* JEWELRY—Solid gold or gold filled. 

* CHRONOMETERS and SEXTANTS, 


MICROSCOPES, OPTICAL IN- 
STRUMENTS. 

* OLD GOLD, silver, platinum, or other 
precious metals. 


* STONES—Genuine, synthetic or imi- 
tation. 

* WATCHMAKERS 
JEWELERS 3 LATHES, 
MACHINERY, E UIPMENT, 
TOOLS, MATERIALS. 

* WATCH and JEWELRY BOXDBS of 
all kinds. 

* YOUR ENTIRE STORE, SHOP OR 


FACTORY with or without balance 
of your lease. 


WE WANT YOUR MERCHANDISE 
ANY CONDITION—ANY QUANTITY 


You can send us your merchandise with 
confidence, subject to return at our ex- 
pense if price is not satisfactory. 
Licensed and Bonded. References. 
SEND TODAY — WITHOUT DELAY 
Write... Wire... Telephone 


IRVING SACK’S JEWELRY CENTER 


864-A BROADWAY, NEW YORK 


[ Canal—6-4958 
Walker—5-9265 
Gramercy—7-7715 


Telephone 

















Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—1I4 Kt 
sizes; also Bill Clips, 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


in three 
Charms and 


Manufacturers 


64 West 48th Street 
New York 





CLIFFORD A. MILLER &CO., Inc. 
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q Stationed in the U. S. after five months 
of daily dog-fighting over Malta, Reade 
Tilley, Jr., son of Reade Tilley, of the 
Tilley Jewelry Co., Clearwater, Fla., 
hopes soon to blast more Nazi aircraft 
out of the sky. Serving with the Second 
American Eagle Squadron for England, 
he engaged in five months of daily air- 
battling over Malta, destroying seven 
enemy planes, probably destroying three 
more, and damaging five others. For 
these exploits he won the Distinguished 
Flying Cross from the hands of Lord 
Gort. ‘Transferred Oct 12 to the U. S. 
Army Air Force with the rank of cap- 
tain, he was assigned to staff work at 
Washington. Last month he told his 
jeweler dad he hopes to head soon for 
Tunisia, “where there will be plenty of 
fun.” 

q Word comes from Ernie Pyle, Scripps- 
Howard's correspondent in Algeria, that 
Pvt. Abraham Casper Leon Saide, of 
Buffalo, N. Y., is much in demand by the 
Army as an interpreter. Pvt. Saide came 
to America from Alexandria in 1924, 
speaks Egyptian, Turkish and Greek, and 
is a watch repairer by trade. 

qSeems as though there is no letup in 
the parade of Cincinnati jewelers to the 
armed services. Four that left recently 
are Carl Roos, Wallenstein-Mayer Co., 
now in Virginia; Charles Jauch, A. G. 
Schwab & Sons; Harvey Hinkel, Geo. H. 
Newstedt Co., enlistee in the Navy now 
studying at Iowa University, and Her- 
bert Schwartz, of William A. Effler, now 
at Fort Hancock. 

q Eugene MacDonald, of Newport, Ky.. 
a duration absentee from his job at the 
Wadsworth Watch Case Co., Dayton, 
Ky., is one of six sons in his family all 
of whom are now in the Army. The old 

est, Eugene, was inducted last April and 
is now stationed at the Lincoln Air Base. 
Lincoln, Neb. His brothers are stationed 
in localities ranging from New Hamp 

shire to California. 

q Adolph Ritter, Southern representative 
of M. Sickles & Sons, Philadelphia, for 
six years, joined the Army, Jan. 6. ‘Two 
davs later his wife received a lieuten 

ant’s commission as a nurse. 

q Mickey Orloff visited former fellow 

employees at the House of Milner, Phila 

delphia, while on furlough from Aber 
deen. Fred Weisberg, of the same firm, 
has been made a staff sergeant at Eagle 
Pass, Tex. 

q Sidney Gubernick, former office em 

ployee in the Barney B. Tratenberg shop, 
Philadelphia, recently was released from 
the Camp Davis, N. C., hospital after 
treatment for a sinus condition. 

4 Al Engelhart, son of one of the Croas 

dale & Engelhart firm owners, Trenton, 
N. J., is training as an airplane me 
chanie at Seymour Johnson Field, Golds 
horo, N.C. He formerly watch 

maker. 

@qA. Aaronson, ex-diamond = setter of 
Philadelphia, has won a promotion and 
has been transferred to Washington. Abe 
Cohen, watchmaker in the same shop, is 
qualifying as an instructor in the Golds- 
boro, N. C., camp. 

qThree Philadelphia jewelry salesmen 
packed upoand joined Uncle Sam's khaki- 
clad nephews on Jan. 5. They were 
Walter Fair, associated with Aisenstein 
& Gordon for eight vears; Frank Mintz, 


was a 





Hugh Matheson, formerly of the watch de- 

partment of Smith-Patterson Co., Boston, 

who is now an acting first sergeant in a 

tank corps, at the controls of his armored 

jalopy during maneuvers in South Carolina. 
He is now in service overseas. 


of Maurice Mintz & Sons, and 
Hoffman, of Hoffman 
q Youngblood 
La. have made a considerable contribu 
tion to the war effort. Two 
W. C. Youngblood are in the Army Air 
Forces, one somewhere overseas, and the 
other at Chanute Field, HL ‘Fommy 5. 
Youngblood, son of J. D. Youngblood, is 


Maury 
Bros. 
Jewelers, of Shreveport, 


SOnS ot 


at Camp Davis, Wilmington, N.C. with 
an Ack-Ack unit. 
q. Pvt. Clair W. Hoffman, formerly with 


Paul Messerivy, York, Pa. is now sta 
tioned at Camp Adair, Ore. Pvt. Hoff 
man is a graduate of the Wisconsin In 


stitute of Horology. 


This is George 
W. Wert, formerly 
field representative 
of Elgin National 
Watch Co. who 
has enlisted in the 
U. S. Navy and 
now has a_rating 
of yeoman second 


class, 





D. Defee, jeweler 


seeing active 


q Three sons of Dr. C. 
of Grand Saline, ‘Tex., are 
service. Sergeant Charles B. Defee was 
at Hickham Field on the fatal Dee. 7, 
then in the Battle of Midway and from 
there to the Solomons for another crack 
at the Japs. Another son, W. J. Defee, 
is a physical instructor in the Navy at 
Bradley Field, Va., while a third son is 
receiving some expert radio training at 
San Antonio. 

¢ Lieut. Walter Strasburger, formerly a 
member of the staff of J. Engel & Co., 
Baltimore, is now a bombardier and is 
stationed in California. Another Fngel 
alumnus, Lieut. Edward Lilly, spent the 
holidays at his home in Baltimore. 
qJohn C. Grau. Jr., pre-med sophomore 
at the University of Pittsburgh, and son 
ot the newly-elected) president of the 
Western Pennsylvania RJA, last month 
entered the Navy Air Corps Cadet school 
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at Indiana, Pa. He expects further 
training at Chapel Hill, N. C. 

q Friends of Wendell Hay, formerly of 
Trefry & Partridge, Boston, now a sea 
man, first class, in the Navy, received 
V-mail Christmas cards indicating that 
he is stationed in London at the Ameri 
can Embassy office of Naval Attache. 
¢q Gilbert Oakes, with Edward E. Oakes, 
Boston jeweler, is now in the Army. 

q At Shreve, Crump & Low Co., Boston, 
18 members of the staff have gone into 
the service, representing 20 per cent of 
the personnel. Their places have been 
taken by women and older men. 

q Jerry Wiss of Wiss Sons, Inc., Newark, 
N. J., is in Australia, serving as captain 
in the Army. Capt. Wiss was one of the 
first Certified Gemologists in the country. 
q Ernest Tillinghast, a member of the 
merchant marine, called on his former 
associates at Thomas Long Co., Boston, 
recently, to relate an exciting account of 
being torpedoed at sea and drifting in a 


lifeboat for three weeks before being 
rescued. 
q Corp. Don R. Leveridge, formerly 


sales representative of A. D. Leveridge, 


New York diamond importers, was in 
England when last heard from. His 
Corp. Don R. 


Leveridge, now in 
England—but not 
for diamonds. 





Leveridge, is an 


Leo L. 


brother, Lieut. 
army surgeon and is still in the U.S. A. 


q Maj. Harry D. Henshel, secretary of 
the Bulova Watch Co., and now at- 
tached to the Army Air Force, has been 


transferred from ‘Tonopah, Nev., to 
Wright Field, Dayton, Ohio. . . . Other 


First Lt. 


news from the Bulova sector: 
Seymour Epstein, son of Samuel P. 
Epstein, vice-president of the Bulova 


Watch Co., is now on the fighting front 


in the South Pacific. Corp. Abe 
Berger has been sent to North Africa 
from his former post in England. : 
Ensign Arnold Schwedock, who left 
Bulova two years ago to enlist in the 


Navy, is now on duty at sea. 

q Norman Rosen, of Philadelphia, is now 
in the Coast Guard and is on duty in 
the Port of Philadelphia. Also in the 
armed from Philadelphia are 
two employees of Hollander & Fleishman 


services 


Co., William L. Carnow in the Signal 
Corps at Camp Crowder, and Irving 
Greene in the Air Force. . . . Sid Lopa 


tin, of Alexander Lopatin, has recently 
become a second class machinist mate, 
and Mollie Millman, the store’s book 
keeper, will be leaving shortly to be- 
come a WAAC. Michael Orloff, 
formerly with R. S. Milner & Co., has 
written a musical play for the boys at 


Aberdeen—look out Broadway! 


FOR FEBRUARY, 1943 


George Boger, Jr., chemist with the Em 
pire Smelting & Refining Co., is now in 
the Medical Corps. 

¢ Mrs. S. E. Owen, of the Owen-Cotter 
Jewelry Co., St. Petersburg, Fla., is the 
proud mother of Navy Ensign Sam 
Owen, who enlisted in the Navy about a 


Ensign Sam Owen, 
Jr., Petersburg, now 
at the Miami 
Naval Base. 





year ago and recently received his com 
mission following four months of inten 
sive training at the midshipmen’s school 
at Notre Dame University. Following a 
brief New Year's leave, he is 
tioned at the Miami, Fla., Naval 
q Bruner-Ritter, Inc., manufacturers of 
watch bracelets, 630 5th Ave., New 
the following members of their 
staff are now in the armed forces: Max 
Matsil, Roy Barrett, Irving Rowen, W. 
V anderhoff, H. Landsman, Frank Dakun, 
Lionel Smith, George Cvanciger, William 
Gemenez, Samuel Katz, 
H. Schnetman, Charles Goldenback, O. 
Persichille, Andrew Ondus, John 
Soltis. 


now sta 


Base. 


announce 


and 


November Jewelry Tax, 
$7,859,345, Ils Over Twice 
Same Month Year Before 


The 10 per cent excise tax on jewelry 
sold in November, 1942, was more 
twice the tax for the 
1941, the Bureau of Internal Revenue dis 
closed Jan. 22. Collections were $7,859,- 
345 for the month in 1942, 
of 111 per cent from the $3,720,419 col- 


Same 





York, | 


Harold Tankos, | 


than | 
month of | 


an increase | 


| 


lected in November, 1941, second month | 


of the tax. 
He re’s how 
run for the last 


collections of the jewelry 

tax have 14 months: 
Customary 
Percentage 


lmount of Tax of Year’s 


Month Collected Total 
of Sale Ist year 2nd year Sales 
Oct. $1,739,464 $6,024,165 7.0% 
Nov. 3,720,419 7,859,345 8.2% 
Dec. 9,372,331 25.2% 
Jan. 8,283,693 - Spated 5.6% 
Feb. .. 4,248,651 5.2% 
March 4,598,241 6.0% 
April 1,625,160 6.5% 
May 4,912,290 8.0% 
June 6,016,472 8.6% 
July 5,365,501 6.5% 
Aug. Cy) er 6.6% 
Sept 6,694,616 6.7% 
Ist year 

total. . $65,809,635 100% 


2-month 


total 5,459,883 $13,883,510 15.2% 


ph ° ly, ly; 
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A large and complete 
line of Ring Mount- 
ings, Watch Cases and 
Watch Bracelets for 
immediate delivery. 


METRO 
JEWELRY CORP. 


Manufacturing Jewelers 


21 WEST 46th STREET 
NEW YORK 
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GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 


Special Attention to 


CUTTING 
ENCRUSTING 
DRILLING 


MAX STERNaoo. 


Importers 


New York 


en 


102 


17-23 John St. 





























Scant War Work Possible in Jewelry Plants, 
with Manufacturers 


Army Man Finds in Meeting 


That jewelry manufacturing plants of 
average sisze and equipment can do very 
little in the war effort, was pretty clearly 
evidenced as a result of the meeting held 
in New York, Jan. 7, between representa- 
tive manufacturers of the New York 
area and a delegate from the Army’s 
Ordnance Department. 

For the double purpose of increasing 
production of war materials, and of 
helping jewelry makers who want to get 
into war work but have been unable to 
do so, the Army invited representatives 
from every branch of jewelry-making to 
canvass the situation with Capt. Thomas 
Fk. Murray, Jr. of the staff of the 2nd 
Corps Area and James R. McCarthy, 
civilian representative of the War De- 
partment, in order to explore the possi- 
bilities from the standpoint of what the 


| Army needs and what the manufacturing 
| jewelers can do. 


William B. Ogush, of Katz & Ogush, 
president of the Jewelry Crafts Associa- 
tion, presided at the meeting which, in 
addition to Capt. Murray, Mr. McCarthy, 
and himself, was attended by the follow- 
ing: 

Walter Beer, of Associated Jewelers; 
Herbert Greenberg, of the National 
Watchcase Manufacturers Assn.; Milton 
Heller, of the Silver Jewelry Manufac- 
turing Group; Al Hicks, from the Edu- 
cational Jewelry Manufacturers Assn.; 


Fred M. Hirsch, representing silver- 
smiths of the New York area; Leo 


Kamion, of the watch crystal manufac- 
turers group; Charles Mealy, for the 
makers of chains and watch attach- 
ments; Jacob Mehrlust, of the Platinum- 
smiths Association and chairman of the 
Jewelers War Production Committee; G. 
H. Niemeyer, chairman, Jewelers Vigi- 
lance Committee; H. M. Paskow, from 
the colored stone and lapidary group; 
Leonard Shiman, of the Jewelers War 
Production Committee, Newark War 
Production Pool; Henry Sperling, field 
secretary of Jewelers War Production 
Committee and secretary of Jewelry 
Crafts War Production Committee, and 
Leon Williams, president, International 
Jewelry Workers Union. 

Rach in turn described the experience 
of his own group, and his own company, 
in trying to obtain war work. A few 
had met with a fair degree of success, 
but the great majority of shops had been 
unable to secure anything—or at most 
to only a very small extent—in spite of 
diligent and continued efforts. 

Those who have succeeded had, in 
every case, the benefit of one or more 
of three factors which were lacking in 
most cases: 

1. Getting contracts for some small 
specialized item for which the manufac- 
turer’s regular equipment was adaptable, 
but for which the total need is not great 
enough to provide work for all—such as 
surgical instruments or uniform insignia. 

2. A few big production plants with 
a kind and quantity of equipment not 
found in the typical jewelry manufac- 
turing shop. 

3. One or two who have been able to 
acquire or to set up substantial plants 
entirely apart from their regular busi- 
ness as jewelry manufacturers. 

Apart from these special and some- 
what isolated instances, it was the uni- 
versal experience that outside of a little 
work for the tool room, the kind of 


) 
| 








equipment and skills found in the aver- 
age jewelry plant simply are not needed 
in the war effort. Assembling, polish- 
ing, brazing, plating, stone setting, and 
the other operations (largely hand 
work) which jewelry shops can do are 
of very little use in manufacture of 
munitions, and what little of them is 
needed can usually be done more eco- 
nomically and efficiently in the big plants 
of the prime contractors. Of the one 
type of metal working machinery which 
most jewelry shops have—stamping 
presses—so much is already available 
that it’s a drug on the market. 

Attempts to acquire the kinds of ma- 
chinery and equipment needed for war 
production encounter a hopeless situa- 
tion. Priority orders permitting the 
manufacturer to buy the equipment can’t 
be obtained unless he first has a war 
contract, and he can’t get a war contract 
unless he first has the necessary ma- 
chinery with which to make the goods. 
There seems to be no way to break this 
vicious circle. 

Furthermore, jewelry manufacturers 
do not have the engineering and techni- 
cal facilities that are needed in planning 
the manufacture of products that are 
new to that shop, and so are all at sea 
in attempting to figure on such work. 
Jewelers’ “Know-How” is along entirely 
different lines. 

The testimony of the manufacturing 
jewelers was confirmed in an impressive 
presentation from the workers’ point of 
view by Mr. Williams who related how 
his group had cooperated in the effort 
to get war work for the jewelry plants. 

Jewelers are patriotic—they want to 
help in the war—but as Donald Nelson 
expressed it at a recent meeting in Wash- 
ington, in discussing the plight of the 
New York area—‘You can’t make shells 
or tanks on a sewing machine.” 

Captain Murray indicated his sym- 
pathy to the jewelers’ problems, and a 
report of the findings of the meeting, 
which is part of a survey of small busi- 
nesses in the Metropolitan area, is to be 
forwarded to Washington for study. It 
seems doubtful, however, that much can 
be done to enable the jewelry industry to 
do much more in the direction of war 
production than it is doing now. 


British Wounded to Repair Clocks? 


With the alarm clock situation even 
more acute in England than it is here, 
S. Greenough, a member of the National 
Jewelers’ Association, of Bolton, Lancs., 
has drafted a plan for the consideration 
of the Minister of Labor. Repair of 
alarm clocks, in Mr. Greenough’s opinion, 
is an essential service and he suggests 
the establishment of repair centers under 
trade guidance. Instruction could be 
given to juveniles and disabled ex- 
servicemen who would then be equipped 
to take up full clock repairing after the 
war. 


Buys Claremont Store 


J. E. Palmer, formerly in the jewelry 
business in Gardner, Mass., has pur- 
chased the jewelry store of C. W. 
Hatch, Claremont, N. H. Mr. Palmer 
has been in the jewelry business for 37 
years. He plans to take possession of 
the Hatch store immediately. 
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q B. Heimerdinger, retail jeweler, has 
announced the removal of his office from 
13 Maiden Lane to 515 Madison Ave. 

q The Jewelers’ Fraternal Association 
of New York will hold its annual meet- 
ing on Thursday, March 11, at 1.30 p.m. 
q Meyer Koulish Co., Inc., manufactur- 
ing jewelers, formerly at 64 Fulton St., 
are now in their new and larger quar- 
ters at 228 E. 45th St. 

q William Green, jeweler, of Lynbrook, 
N. Y., was elected financial secretary 
and treasurer of the Lynbrook Board 
of Trade at a meeting held last month. 
q Paul V. Eisner & Co., watch import 
ers, will move to larger quarters on the 
l7th floor of 580 Fifth Ave. about Feb. 


15. The firm has appointed Max 
Templehoff sales manager. 
q Lewis Klastorim, formerly with Jo- 


seph L. Herzog & Co., is now traveling 
as the representative of Harold Cohen, 
importer of precious stones, 620 5th 
Ave. Earl Woodworth will continue his 
association with Harold Cohen. 

q Presentation of the Army and Navy 


“E” award for excellence in war pro 
duction was made to the Moser Jewel 
Co., Perth Amboy, N. J., last month. 


The company is engaged in the manu 
facture of jeweled bearings for aircraft, 
electrical, mechanical and marine in- 
struments. 

q Rundback-Chapman Co., Inc., women’s 
and men’s credit apparel and jewelry 
chain, have moved from 1949 Broadway 
to 136 W. 34th St., where an accessories 
department will be opened to include 
handbags, gloves and costume jewelry. 


The executive offices of the chain has 
also moved to that address. 
q Harry R. Gerber, vice-president of 


Bramley & Co., Ine., retail jewelers, 
White Plains, was elected president of 
the Civic and Business Federation of 
White Plains at its annual meeting last 
month. Mr. Gerber is president of the 
New York Chapter, American Gem So- 
ciety, and president of the Westchester 
Jewelers Association. 

q Twenty-two members of the New 
York Chapter, American Gem Society, 
were guests of J. R. Wood, Ince., 
jewelry manufacturers, 216 E. 45th St., 
Jan. 13, where they listened to a talk 
by Dr. Frederick H. Pough on jade and 
garnets, and received instruction by 


Arthur Muller of J. R. Wood & Sons, 


Harry Gerber and Henry Stevenson in 
the use of the diamondscope. 

q Employees of Busch & Sons, Newark, 
N. J., jewelers, were guests recently of 
George J. Busch, Jr., president of the 
company, at a dinner to pay tribute to 
the company’s founder, George J. Busch, 
Sr. Walter J. Grusch, newly elected 
member of the firm, was in charge of ar 
rangements. Mr. Busch, commenting on 
the history of the firm, recalled that his 
father started it in a small storeroom in 
1880 with only one employee. 

q The Bronx RJA will hold its annual 
meeting and election of officers at the 
Concourse Plaza hotel, Feb. 9. First 
nomination of officers took place at the 
Jan. 12 meeting and was followed by a 
discussion of the WPB directive halting 
copper for alloying with gold or silver 
after Feb. 28. Sam M. Jacobson, presi- 
dent, expressed hope that the prospect 
would be brighter at the time of the 
next meeting. 
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4q A discussion of current problems fac- 
ing jewelers featured the Jan. 20 meet- 
ing of the Brooklyn RJA at the Hotel 
Granada. Speakers touched on_ black 
market operations, manufacturers’ diffi- 
culties in obtaining sufficient gold and 


silver, and the extent of loss of sales 
through Army Exchanges and_ Ship 


Stores in competition with retail trade. 
Members voted enthusiastic support of 
the Feinberg Bill to control industrial 
jobing in New York state. 

q Mrs. Therese Leveridge has 
joined her husband in Washington after 
liquidating the greater part of the dia 
mond stock of A. D. Leveridge, diamond 
importers. ‘The offices at 607 5th Ave. 
have been sublet to Deitz Freres, and 
unfinished business is handled in a tem 
porary office at 5th Ave., for the 
duration. Athos D. Leveridge, a senior 
industrial specialist with the War Pro 


now 
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duction Board, is chief of the Diamond 
Die Unit, and administrator of Conser 
vation Order M-I181 which controls the 








production, distribution and use of small | 


diamond dies. 


qMax Wolf, 
genial sales rep- 
resentative of the 
Gruen Watch Co., 
Inc., was elected 
president of the 
New York Jewel- 
ers’ Benevolent 


Association at its 
annual meeting 
Jan. 19. Other 
officers are: Sam 
Finkelstein, vice- 
president; Joseph 
Goldman, treas- 
urer; Jack Dolgin, 
financial 
tary; Arthur Bergman, recording secre- 
tary; Jack Goldenberg, sergeant-at- 
arms; Dave Weinberg, chairman of the 
membership committee; also trustees Eli 
Isaacson, Herman Lehman and Al Wal- 
den. 
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100 Per Cent Aid for Red Cross 

Is Goal of March | Solicitation 

Through New York Jewelry Industry 
their full share in 
the annual drive of the American Red 
Cross for members which this year 
opens on March 1, the jewelry industry 
of Greater New York plans a hard-driv- 
ing campaign to insure as nearly 100 per 


Determined to do 


cent representation from the industry 
as possible. 
The lead in setting up the activity 


was taken by the Jewelers Security Al- 
liance which called a meeting, Jan. 22, 
attended by 30 representative leaders of 
all branches of the trade. From 











ENCRUSTERS 


STONE RINGS ENGRAVED 

@ CRESTS @ DRILLERS 

@ COATS-OF-ARMS @GEM CUTTERS 

@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 


10S Fulton St. New York, N. Y. 























FRIEDMAN GEM CO., INC. 


5,000,000 
ROYAL MARCASSITES 


sizes 1-2 


Delivered in Sealed Packages 


White and Blue 


saeco SS 


CULTURED PEARL NECKLACES 
CHINESE JADE 


71-73 Nassau St., New York City 








OMEGA 


The watch of world precision record 


NORMAN M. MORRIS 


WATCH CORP. 
608 Fifth Ave... . New York 
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dia- | 


monds to costume jewelry, all pledged | 


active support. 

Victor Lambert, of 
and Aaron Sverdlik, 
Sverdlik, were selected 


Lambert 
of 


co-chairmen 


Robinson & 
of 


the drive committee, with Walter Eitel- | 
bach, diamond importer; Howard Boyn- | 
ton, treasurer of Handy & Harman, and | 


Ben Lazrus, of Benrus Watch Co., as 
vice-chairmen. Harold S. Gardner, of 
the Jewelers Security Alliance, was 


chosen secretary-treasurer. 


Bros., | 


“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lis. Thrislic ? (a ; 


65 NASSAU STREET 








BEAD SPECIALIST 
All Kinds of Genuine Stone Bead Necklaces 
Earrings Pendants Bead Bracelets 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 








MILITARY RINGS 


BRIDAL SETS 
JOSEPH A. RICH 


Mfrs. of Plat. & Gold Jewelry 
62 W. 47th St. New York, N. Y. 








J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 


PALLADIUM 
WHITE GOLD 








SIMONS BROS. CO. 
THIMBLES 


9th ST. 





269 So. PHILADELPHIA 
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PLEDGE JEWELERS' AID FOR RUSSIAN WOUNDED 


More than 150 from the New York jewelry industry attented a dinner in New York last month 
by the Jewelry and Allied Trades Division of Russian War Relief. Plans were made to extend 
the drive to send medical supplies to Red Army and civilian wounded throughout the entire 
industry following a successful appeal at the dinner. Photo shows (I. to r.): Aaron Sverdlik, 
Robinson & Sverdlik, division co-chairman; Rex Stout, author and chairman of the War 
Writer's Board, who spoke; Benjamin Lazrus, president of Benrus Watch Co., chairman of the 
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NEW YORK CITY Jewelry Crafts Association 
Reelects Ogush President 
At Annual Dinner Meeting 
The manufacturers of fine jewelry who 
compose the Jewelry Crafts Association 
of New York City assembled for their 
| annual dinner and business meeting at 


Wanted Immediatel the Hotel Taft, New York, the night of 

ane y | Jan. 18, and re-clected the following 
9 , 

Watchmakers’ & Jewelers 














officers for the ensuing year: President, 
William B. Ogush, Katz & Ogush; first 
vice-president, Jacob H. Schaeffer, -Shi- 


Motors, Staking Sets, Too!s, 


Materials, Equipment 
WE WANT YOUR MERCHANDISE 
ANY CONDITION — ANY QUANTITY 
You can send us your merchandise 
with confidence, subject to return at 
our ‘expense if price is not satisfac- 
tory 


man Bros. & Co.; second vice-president, 
LATHE . | Rawson L. Wood, J. R. Wood & Sons, 
. | and treasurer, Clarence W. Chandler, 

| Robert Stoll, Inc. 


Mr. Ogush and Mr. Schaeffer were re- 
board of directors for a 
were Herman IL. 


elected to the 
| three-year term, as 


Licensed and Bonded. References. WILLIAM B. 
WRITE.» WIRE. - TELEPHONE OGUSH, 
& Ogush, 
IRVING, SACK’S JEWELRY CENTER ff *-cicctea ‘president 
864-A BROADWAY, NEW YORK of the Jewelry 


Phone Canal—6-4958. Walker—5-9265. Crafts Association. 


Gramercy—7-7715 











Baskin, Baskin Bros., Ine., and Milton 
Rosenberg, H. F. Hirsch, Inc., the terms 
of Mr. Wood and Mr. Chandler carry 
ing over. 

President Ogush reviewed the events 
of the past year affecting the jewelry 
industry and the activities of the asso- 
ciation in helping to ease the difficulties 
imposed upon jewelry manufacturers by 
the impact of the war. He touched on 
the various copper, nickel, silver and 
platinum restrictive orders, several of 
which were modified or deferred through 
| the endeavors of the Jewelry Crafts 

Association committee, in cooperation 


Everything ix STONES ... 


| 





and the International Jewelry Workers 
Union. 

To help jewelry manufacturers con- 
vert to war, he said, the association 
formed the Jewelry Crafts War Produc- 
tion Pool, whose production engineer, 





with the Jewelers Vigilance Committee 


division; and Jacob H. Schaeffer, Shiman Bros. Co., division co-chairman. 


Jacques Wolf, can be consulted at the 
association’s offices to assist members of 
the pool in expediting the conversion of 
their tools to war work. Mr. Ogush dis 
closed that the pool is considering sey 
eral important war contracts. 

G. H. Niemeyer, president of Handy 
& Harman, who was the featured guest 
speaker, discussed the outline for the 
industry for 1943, stating plainly the 
problems that confront the trade and 
mincing no words as to the situations 
that would have to be faced and dealt 
with. While not optimistic, he indicated 
that enterprising, well-managed busi 
nesses should be able to survive the war 
stringencies in spite of its many hazards 


He warned, however, that it would be 
no easy task. 
Victor W. Mills. price attorney for 


the OPA, explained the workings of the 
price ceiling regulation as it affects the 
jewelry industry, and Benjamin Roth 
stein of the Wage and Hour Division of 
the U. S. Labor Department, discussed 
the stabilization of hours and 
working conditions. The meeting closed 
with a report on current negotiations 
between the employing jewelers and the 
Jewelry Workers Union. 


This Chronology Should Reach 
The "March of Dimes'’ Committee 


March, 1942—Ted Brooks, 22, 
while in high school was stricken with 
infantile paralysis, borrowed money to 
buy a watch repair shop, at 1940 EK. 6th 
St., Cleveland. Able to get around on 
crutches, he’d learned watch repairing 
through the help of the Bureau of Voca 
tional Rehabilitation of the Association 
for the Crippled and Disabled. 

November, 1942—The salvage 
paign was asking for war-needed metals. 
Happy to give something to his country, 
Brooks dismantled the burglar protection 
from the door of his shop, turned it in 
as scrap. 

New Year’s Eve, 1943—A __ thief, 
prowling for loot, inspected Ted’s Watch 
Repair Shop. Without its former burg 
lar deterrents, the door was an easy job; 
the thief broke in, and escaped with 
Brook’s stock of new watches. 

The Cleveland Press said that Brooks, 
uninsured, is working hard, and hope:s 
to have his debts paid off before long. 


wages, 


who 


cam 
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ANRJA's New York Mass Meeting Disappoints 500, 
Save for Remarks of Grinberg, WPB Jewelry Chief 


The much-heralded mass’ meeting 
sponsored by ANRJA at the Waldorf 
Astoria Hotel, New York, on the after- 
noon of Sunday, Jan. 24, distinctly 
failed to live up to its advance notices. 
Circulars announcing the meeting which 
had been mailed to the jewelry industry 
throughout the metropolitan area, prom- 
ised that “high officials of the United 
States Government” would _ provide 
authentic answers to three outstanding 
questions: 

1. “Will I be able to survive during 
1943?” 

2. “What can I expect in the way of 
merchandise, supplies, materials and 
labor ?” 

3. “How can I become more familiar 
with Governmental wartime orders in 
order to avoid violations ?” 

The circular went on to say that “it 
would take you days of time and end- 
less letter writing to get the informa 
tion you will acquire in one afternyon.” 

With the single exception of P. 
Irving Grinberg, administrator of the 
jewelry division of the WPB in Wash- 
ington, D. C., who presented a really 
informative picture of the metals situ- 
ation and particularly the outlook with 
respect to gold and copper, neither the 
speakers nor what they had to say ful 
filled the advance promises. 

The rest of the “high officials” turned 
out to be minor executives from branch 
offices of the various government agen- 
cies, and their talks, instead of provid- 
ing new and valuable information were 
merely routine repetitions of part of 
the things that had already been fa* 
more fully covered both in the trade 
press and at previous meetings. 

Following the introductory remarks 
of President Charles J. Michaels of 
ANRJA, Benjamin H. Gordon, com 
mercial agent for the New York Area 
of the U. S. Department of Commerce, 
took over as chairman. The _ first 
speaker whom he introduced was S. V. 
Este, priorities analyst for the New 
York Region of WPB, who gave an ele- 
mentary outline of the history of the 
WPB and its basic philosophy, with the 
obvious need for conserving scarce ma 
terials which underlay its creation. His 
remarks were entirely general in char- 
acter and had ne particular application 
to the jewelry industry. 


“WHY AM I HERE?" 

Henry C. Wald, of the New York 
Office of the Motor Transport Division 
of the Office of Defense Transportation, 
told of the present situation with regard 
to truck transportation, having prefaced 
his remarks with the frank statement 
that he himself was at a loss to under- 
stand what interest there would be for 
the jewelry industry in motor trucking. 

Milton Scher, an assistant from the 
New York Office of OPA, outlined the 
broad principles of the General Maxi- 
mum Price Regulation, and mentioned 
the effort that is being made to permit 
retailers to effect economies in the direc- 
tion of eliminating merchandising “frills.” 


HOPE FOR COPPER ALLOY 


Mr. Grinberg, who preceded Mr. 
Wald on the program, provided the one 
high spot of the afternoon. He held out 
a note of distinct hopefulness that some 
copper might be made available for the 
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purpose of alloying karat gold after 
Mar. 1—the date on which its stoppage 
for this purpose is called for under the 
regulations as they now stand. He indi- 
cated that while it was not yet certain 
just what would be done, or upon what 
basis it would be done, the present order 
would probably be extended or modified 
in some manner to permit continuance 
of the manufacture of gold jewelry, 
though perhaps in a somewhat restricted 
quantity. He pointed out that if such 
provision were made, it would include 
a requirement that each individual 
jewelry manufacturer seek and obtain 
individual permission for his own use of 
copper, substantiating his application 
with the facts and figures covering his 
own particular case. 

He also emphasized that the U. S. 
Treasury has announced that excise or 
other taxes which are raised by the 
manufacture or sale of a product should 
not be taken into consideration by the 
War Production Board in the allocation 
of materials, but that such allocation 
should be made solely on the basis of 
the needs of war and the best interests 
of the civilian economy. 

In response to a query during the 
question and answer period that followed 
the formal talks, Mr. Grinberg said that 
the question of allocating a_ limited 
amount of copper for the purpose of 
alloying silver is under WPB considera- 
tion, but that no decision has yet been 
reached. 

Other questions had to do with details 
of the ceiling price regulation. All of 
these, with one exception, have been pre 
viously asked and answered in Tu: 
Jewevers’ Crircunrar-Keysrone and_ to 
repeat them here would be useless dupli- 
cation. The one exception was a query 
growing out of the statement that a 
seller is not permitted to force a buyer 
to purchase a second article in order 
to obtain the one which the buyer 
actually wants. The question was 
whether a jeweler who might formerly 
have been willing to break « set of 
articles in order to sell a single item 
(such as a cream pitcher out of a tea 
set, or a fountain pen from a pen and 
pencil set), would still be required to 
break the set if the customer demanded 
it, in spite of the fact that the retailer 
can no longer, as formerly, obtain thx 
single item from the manufacturer’ in 
order to fill out the set again. 

The speaker was unable to answer the 
question but promised to refer it to the 
legal department of OPA’s New York 
office for decision. Inquiry at that office 
by JC-K on the day following the meet- 
ing elicited the reply that the matter 
would have to be submitted to OPA 
headquarters in Washington for an offi- 
cial ruling. No decision was available 
at the time of going to press, but the 
answer will be published in these pages 
as soon as it is known. 

Between 400 and 500 people were in 
attendance at the meeting. 


q Michael Caplan, retailer and designer, 
has moved from 223 N. Charles St., Bal- 
timore, to 303 N. Charles St. on the 
first floor of the Baltimore Life Insur 
ance building, where he is occupying 
attractive and commodious quarters. 
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WEST 46th STREET 


24 HOUR SERVICE 


Strategically situated in the new Diamond 
Center of the world, ringed by the essential 


allied trades of the jewelry business. 


DIAMOND CUTTERS, DEALERS, and MAN- 
UFACTURING JEWELERS will find layouts in 
"33" particularly well suited to the exacting 


requirements of their trades. 


Reasonable Rentals 


BROWN, WHEELOCK, HARRIS, STEVENS, Inc 

Agent 

22 EAST 40th STREET NEW YORK 
LExington 2-6100 











EWELERS 
BLOCK 


and all other lines of 


Insurance 


in all parts of the world 
PENDLETON & BERGER 


15 WILLIAM ST. NEW YORK 
Tel. HAnover 2-1771 CABLE “PENBERG” N. Y 
ESTABLISHED SINCE 1907 








ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 








RCH CROWN TAGS 
CELLULOID — METAL— PARCHMENT 

Send for Catalog Illustrating 
Our New Improved Line 


18 Crawferd St. Newark, N. J. 














REPAIRING of JEWELRY 
IN ALL ITS BRANCHES 


Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 


61 Beekman St. New York City 
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Now Available . . . Large Stock of 


Sterling Silver Clasps 
in 1, 2, 3 Strands for 
CULTURED PEARL NECKLACES 
Also White Gold Clasps 
+ 
RESULT OF FORTUNATE PURCHASE 


Order While They Last 


FRIEDMAN GEM CO., INC. 


71-73 Nassau Street, New York City 








GOLD 


and 


SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 
Removing of Engravings 


WM.HERTEL & CO., Inc. 


Silversmiths & Platers 


17 W. 45th St. 
New York City 


“25 years at the same 
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(After) 
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| From Manufacturers," 
| New York State Jewelers’ Group 





PERUVIAN 
SILVERWARE 


Guaranteed 900 fine 


Hand made rings, bracelets, 
brooches, bearing Indian de- 
signs of the country. Orders 
attended at low cost by Air 
Express. 

ENRIQUE KAUFMANN R. 
P. O. 886 Lima, Peru, S.A. 














3 WATCH MATERIAL 


Parts for all makes of 
Swiss & American watches. 


Prompt mail service. 
Write for Catalog C 


DEAN COMPANY 


116 Nassau St. New York 


BUY WAR BONDS 


SGQNO8 YvVM ANd 


| mendation that all retail 
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WPB Asked to Distribute 
Victory Alarm Clocks 
Through Jewelry Stores 


model alarm clocks, cased 
wood or glass, and using a 
minimum of brass and other scarce 
materials, will be made after a month 
or two, to end the “time famine,’ which 
now leaves thousands of war workers 
asleep in their beds when they ought to 


Victory 
in paper, 


| be on the job. 


The six-man Non-Jeweled Clock and 
Watch Industry Advisory Committee 
(names on page 84 of JC-K’s January 
issue) last month reported to Robert 
Beatty of WPB their recommendations 
for materials and distribution of the 
victory models. These suggestions were 
not made public when this issue went 
to press. 

As told in this publication last month, 
WPB expects resumed alarm clock pro- 
duction (cut off except for one manufac- 
turer since last July) to care for con- 
siderable military and overseas use by 
the Army, the Navy, the Maritime Com- 


mission, lend-lease and the Board of 
Economic Warfare, beside essential 
civilian requirements. 

Mr. Beatty listened with apparent 


interest last month to JC-K’s suggestion 
that recognized and established jewelry 
stores be given preference over other 
retail channels in the distribution of 
Victory Model alarm clocks to civilians. 

Harder pressed than most stores by 
the elimination of one line after another, 
jewelers will need such dollar volume 
during the critical months ahead; the 
from the sale of alarm clocks 
would mean more, store for store, to 


| jewelers than to department and syndi- 


cate stores; jewelers are the only sellers 
equipped to repair the clocks, Mr. 
Beatty was reminded, 


"No More Ads, Prizes, Handouts 
Declares 


A resolution to place the operations 


of the New York State RJA on a busi- 


ness-like, self-sustaining basis was 
adopted by the unanimous vote of the 
executive committee at a meeting in the 


Waldorf Astoria Hotel, New York, 
Jan. 24. The resolution reads: 
“Resolved: That it be the adopted 


policy of the New York State RJA to 
support itself entirely by the dues of 
members; that the executive committee 
put into effect a comprehensive plan for 
the accession to membership of all re- 
tail jewelers regardless of size and 
method of conducting their business; 
that no contributions in the form of pro- 
gram advertising, door prizes, or other 
support, be solicited by this association; 
that the convention program contain no 
display advertising.” 

At the same meeting, it was also de- 
cided to hold a “stream-lined Jewelers 
War-Time Conference” in Binghamton, 
May 17 and 18. Kenneth I. Van Cott 
was appointed chairman of the commit- 
tee to handle local details. Other appoint- 
ments made at the same meeting con- 
sisted of three new members of the nomi- 
nating committee, namely Past-presidents 
Davis, Scheer and Baringer. 

Also adopted was a resolution endors- 
ing the work of ANRJA, its collection 
and allocation of funds, and a recom- 
jewelers who 


La 











are not already members, enroll in their 
state associations and ANRJA. 

Alfred Morell, president of the asso- 
ciation, presided over the session which 
was attended by Secretary E. Lathrop 


Sunderlin, Treasurer R. E. Brigham, 
Vice-presidents M. J. Engelbert, Earl 
Roth, Henry Astor, Frederic W. Roe- 


del, Kenneth I. Van Cott, Past-presi- 
dents Russell G. Scheer, E. M. Baringer, 
Leon S. Davis, ANRJA _ President 
Charles J. Michaels, Past ANRJA 
Presidents Henry W. von Unruh and 
William D. McNeil, ANRJA Secretary 
Charles T. Evans and Assistant Secre- 
tary Boyd Evans. 

Big Buying Attendance Is Expected 
At New York Gift Show, Feb. 15-19; 
New Yorker Hotel Is the Location 


With a number of exhibitors 75 per 
cent of normal, the New York Gift 
Show will be presented to the buyers 
on the 3rd to 9th floors of the Hotel 
New Yorker Feb. 15-19. Even with the 
reduction from approximately 550 lines 
to 400, this show continues as the larg- 
est single merchandising display of 
gifts, decorative accessories and allied 
lines. 

The planning and arrangements for the 
coming show brought up many unusual 
problems for George F. Little Manage- 
ment, who conduct the event which is 
sponsored by the National Gift and Art 
Association. In the first place, the Hotel 
Pennsylvania, where the show had been 
held for many years, was unable to ac- 
commodate it, or any other large room 
show, this season. 

Because the New Yorker could allot 
only two-thirds as many rooms as were 
formerly occupied at the Pennsylvania, 
this presented an additional problem, 
since few former exhibitors indicated 
any intention of dropping out of the 
show. It became necessary to restrict 
each exhibitor to one room, instead of 
permitting one company to use two or 
more rooms. 

The necessity of switching the show 
to the Hotel New Yorker multiplied the 
pre-show detail work, but the manage- 
ment feels that the plans for the show 
have been satisfactorily completed, and 
the visiting buyers will find the show 
complete, interesting and convenient to 
work. 

The record of the past 12 months in 
the retail gift business has been one of 
continually increasing sales. There was 
plenty of business for the store that had 
merchandise to offer. This was particu- 
larly true during the holiday buying 
rush, which caught many of the shops 
short, especially in regard to the right 
types of gifts for men in service. Thus, 
stores will find inventories low in Janu- 
ary and will come to the gift show in 
February willing and eager to buy fresh 
stocks for spring selling. 

It is also imperative that buyers make 
the best use of time on limited visits to 
market. A large exhibit such as_ this 
offers the best opportunity to conserve 
travel and time by showing what's avail- 
able in the shortest possible time. That 
is why the management in preparing for 
an attendance equal to, or greater than, 
a year ago. 


Rhode Island Senate for Green Bill 
The Rhode Island senate last month 
adopted a resolution placing the General 
Assembly on record as favoring the 
Green Bill, now before the U.S. Senate. 
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t., has re- 
and wall 


q Milton Neff, 742 Sansom 
cently installed new 
fixtures. 

q John Matz of the 
107 S. 8th St., is now 
a few weeks’ illness. 
qCharles Michel, engraver at 720 San- 
som St., is convalescing from an illness 
that kept him home for almost a month. 
qOne of the J. E. Caldwell & Co. show 
windows at Chestnut and Juniper Sts. is 
devoted to a WAVES recruiting display. 
q Gimbel Bros. have recently added a 
watch repair service and perform minor 
jobs while the customers shop through 
the store. 

q Bill Dickson, 
department in H. O. 
is recovering from a 
Camp Gordon, Ga. 
qC. J. Musselman, proprietor of a Beth- 
lehem, Pa., jewelry store, works in the 
Bethlehem Steel plant on the day shift. 
He has employed three girls to fill in 
for him at the store. 

q Charles H. Barlly, 114 S. 8th St., re 
ports that one of his salesmen tried to 
give a horse an apple in a good samari- 
tan way, which resulted in Michael 
Werner ending up in the hospital with 
several broken ribs. 

q I. Neafach, jeweler, of 141 W. Main 
St., Somerset, Pa., recently purchased 
the complete stock of the A. M. Slutzker 
jewelry store in Johnstown, Pa. Mr. 
Slutzker, who retires from the jewelry 
business after 40 vears, will continue his 
optometry at the same location. 

q Charles McGee, for many years an en 
graver in the Le Garr Building, recently 
sold his business and entered defense 
work. George Blankhorn, jeweler in 
Snellenburg’s, also has resigned to lend 
his talents to the war effort. He’s work- 
ing in the Bendix plant. 

q The Horological Guild of Philadelphia 
held its monthly meeting Jan. 12, in the 
Franklin Institute. H. C. Holt gave the 
second of a series of lectures on the 
escapement. Guild President Herman 
Pedrick announced that the lectures are 
open to all members of the trade. 

q All road men at Brown, Gold Co., 110 
S. 8th St., recently were called in be- 
cause of the gas and rubber shortage. 
It hasn’t hurt the firm’s business. Within 
a two-day period buyers checked in from 
Florida, West Virginia, Texas, North 
Carolina, Georgia and South Carolina. 


show cases 


store, 
after 


Matz jewelry 
recuperating 


formerly of the watch 
Hurlburt & Sons, 
knee operation at 


qJoseph Braiger, of Wilmington, and 
Grover Cocke, of the Richmond, Va., 


firm, visited H. O. Hurlburt & Sons, 817 
Chestnut St., on a new year’s buying 
trip in early January. Others making 
Philadelphia buying tours were Henry 
Struntz, of Bethlehem, and Lewis E. 
Wittekind, Trenton. 

q Philadelphia jewelers organized to aid 
the United War Chest drive, which was 
in progress from Jan. 24 to Feb. 10. 
Abe Racoosin, Bulova watch representa- 
tive, acted as chairman, and Paul M. 
Stern, of the Washington Square Build- 
ing, was vice-chairman. Other members 
of the jewelers’ campaign committee 
were F. Clarke Bechtel, Robert S. Frain, 
Ralph Huberman, Jack Kellmer, Oscar 
Kind, Jr., Harry Leibowitz, George A. 
Lyons, Josef S. Milner and David J. 
Sickles. 
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Senate Group Told Jewelers’ Views 


(From page 95) 


option of the retailer. 

The plight of the small retail jeweler, 
hit by the four problems Mr. Michaels 
mentioned, was described in a four-page 
letter sent by Charles T. Evans, ANRJA 
secretary, to every member of the 78th 
Congress. 
ask for—nor do they want} 

subsidy,” Mr. Evans concluded. “All| 
they ask is a fair chance to stay in| 
{ compete on a fair and) 


“They don’t 


business to 
basis with other merchants—and| 


square 
you, and your associates, can grant that} 
request.” | 

Sixteen Senators and 31 Representa- 
tives acknowledged the Evans letter. 


Joe Starnes, Alabama representative,| 
promised to look into the Post Exchange 
matter; Charles S. Dewer, Illinois rep- 
resentative, to “do everything I can” 
for the enactment of the Green Bill;} 


Senator David I. Walsh, Massachusetts, 
“full sympathy with your efforts for a 
fair chance to stay in business on behalf 


of the retail 
Senator 
wrote “I 
in accord 
Senator 
to do “what 


jewelers.” 

Oklahoma, 
am entirely 
with the suggestions you 
Robert ‘Taft, Ohio, 
I can to stop the! 


Thomas, 


that I 


Elmer 
assure you 


make.” 
agreed 


competition by Army, Navy and Marine 
post exchange stores.” There were a 
number of other favorable reactions, in- 


cluding letters from Senators W. War- 
ren Barbour, Penna.; C. Douglass 
Buck, Del.; John A. Danaher, Conn.;| 
James A. Davis, Penna.; Walter F. 
Georgia; Henry Cabot Lodge,| 
Jr.. Massachusetts; Francis Maloney, | 
Conn., and Chapman Revercomb, W. Va.} 
Silver Senator—| 
took issue. “Your| 





George, 


True to type, one 
Johnson of Colorado 
misstatements regarding the silver situ-} 
said he, “lead me to believe that! 
association has a_ secretary whe 
is ready to believe anything without an 
effort to ascertain the truth. I thought 
vour letter sensible and realistic until 
you began repeating falsehoods of the 
silver brokers who hate a fixed price, 
because their money is made _ through 
fluctuations. Then I felt that all of your 


ation,” 
your 


conclusions might very well be off the 
beam.” 
Jewelers’ Mutual Fire Insurance Co. 


Boosts Dividends to 40 Per Cent 


At the meeting of the board of direc- 
tors of the National Jewelers Mutual 
Fire Insurance Co. in Milwaukee Jan. 
20th, the current dividend on jewelers’ 
fire policies was increased from the for- 
33 1/3 per cent to 40 per 
means an additional saving} 
amounting to several thou- 
1943. 

Dividend rates on windstorm 
tended coverage policies were 
fixed at 25 per cent. 


mer rate of 
cent, which 
to jewelers 
sands of dollars in 
and ex 

again 





BUY WAR BONDS 


j\|«DON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY. 


WAR BONDS & STAMPS 


if you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, ete., buy them from us 
ang we'll buy more Bonds and Stamps. 


Write for Catalog, Samples, 


|IL KASSOY"-». 
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JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 





We have served the trade 
since November 1, 1894 


IO 














BYARD F. BROGA 


Manolacturer of Distinctive Diamond 
Mountings and Wedding Rings 


7 oy we Philadelphia f 








EKLGIN & BELMAR 


men ACen 


LOUIS SICKLES 
10135 Chestnut St., Philadelphia. Pa. 
‘Wholesale DixtributerstetheTrade” 








ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 


134 S. 8th St. Phila., Pa. 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free book ‘Your 
iii L Future and Our Sehool”’ 

4 JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 











Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


and Somerset Streets 
PHILADELPHIA, PA. 
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Princess Diamond Ensembles 


Matching Sets of Beauty and 
Rare Value 


The Best Buys on the Diamond 
Market 


Complete Stocks of Loose 
Goods Always on Hand 

















OFF TO A GOOD 
START IN 1899 


For 44 years, Baltimore Jewelry 
Company has been steadily pyramid- 
ing its success on unwavering dealer 
confidence and uninterrupted service. 
Even in these times, you too will find 
extreme satisfaction in forwarding 
your inquiries to us for diamond 
wedding rings, diamond engagement 
rings, diamond wrist watches and 
diamond mountings. 








WHOLESALE JEWELERS 
Established 1899 


104 W. FAYETTE ST., BALTIMORE, MD. 
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ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
@ JEWELRY e@ 








5 HOPKINS PLACE, BALT!MORE, MD. 
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| ¢ W. E. Burroughs, manager of the Sta- 


ples Jewelry Store, Paris, 'Tex., was in 
New York last menth on a buying trip. 
¢q Washington jewelers last month waged 
a War Bond campaign with a $1,000,000 
goal. Subscriptions were solicited from 
more than 150 jewelry manufacturers 
and wholesale and retail firms estab- 
lished in Washington. 

q Samson L. Hiller, New Orleans, La., 
has announced the severance of his con 


| nection with the Hiller Jewelry Co. on 
| or about Jan. 381. He will continue in 


| the wholesale 


jewelry business in New 
Orleans on his own account. 

q Jay Engel, president of J. Engel & Co., 
Inc., Baltimore wholesale jewelers, re 
ceived a severe wrench from a fall on 


| the ice and was forced to postpone his 


January buying trip to New York. He's 
back in his office now, however, and ex 
pects to make the trip shortly. 


q The United Jewelry Shop, owned by 


| q The 


Jerry Zeiff and Jake Kemper, opened 
in December at 17 N. Eutaw St., Balti- 
more, and is featuring novelties and cos- 
tume jewelry. The shop is managed by 
Edward Grobstein, who has had 25 years 
of jewelry experience in New York. 

Birmingham, Ala.. Chamber of 
Commerce paid tribute on Jan. 15 to 
firms that have been in business in Bir 
mingham for 50 years, at its Golden 
Jubilee Celebration at the ‘Tutwiler 
Hotel. Among the merchants so honored 
was Patrick H. Linnehan, retail jeweler. 


| q The A. G. Schultz Co., of 423 E. Lom 


bard St., Baltimore, has sold out all of 
its stock of silverware and discontinued 
manufacturing operations for the dura- 
tion of the war, but retains its moulds 
and patterns with the intention of re 
suming business after the war. ‘The 
members of the firm are for the time 
being engaged in war work. 

q Maurice Caplan, of Oscar Caplan & 
Sons, jewelers, 207 W. Saratoga St., 
Baltimore, recently made a watch charm, 
which was given as a tribute to James 
Ritchie, an official of the Glenn I. Mar- 
tin Co., as “a remembrance of his 
friends at Martin’s.” The charm, model 
ed to scale by Mr. Caplan about the 
size of a half-dollar, shows a three-quar- 
ter view of a Martin B26, done in minia 
ture, and the Glenn L. Martin star. The 
star was executed in 14K yellow gold, 
and the airplane in 18K white gold. 

@ Tennessee jewelers almost unanimous- 
lv report last year’s business the best 
they have ever had, an increase in some 
cases of 30 to 45 per cent. S. H. Cayce, 
vice-president of Geo. T. Brodnax, Inc.. 
Memphis, reports hiring the largest staff 
of salesmen for the holidays in 40 years. 
With war plants and army camps near- 
by, both Nashville and Chattanooga 
jewelers did a bumper business with 
what stock they had. Most of them re- 
mained closed on Dec. 26 and Jan. 2 
while they rearranged the fast-dwindlinz 
inventorv of salable goods. 

q The Baltimore RJA, at a meeting in 
the Emerson Hotel, Jan. 20, decided to 
hold a War Bond dinner Feb. 10, in the 
Emerson Hotel, at which it is expected 
that subscriptions will reach the goal of 
half a million dollars. Some speaker of 
prominence will set off the drive. Jay 
Engel, of J. Engel & Co., Ine... whole- 
salers, at Baltimore St. and Hopkins 
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Pl. is the chairman of the committee of 
arrangements, the other members being 
Sidney Ross, David Lakein, president of 
the association; Abraham Robinson and 
James H. Levi. <A = short business ses 
sion will precede the main event. 

q The steady stream of buyers of jewelry 
and allied goods which has descended 
upon Baltimore for weeks shows no sign 
of letting up, and promises to give whole- 
salers and manufacturers of the city per- 
haps the biggest winter season’ ever 
known. One wholesale firm alone record 
ed some 15 of its customers in search not 
of what they want, but of what they can 
buy. Much the same situation prevails 
in all other houses and stocks are being 
noticeably reduced. Buyers come from 
towns large and small and it is a fair 
estimate that the number visiting this 
market will exceed 100. All seem 
anxious to obtain goods with a fair sale 
quality, and are not determined upon 
any particular line or style trend, only 
wanting assurance that delivery will be 
made as soon as possible. No such eager- 
ness to stock up has been experie need 
since World War I when a similar situa- 
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WE CANT BURN IT 
AT BOTH ENDS! 


We can’t have guns and jewelry too. First 
things come first . . . and the first thing 
is Victory. So, let’s all be a l:ttle more 
patient and understanding when we can’t 
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get what we want when we want it. Let’s 
take what we can get and make the most 
of it. 
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q Tilden-Thurber Corp. has declared a $2 
dividend on the common stock. 

q Clifford Smith has been named tempor 
ary manager of N. G. Smith, Westerly, 
R. I., jewelry store. His father, Nicholas 
G. Smith, owner of the store, died Christ 
mas Day. 

qJewelry manufacturers’ traveled a 
rough road in 1942 but holiday bonuses 
to employees gave little indication of it. 
Local newspapers flooded with 
“thank you” ads. 

q David Hoffenstein of New York has 
been appointed buyer for the jewelry 
and radio departments of the Boston 
Store here. He succeeds Fred Stein 
branner, who has joined the National 
Silver Co. 

qB. A. Ballou & Co., Inc., with 340 em 
ployees and 10.35 of the gross payroll 
pledged, has been added to the list of 
Providence jewelry firms reporting 10 
per cent or more of their gross payrolls 
invested in War Savings Bonds. 
qSeveral additional Government  con- 
tracts have been received by jewelry 
manufacturers here with one well-in 
formed official estimating that about 75 
per cent of the firms in this area have 
some war work and that the outlook for 
more war orders is encouraging. 

qLouis Newman has replaced Carlton 
Kaufman as manager of the Kay’s store 
in Woonsocket, R. I. Dr. Barney Moss, 
in charge of the optical department in 
Kay’s Providence store, has joined the 
army and has been succeeded by Dr. 
Goldfarb, formerly with the Rogers 
stores in Providence. 

q When Providence jewelry store man- 
agers were asked “for which of your de 
pleted lines have you the most calls?” 
the reply was almost unanimous: alarm 
clocks. Some of the stores receive as 
many as 40 inquiries daily. Second to 
alarm clocks are cigarette lighters, in 
great demand by service men. 

q The seeming paradox of overtime in 
jewelry plants in these times of general 
curtailment in the industry may be ex 
plained by: (1) Work on Government 
contracts. (2) Many plants feel that un- 
less their employees were given opportu 


were 


nity to fatten their regular checks, the 


labor headache would be even worse. 

@ December payrolls of the R. I. jewelry 
firms were 9.5 per cent above November 
but 8.7 per cent below December of 1941, 
according to figures released by the Fed- 
eral Reserve Bank of Boston. Jewelry 
men attribute the increase from Novem- 
ber to higher wages, overtime and the 
growing activity on Government work. 
q The larger than usual number of jewel- 
ry jobbers coming to Providence in- 
dicates that reports of a “sellers’ mar- 
ket” have understated the situation. 
Many report they have never seen any- 
thing like it, that they take what they 
can get. Many veteran jewelry makers 
smile at invitations to dinner and cock 
tails, they remember the many years 
when they invited the jobbers. 

q Makers of religious jewelry report that 
they will be unable to meet all demands 
for the Easter season with some report- 
ing that production is running at about 
50 per cent of last year. Like other 
jewelry makers, they are meeting in- 
creasing difficulty in getting silver while 
steel and plastics supplies are running 
out and just about impossible to get be- 
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4 
cause of priorities. Because they must 
pay more for rolled gold plate, but are 
unable to increase their selling price 
(OPA order), they are making fewer 
of the usually popular articles made with 
the rolled gold plate on a silver base. 
q While some Providence jewelry stores 
are experiencing difficulties in maintain 
ing an adequate sales force, others re 
port little trouble from this angle. For 
instance, one store has been forced to put 
its office help on the floor and place the 
newcomers in the office; the obvious rea- 
son is that the office workers have some 
knowledge of the selling end. At the 
other extreme, one of the largest stores 
in the city says that its employee turn 
over is almost nil and the few new faces 
are replacements for drafted. 
Virtually all stores report a sensational 
holiday trade with one of the best-known 
stores reporting that its stock of watches 
believed to be the largest in Rhode 
Island—was almost completely depleted ; 
about 30 were left on Dec. 26. The same 


those 


store also did a tremendous business in 
fountain pens with some in the trade de 
claring that it was the best ever enjoved 
by a store in this state. 


School of Design Speeds Training 
Of Men and Women for War Fields 


The Rhode Island School of Design, 
in Providence, will henceforth operate 
on a year-round basis, training men and 
women under Federal auspices for the 
Army and Navy and preparing women 
for machine production and _ inspection 
jobs in industry. In addition, a course 
in occupational therapy is being organ 
ized to speed the recovery of war and 
other casualties. 

Fifty or more men students are now 
training at the school as enlisted re 
serves and nearly 2000 men and women 
have been trained and placed in in 
dustry. Class V-1 of the U. S. Naval 
Reserve is still open to 17-year-old men 
enrolling now. The school also offers a 
program to meet the educational re 
quirements — of the WAVES ind 
WAACS. 

Regular courses will also be given, 
with registrations in February and _ in 
June, when a summer term will start. 


Quick, Watson! J. C-K. Traces 
Owner of "Lost" Jewelry Shipment 


The case of a package in search ot 
an owner came to the attention of JC-K 
one day last month. It seems that a 
containing gold” rings and 
mountings was picked up in Galveston 
by an expressman and turned over to 
the local police as the only identifying 
mark was the name of Harry Rosen 
berg on the wrapper. In response to a 
letter from Will Tschumy, Galveston 
jeweler, JC-K Hawkshaws got in touch 
with Harry Rosenberg, New York 
jewelery manufacturer, who said that 
he had no record of any loss nor any 
word from his salesmen of any missing 
merchandise. He added that the rings, 
if his, would probably be trademarked 
“H R.” This information was passed 
along to Mr. Tschumy, with the result 
that the package could be _ positively 
identified as all the rings bore the ini 
tials “HH. R.” 


packa ve 





Grobstein & Brasche 


Jobber of 
Watch Cases and Dials 


DISTRIBUTORS OF 


Watch Cases 


Complete Sets 


177 Canal Street 
New York City 


“A Case for Every Movement ” 
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Recutting 
our Specialty 
PHILIP F. POPOLLA 


Imports— Lapidary 
10 E. 43rd ST. N. Y. CITY 






















22 Patterns Sterling Silver 

ANCHESTER 
SILVER COMPANY 

Rhode Island 


Providence 


Sold only direet 
te Retailers 





250 Sterling Charms in Illustrated Catalog on request 


WELLS MFG. CO., ATTLEBORO, MASS. 
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| @ Willis D. Waugh, Okmulgee, Okla., 
past president of the Oklahoma RJA, 
accompanied by Mrs. Waugh, combined 


pleasure and business in Chicago last 


month. 


q Otto C. Hanisch, secretary of Geo. H. 
Fuller & Son Co., Pawtucket, R. L, 
called on members of the trade while 


visiting relatives in Chicago during the 


| holidays. 


¢ H. 


Goodman, of Weksler & Goodman, 
Inc., Chicago, is now visiting his son 
formerly secretary of the com- 
a staff sergeant at Great 


Norman, 
pany, who is 
Falls, Mont. 


q Jules Jacobs, D. Jacobs Sons Co., Cin- 


cinnati, and his son, Robert, spent sev- 
eral days in Chicago in January on ac- 
| count of the illness and death of the 


former's brother-in-law. 


| ¢Tom Young, of Butterfield Bros., Port 


| buyer, 


| fixtures were sold to Charles EF. 


land, Ore., accompanied by their jewel v 
Miss Margaret Leibrich, and mz 
terial buyer, Ben Singer, visited Chicagt 
in January on an eastern buying trip. 

<q Jewelers in the Republic Building at 
209 S. State St., are well represented in 
the Republic Merchants Association. At 
their annual meeting Arthur L. Olsen, of 
Olsen & Ebann, was elected president, 
and William E. Renick was re-elected 
treasurer for the 18th consecutive time. 

q Maynard Levy, auctioneer, returned 
to Chicago recently after closing out the 
jewelry business of the W. H. Potts 
jewelry store in Mason City, Iowa. The 
Blanch- 
ard, of that citv, who will move his busi- 
ness into the room occupied by the Potts 


store. The Potts store has been in 
Mason City over 48 vears. 
q Irving Chayken, owner of Armstrongs 


Jewelry Store, Hammond, Ind., recently 
purchased the business of Speicher Bros., 
in Kankakee, IIl., assuming control Feb. 
1. The business will be continued under 
the name of Speicher’s or Speicher Bros. 


William Speicher died a few weeks ago 
| and Clarence will retire from active busi- 





| Titles from G. 


| 





| D. ‘Hastings, 


ness. 
q At the 
Roosters of Chicago, 


annual meeting of the Golden 
held in the rooms 


of the Jewelers Club, Jan. 5, Herbert 
Jacobs, Forstner Chain Corp., was 
elected chanticleer. Alvin’ Lauschke, 
Thos. J. Dee & Co., and Jack Casey, 


National Jeweler, were re-elected keeper- 
of-the-nestegg and scratcher. These 
officers will be installed at the annual 
dinner dance which will be held in the 
grand ballroom of the Medinah Club, 
Feb. 20. Much of the entertainment on 
this occasion will be drawn from the 
armed forces and all funds formerly de- 
voted to souvenirs and frills will be 
donated to service relief organizations. 


Eight Win Certified Gemologist 
|. A.; 25 Others 


| Become Registered Jewelers 


The Gemological Institute of America 
last month announced the names of eight 
new Certified Gemologists. They are as 
follows: 

Walter L. Bridler, of Wright, Kay & 
Co., Detroit, Mich.; Walter Grady, of 
Irby L. Grady, Jackson, Tenn.; Mrs. H. 
Mt. Vernon, N. Y.; Myer 


J. Kassner, Laconia, N. H.; Kenneth 


CHICAGO 


| 


Sone | 


Mackenzie, Henry Birks & Sons, Ltd., 
Vaucouver, B. C.; Kenneth George 
Mappin, of Mappin’s Ltd., Montreal; 


Herman D. Page, of Henebry & Son, 
Roanoke, and Henry Plumb Wiseman, 
of Plumb Jewelry store, Des Moines, Ia. 

The American Gem Society awarded 
Registered Jeweler titles to the 25 fol- 
lowing: 

Lester Rich Bonwell, of John Rich, 
Painesville, Ohio; Eleanor L. Brandau, 
of Haserodt Jewelry Co., Inc., Elyria, 
Ohio; J. G. Burkholder, of Ryland- 
Henebry, Inc., Lynchburg, Va.; Eugene 
V. Coontz, of The W. J. Frank Co., 
Akron, Ohio; C. H. Dietrich, Mt. Ver- 
non, Ohio; Miss Nellie Gilmore, of A. C. 
Hover, Paterson, N. J.; Stuart A. Green, 
of M. L. Green & Son, Mt. Clements, 
Mich.; Frederick B. Hawley, of Davis 
& Hawley, Bridgeport, Conn.; Herbert 
G. Hayes, of Geo. Deuble Co., Canton, 
Ohio; Wilfred G. Hollywood, of Juell 
M. Bie, Brooklyn, N. Y.; L. P. Jackson, 
Jackson, Tenn.; Frank W. Lauder, 
South Norwalk, Conn. 

Also John D. Losee, Whittier, Cal.; 
Victor J. Miller, Jr., of Miller Bros., 
Tiffin, Ohio; Walter J. Miller, Chicago, 
Ill.; Eugene Mumpower, of Maynard- 
Page, Inc., Miami, Fla.; Avard Purdy, 
of A. T. Purdy & Co., Gardiner, Me.; 
Howard W. Renfrew, Boston, Mass.; 
Leo J. Quinlan, of J. F. Kahl Co., Inc., 
Pittsfield, Mass.; Francis E. Starnes, of 
Starnes Jewelry Store, Albemarle, N. C.; 
B. B. Stearns, Carlisle, Pa.; Walter E. 
Steiger, of H. Healy, Brooklyn, N. Y.; 


Leo J. Simard, Holyoke, Mass.; George 
J. Sloan, Tulsa, Okla., and Fred M. 
Zinn, of Zinn’s Jewelers, Hastings, Neb. 


Chicago Horologists Launch Drive 
For Watchmakers' License Law 
of the Chicago 


The annual meeting 


Horological Guild was held at the 
Hamilton Hotel Jan. 22. J. F. Macke, 
who succeeded to the presidency iast 


year upon the election of S. G. Brolin as 
president of the Illinois Horological 
Guild, opened the meeting with a review 
of the past year and a statement of 
aims for this year, the principal ones 
being to secure the enactment of a 
watchmaker’s law in Illinois, and to en- 
list the interest of watchmakers through- 
out the state in the organization. 

W. C. Borngraber, of Klok-Klinic, 
was eleced to membership. Edward 
Faulkenhayn, of Sears Roebuck, was 
unanimously elected president. Other 
officers are: H. E. Wilkie, Montgomery 
Ward, vice-president; Herbert Johnson, 
secretary; Fred Mosher, treasurer; also 
trustees J. F. Macke, ex officio, S. G. 
Brolin, Ralph Bersot, Fred Lund ,and 
H. P. McNerny. 


Correction 


Through a typographical error, the 
article about inventory limitation on 
page 85 of JC-K’s January issue stated 
that the average sales for a given quar- 
ter were to be computed on the basis 
for the average of 1939, 1941 and 1942 
(items 3 and 4 in the table headed, 
“Here’s the Arithmetic of Stock Con- 
trol.”) This, of course, should have been 
1939, 1940 and 1941, since these three 
years are the base period used. 
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Gift to Ft. Sheridan of Band Instruments Worth $1,000 
And $500 to Army-Navy Relief Features CJA Banquet 





CJA Banquet—Before Capt. Wayne King led the National Anthem 


In complete uncooperation with plans 
of certain gentlemen in Central Europe 
to shatter American morale and to dis- 
rupt the institution of the American 
way of living, the Chicago Jeweler’s As- 
sociation held its anniversary banquet on 
Jan. 9 with traditional success. This 
year marked the 67th celebration of this 
event which was held at the Palmer 
House, Chicago. 

Only about 500 attended the banquet 
this year because of the enforced ab 
sence of many of the members who are 
now in the armed services. However, 
those who were so fortunate as to be 
present were eloquent in their enthu 
siasm that this wartime banquet was one 
of the most enjoyable in the history of 
the organization. As was timely, a true 
military atmosphere prevailed. 

After a pleasant cocktail hour in the 
Red Lacquer Room, a simple but deli- 
cious dinner was served in the ballroom. 
Guests at the head table were R. Schell 
Hulbert, president of the Chicago 
Jewelers’ Association; Maj. Gen. Henry 
S. Aurand, commanding officer, 6th 
Service Command; Capt. T. A. Shanley, 
commanding officer, District Coast 
Guard; Capt. J. K. Esler, United States 
Navy (retired); Wilbert F. Crowley, 
first assistant state’s attorney; the Rev. 
Harold Holt, D.D.; George A. Young, 
president of the Canadian Jewelers’ As- 
sociation, and Royal J. Gregg, president 
of the Jewelers’ Board of Trade. 

Sprightly entertainment by men from 
various branches of the armed services 
and several acts by professionals fol- 
lowed the dinner. Capt. Wayne King 





For the information of retail jewel- 
ers throughout the country, the 
Albert S. Samuels Co., Jewelers, of 
San Francisco and Oakland, Cali- 
fornia, advises that the phrase ‘“The 
House of Lucky Wedding Rings” 
and the word “Lucky” in connection 
with jewelry, are registered trade- 
marks. The exclusive use of these 
marks by the Albert S. Samuels Co. 
is protected by registration in the 
United States Patent Office. 
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got things off to a good start with a 
stirring talk and demonstrated how he 
conducted community singing at Fort 
Sheridan by leading the assemblage in a 
rousing rendering of our national anthem. 
In his talk he expressed his appreciation 
of the C. J. A. gift of band instruments 
to Fort Sheridan and told what it would 
mean to the morale of he men. The in- 
struments, incidentally, were valued at 
more than $1,000. 

Instead of the customary elaborate 
souvenir, the guests this year were given 
a corsage of war stamps and a check 
for $500 was sent to the Army and 
Navy Relief Fund. 

Congratulations were unanimous for 
the committee responsible for the un 
qualified success of this banquet. The 
committee, headed by Dave E. Newman, 
chairman, consisted of Thomas G. Me 
Mahon, Webb C. Ball II, Thomas White, 
Philip C. Abrams, R. Schell Hulbert, 
ex-officio. 


Each Wholesale Jewelry Partner 
Works One Shift in War Factory 


Two young Cincinnati wholesale jewel 
ers are now taxing their ingenuity to 
keep their business in operation and still 
offer a helping hand to Uncle Sam. 

The partnership of Louis Flanagan 
and Albert J. Kovac was formed when 
the two were still students at Xavier 
University a few years ago. Upon 
graduation they were faced by the de- 
pression as they looked about for some 
kind of job. 

They finally decided upon selling and 
the merchandise they selected was jewel- 
ry. It was an unpretentious shop they 
first opened but it caught on and expan- 
sion quickly followed. In the past sev- 
eral years it has grown into a promising 
wholesale business at 24 E. 6th St. 

Now they both are foregoing much of 
their sleep but managing to each work a 
shift at a war plant in addition to keep- 
ing the business open. It took some fancy 
manipulations, however, Flanagan work- 
ing a 4 p. m. to midnight shift and Kovac 
a 7.30 a. m. to 6 p. m. shift, permitting 
at least one of them to be on duty at 
the shop at all times during its open 
hours. It’s a tough schedule but each 
says he is bound to hold up his end. 





CASH FOR SCRAP 


GOLD 


an 
Highest market prices for 
your solid and filled scrap, 
filled cases, scrap sterling. 
Extra allowance for an- 
tiques, salable pieces, good 


sterling flatware and hollow- 
ware. 





References: Jewelers Board 
of Trade, Dun and Brad- 
street. 


Make shipment today and re- 
ceive our check by return mail. 


SOUTHWEST SMELTING & 


REFINING CO. 
1809 Main St., Dallas, Texas 














“IN SERVICE” 
PINS! 


‘Traffic Builders for 
your store in sterling and 
baked enamel hand 
polished . . individually 
carded . . . actual size as 
shown. 


To RETAIL AT 1.00 
DESIGN PATENTED 
Available with following in- 
signia: Army, Navy, Air 
Corps, Marine’ witl one, 

two or three stars.* 

Sold to retailers only. 
IMMEDIATE DELIVERY 
* Army only 
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18 Size Hunting, 
Elgin, Waltham 
7J,$1.25—15J, $1.75 


NEW MATERIALS 


18 Size O.F. Wheels, pinions, 
Elgin, Waltham pallet forks, eftc., 
7J,$1.50—15J,$2.00 | for all watches. 
6 Size Elgin, _Wal- Send sample of 
tham, Hunting what you want! All 


Acme WATCH CO. 
5._S.WABASH AVE. CHICAGO ILL. 
USED WATCH ,. 
MATERIALS 2z 
USED MOVEMENTS 1 = 
Good Condition x 
Good Dials 2 a 
Ma = 
7J,$2.50—15J, $3.50 THE PRICE OF > 
i=) 
© 





aia ~via Guaranteed! Remit 
4 Rect. ae entishoabosh. 
6J.$2.00—15J, $2.50 only if satistactory 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


e 


818 LIBERTY AVE., PITTSBURGH 











THE SAMUEL 
WEINHAUS 
COMPANY 


WHOLESALE 
JEWELERS 


800-808 LIBERTY AVE. 
PITTSBURGH — PA. 








Jewelry Repairing 


DIAMOND SETTING ENGRAVING 
Strictly Trade Shop 


DOERNBERGER G@ MUCK 


406 Pi-tesurgh Life Bldg., Pittsburgh, Pa 


Ai m™ : . 49599. 








LEON MILLER 


Outstanding Values in 


DIAMONDS 
MOUNTINGS 


403 Clark Bldg., Pittsburgh, Pa. 














MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 


Wholesale Jewelers 
SPECIALIZING IN 
DIAMONDS and MOUNTINGS 








502 Clark Bldg. Pittsburgh, Pa. 
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q°“Don’t put in a new line of merchan 
dise unless it is outstanding,’ John C. 
Grau, newly-elected president, Western 
Pennsylvania RJA, advised jewelers 
seeking new merchandise. “People have 
the money; offer them quality. Recently, 
$5-$12 bags sold much better than $1.50 
$1.95 numbers,” reported Mr. Grau, 
after trying out both quality ranges 


separately. Use same principle, he said, 


in selling distinctive stemware, bowls, 100 
piece china sets. “Decorations of arti 
ficial flowers among smaller displays 
will compensate more in the long run 
than purchases of unfamiliar merchan 
dise bought experimentally to fill shelf 
space,” he added. 

q Enthusiasm of retail jewelers attending 
Pittsburgh’s China and Glass Show, Jan. 
4-12, at Hotel William Penn, seemed 
more marked than last year, with most 
enthusiasm shown by store executives 
located out of the department-store-com 
petition area. The show enjoyed its 
largest attendance ever, with sales larg 
est since 1926. Varieties of merchan 
dise were unrestricted. Retail jewelers 
attending included Mrs. Cora Little 
Kverett, S. 'T. Little Jewelry Co., Cum 
berland, Md.; Mrs. Eleanor Brandau, 
Haserodt Jewelry Co., Elyria, Ohio; Mrs. 
H. A. Dodge, Fairmont, W. Va.; Walter 
S. Neilson, Lorraine, Ohio; Milo R. Wil 
liams, with stores at Butler and Green 
ville, Pa., accompanied by Oris Williams 
of Greenville; Mrs. Ruth Blocher Rearic, 
Blocher Jewelry Co., Ellwood, Pa.; Paul 
Davey, Davey Jewelers, LaPorte, Ind. 
Wholesalers attended both from New 
York City and Philadelphia. 

q Jewelers seeking competent part-time 
emplovees have available specially 
trained Allegheny High School students 
who already have qualified themselves in 
actual work in stores having jewelry de 
partments, reports G. Y. Taylor, acting 
supervisor of Distributive Education, 
Pittsburgh Public Schools. With educa 
tion of personnel judged a most impor 
tant factor for jewelers in 1943 because 
of the new patrons (war workers) who 
will visit their stores for the first time, 
on Feb. 8 more Allegheny High students 
will become available for work = as 
“lInboratory” time for their high-school 
“Co-operative Part-time Sales Training 
Course.” Students have been trained to 
actually sell merchandise, decorate win- 
dows and counter and shelf displays, be- 
come trained in repair work, help with 
iewelry stock. A teacher-coordinator or 
the students themselves, personally, make 
themselves available at the store, volun- 
tarily or upon inquiry. Jewelers are re- 
quired to guarantee students at least 15 
hours work: average time put in totals 
28-30 hours; students are paid 35 and 
10 cents an hour. On weekdays, students 
attend their morning high-school classes 
until 11.30; then some begin store work 
at 12.30-1 p. m. and continue until store 
closing time. Students are available for 
full-time Saturdav work. 


Western Pennsylvania RJA Stores 
To Stagger Working Hours: 
Grau Elected New President 


At the annual election of the Western 


Pennsylvania RJA. Jan. 7, in Pittsburgh, 
officers were e’ected, the association gen- 
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erally agreed on staggered working hours 
for employees, planned joining a trade 
association council, discussed government 
regulations. 

New officers elected were: President, 
John C. Grau, Pittsburgh; first vice- 
president, Harry Lasday, of L. Schmidt, 
Braddock; second vice-president, L. A. 
Keating, of Grogan Co., Pittsburgh; fi- 
nancial secretary, Carl Cuda, of Cuda’s 
Credit Jewelry Co., Pittsburgh, and 
treasurer, David S. Mallinger, of D. S. 
Mallinger & Co., Pittsburgh. 

Directors were: Herman Eger, Ali- 
quippa; John Fellers, Altoona; Herman 
Crown, New Kensington; Adrian Serrier, 
Donora; Ford O’Dell, Erie; Milo Wil- 
liams, Greenville; Robert Crawford, 
Butler; Jack Gerson, New Castle; Lon 
H. O'Donnell, Kittanning; John Franz, 
Carnegie; B. Kirchbaum, Duquesne; 
Theodore Abrams, McKeesport; George 
H. Sties, Steubenville, Ohio; A. B. Paul, 
Wheeling, W. Va.; John M. Roberts, ITT, 
Paul S. Hardy, William J. Kappel, Nor 
man J. DeRoy, Louis Levinson, J. Phillip 
Sommers and Herbert Terheyden, all of 
Pittsburgh. 

Leonard D. Helfer, Pittsburgh, retir 
ing president, was voted honorary presi- 
dent of the association and its first life 
member. 

Mr. Helfer had pledged the association 
to the War Transportation Committee’s 
program that downtown Pittsburgh 
stores stagger employees’ hours and open 
before 8 a. m. or after 9.45 a. m. and 
close before 4.15 p.m. or after 6.15 p. m. 
Retailers generally agreed to open from 
9.45 a.m. and delay regular closing hour 
(5.350 p.m.) at least to 6.15 p. m. 





DAVID WEIS « CO. 
DIAMONDS 


1101 CLARK BUILDING PITTSBURGH 

















WESTERN PENNSYLVANIA 


HOROLOGICAL INSTITUTE 
Modern Methods of Watchmaking 
= Our thirty-day trial period prevents 
failures. 
Every graduate now working. 
205-220 House Building, Pittsburgh, Pa. 
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Ohio River Flood, Far Below ‘37 Disaster, 
Threatened Jewelers with More Than Wet Feet 





Jeweler Haynes had time to figure taxes. 


Ol Man River—the Ohio, chiefly— 
went on a rampage last month, but loss 
to jewelry stores was fortunately slight. 

A notable victim, however, was the 
jewelry store of W. Harold Haynes, in 
Point Pleasant, W. Va., which closed 
for business at noon, Dec. 30, so that 
Mr. Haynes and staff could remove 
stocks and fixtures. By working till 
5.30 o'clock the next morning, every- 
thing that could be moved was stored 
out of water’s reach, and at 9 o'clock 
the morning of Jan. 1 the flood welled 
across the floor of the store. A_ few 
hours later, the store was engulfed un- 
der 6 ft. of water and remained so for 
five days. 

It was two weeks before the store 
was dry enough for Mr. Haynes to re 


Cincinnati Jewelry Manufacturers 
Name Committee to Investigate 
Conversion to War Production 

With its new president, Albert Wal- 
lenstein, of Wallenstein-Mayer Co., at 
the helm, the Cincinnati Wholesale 
Jewelry and Manufacturers’ Association 
began another year of activity, Jan. 12, 
with the warning that the proposed Gov 
ernment restrictions on copper for alloy- 
ing with gold and silver, effective March 


1, might “sound the death knell of the 


jewelry manufacturing industry.” 

In discussing the problem, some mem 
bers said they had attempted unsuccess 
fully to convert to war work but had 
been told that their facilities were not 
adequate. 

At this point John Wilson, of Geb- 
hardt Bros. Co., suggested that the en- 
tire Cincinnati industry pool its ma- 
chinery and other equipment and “show 
WPB we can handle Government con- 
tracts.” 

The incoming officers then were in 
structed to appoint a committee to in 
vestigate the situation, determining what 
the organization could do to have the 
Government modify its order and 
whether Mr. Wilson’s plan would be 
practical. It was emphasized, however, 
that in no manner would the organiza- 
tion act contrary to what was considered 
in the best interest of the war effort. 
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place fixtures and stock not 
rust or mold. 

“This is the sixth flood we’ve had in 
the last 10 years,’ said Mr. Haynes. 
“Why we stay here we don’t know. Any 
way, we can still smile, and the days 
the water stood in the store gave us 
time to figure our books and some por 
tion of the taxes.” 

Up-river at Wheeling, W. Va., with 
the third highest flood point on record, 
some jewelry stores, including Posin’s 
and Chas. N. Hancher Co., had to move 
stocks from basements, which were un- 
der water. Of business, there wasn’t 
any—for a week’s time. 

Store’s in Ripley, Ohio, were flooded 
by 3 ft. of water. The Bristow Drug 


é 


Co., which stocks jewelry, was incon 


subject to 


venienced but lost no merchandise. 


The new president prefaced his induc 
tion with a vocal solo, strictly unsched 
uled, then introduced his fellow-oflicers. 
They included Fd Brunst, of the Gruen 
Watch Co., vice-president; Arthur 
Hirschfield, of D. Jacobs & Sons Co., re 
elected secretary, and Earl Bose, ot 
Oskamp Nolting Co., re-elected treasurer, 
in addition to directors consisting of 
Herbert Schwab, outgoing president, of 
A. G. Schwab & Sons; Al Sauer, of A. 
Sauer & Co.; Max Litwin, of Litwin & 
Sons Co.. Charles Dispeker, of A. G. 
Schwab & Sons, and Robert Seifert, of 
Albert & Seifert Co. 

\ vote of thanks was given the enter 
tainment committee Stanley Bieden 
harn, chairman; Mr. Wallenstein, and 
Clarence Loeb—and the nominating com 
mittee—Arno Dorst, chairman; Charles 
G. Grift and Mr. Loeb. 

The group voted a liberal donation to 
the Red Cross; to donate the year-end 
balance to the USO and to dispense with 
its annual picnic for the duration. 


The Northern Ohio Guild of the 
American Gem Society held its first 
meeting in 1943 on Jan. 7 at Pierce 
Hall, Western Reserve University. The 
subject was garnets, with a lecture by 
Dr. Donner, of Western Reserve, and a 
talk by Herbert Fuerst, Cleveland, Ohio, 
on the gem’s curious lore and legends. 


A BOOK OF MEMORIES 
THE GIFT SUPREME 


Jewelers are giving us a fine 
volume of business. AND an 
Admirably fitting item for 
EVERY JEWELER’S 
STOCK. 

Complete in theme for a life- 
time. Life history of all 
events in family life. 


ust $7.50 


Beautifully bound 
in GILT COVER. 


full zipper, 





closure. 


Nothing so beautiful or com- 
plete has ever been produced. 
272 pages of unusual art and 
color work. 

....» Interesting Discounts 


IMMEDIATE SHIPMENTS POSTPAID 


OUR YESTERDAYS SALES CO. 


617 S. Beacon St., Dailas, Texas 


=> OUR YESTERDAYS 








NOTICE! 


In the October, 1942, 
number of The Jewelers’ 
Circular-Keystone. there 
appeared an advertise- 


ment headed “Buying 
Agent”. answers to which 
were to be sent to Box 
“A 24607. care of The 
Jewelers’ Circular - Key- 
stone. 

It would be appreciated 
if any concerns who re- 
plied to this advertise- 
ment, would kindly com- 
municate with the New 
York office of The Jewel- 


ers’ Circular-Keystone. 
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KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O. 











Greenwold Grift Co. 


The House of Quality and Service 
18 WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 
CELLINICRAFT Jewelry 


ELGINS e@e HAMILTONS (Zones 7, 8) 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 











PROMPT SERVICE ALWAYS 


GERWE-FROHMAN CO. 


Wholesale Jewelers 


CINCINNATI 











DIAMOND-CUTTING 


EXPERT WORK 
FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 


ce Seka 


MANUFACTURING COMPANY 
JEWELERS 


Special Orders — Designers 
800 Schofield Bidg., Cleveland, Ohio 


Main 9718 


0. J. GROENE J. J. FRATIANNE 
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q Jake Litwin, of Litwin & Sons, and his 
wife are vacationing at Miami Beach, 
Fla. 

qGeorge Emmett Brown, of Gerwe- 
Frohman Co., last month visited the East 
on a buying trip. 

qJack Wolf, traveling representative of 
Shiman Mfg. Co., Newark, N. J., made 
his annual visit to the plant there last 
month. 

qOn leave of absence from the service, 
Lieut. Mark MHerschede last month 


| visited his parents and renewed friend- 


Ships with former fellow-workers at 


Frank Herschede Co. 


| q The former Adele Luckey, operator of 





a gift and jewelry shop in the Union 
Trust Bldg., is honeymooning at Lake 
Placid. She and her husband, Lee Truitt, 
will live in Syracuse, N. Y. 

q Welcomed back on the job last month 
were Stanley Biedenharn, Oskamp Nolt- 
ing Co., recovered from injuries suffered 
in an automobile accident, and Julian 
Schwab, A. G. Schwab & Sons Co., who 
went to the hospital for a check-up and 
was told he was “in good enough shape 
to walk all the way home.” 

q Walter Bleska, who whenever he is off 
duty from his work at the Gerwe-Froh- 
man Co., may be found working hard for 
the Veterans of Foreign Wars organiza- 


| tion, was honored last month by his ap- 


pointment as deputy chief of staff of 
V.F.W.’s seventh district, which com- 


| prises Ohio, Indiana and Kentucky. 


q Arrested in the theft of nearly $1,000 


| worth of jewelry at the J. C. Hockett 


Co., Mt. Washington, a 15-year-old boy 
admitted that he had stolen the material 


| after breaking the display case window 
| with a pop bottle, but offered the excuse 


that he thought it was “fake jewelry.” 
His only comment when detectives 
figured up its actual value was “golly 
gee. 

q Trade visitors in Cincinnati last month 
included William Garrett, Macon, Ga.; 
Reed Botts, of Jacques Kreisler Mfg. 
Corp., North Bergen, N. J.; Percy Lucas, 
Columbus, O.; C. G. Sites, Clarksville, 
Tenn.; Richard Burton, Laurel, Miss.; 
A. Hackworth, Logan, W. Va.; Leo 
Miller, New Orleans, La.; J. Wexler, 
Houston, Tex., and Albert H. Kull, Jr., 
Columbus. 

q Nearly 350 persons attended the an- 


| nual ball of the Cincinnati Guild, Ohio 


| Watchmakers 
| Hotel Sinton. 
| erai 


Association, Jan. 19, in 
Rudolph Flaxmayer, gen- 
chairman, paraded an eye-opening 
floor show that featured an evening of 
dancing. A portion of the proceeds will 
be used to defray expenses incurred in 
campaigning for passage by the Ohio 
General Assembly of a watchmakers’ li- 


| censing bill. 


qGruen Watch Co. officials are wonder- 
ing what reaction two thieves had who 


| stole 40 watches from a display case at 


the Fifth Third Union Trust Co., Dec. 
23, when they examined the, loot. The 
watch company representatives explained 
that they were just dummy cases with 
dials mounted on cork. The laugh wasn’t 
all on the side of the watch company, 
however, because the cases alone were 
valued at $400. 

q John Gerwe was host at a party for 
employees of the Gerwe-Frohman Co., 
Dec. 29, in the Hyde Park Country Club. 
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In bowling competition which followed a 
dinner, high averages were rolled by 
Mary Jane Barry in the women’s divi- 


sion, and Walter Bleska in the men’s 
division, with Maury Gerwe coming 
through with a high one-game score. 


Martha Dannhauer took the prize on the 
other end of the list. 


Cincinnati Town Criers Elect 
Robert Stocker President for '43 


Robert Stocker, of Rosfelder Bros., 
last month took over the guiding reins 
of the Cincinnati Town Criers for the 
next 12 months, succeeding Charles Dis- 
peker, who kept the organization operat- 
ing during the troublous times of °42. 
He was elected at the club’s annual ban- 
quet and party, Jan. 9, in Hotel Alms, 
attended by nearly 40 members and their 
guests. 

J. Charles Hummel, of Gerwe-Froh- 
man Co., who has been chronicling the 
Criers’ activities as secretary for about 
as long as most of the members can re- 
member, was re-appointed to that post. 
Robert Hengehold, of Rosfelder Bros. 
re-elected treasurer. The three 
new vice-presidents, in their order, are 
H. W. Schwettman, of Gruen Watch Co.; 
Melvin Hesse, of Greenwold-Grift Co., 
and Gus Kuhnheim, of D. Jacobs Sons 
Co. 

It was decided to suspend dues of 
Criers in the armed services. News of 
this was communicated to them along 
with a carton of cigarettes each. The 
group also agreed to donate $50 from 
the treasury to the Red Cross. 

Clearing up these business matters, 
those attending turned to a turkey din- 
ner and the accompanying refreshments. 
The party developed thereafter along in- 
formal lines and it might be said, with- 
out going into details, that Norbert 
Meehan and several other more fortu- 
nate members, went home in much better 
financial shape than when they arrived. 

Guests included Jack Hagel, Washing- 
ton, Ind.; Earl Webster, Odin, Ind.; 
Harry Meihaus, Earl Grimsley and 
Walter Meyer, of Schumer Bros. Co., 
Cincinnati, and L. R. (Ollie) Ollson, 
now of the Ordnance Department. 

Election auditors were Julius Jacobs, 
Jr., and Ralph Simon. New members ad- 
mitted were Norman and Howard Ros- 
felder, of Rosfelder Bros. 
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THE SCHUMER BROTHERS 
COMPANY 


in Precious Metals 


Workers 
5 E. Third St. 


Cincinnati, Ohio 


Gold and platinum mountings and wed- 


ding rings. Antique reproductions and 


orders. Send us your specifica- 


We submit a design without 
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The Boston Jewelers Bowling League | dustrial School, a watch repairing class 
g I g 


started its 1943 matches Jan. 5, their | is in full swing two nights a week. Both | 
first since Nov. 24. 


M PORTERS AN es CALERS IN 


WATCHES-/| /* @@a~)\ \- DIAMONDS 
CLOCKS - JEWELRY : SILVERWARE 


373 ett ft ~ BOSTON 
WASHINGTON ST. Woon os MASS. 








men and women are taking the course, 





qMrs. Henry O. Marcy, of 140 Sargent 
St., Newton, one of the oldest members 
of the Boston Guild, AGS, was injured 
in a fall recently. 

qMr. and Mrs. Dieudonne Fortin, after 
35 years in the retail jewelry business in 
Waterville, Me., are announcing their re- 
tirement, as of March 1. 

q Douglas Nathan, president of the Mas- 
sachusetts RJA, now in the Army, was 
married Dec. 27, to Miss Barbara Allen, 
daughter of Mr. and Mrs. Robert EI- 
more Allen, of Fitchburg. 

q The Washington Jewelry Co.’s store at 
503 Washington St. was damaged by fire 
Dec. 15. Customers were asked to trans- 
act business at the main store, 365 Wash- 
ington St., pending repairs. 

q Among new lines of stock taken on by 
D. C. Percival & Co., wholesalers, to re- 
place regular lines no longer obtainable 
are leather photograph frames, station- 
ary, greeting cards, and toilet soap. 

q Miss Clara Thompson, of R. C. Read 
& Co., a jewelry and mail order concern 
at 285 Columbus Ave., was a guest at 
the January meeting of the American 
Gem Society Guild. Miss Mary Luce, of 
the Lahey Clinic, was also present. 
qJohn H. Petersen, secretary of the 
Massachusetts RJA, has been notified by 
Charles J. Michaels, ANRJA president, 
that a special representative will be sent 
to this area to solicit new memberships 
in the state and national associations. 

q With the manufacture of watches prac- 
tically at a standstill, watch repairing is 
receiving increasing emphasis in the 
trade. At the North Bennet Street In- 


OBIT 

Warrer I. Assorr, for 49 years a sil- 
ver turner for the Gorham Mfg. Co., 
died in Providence, Jan. 17. He was 64. 

Barney ABELSON, 78, retired jeweler of 
Utica, N. Y., died Dec. 23 after a long 
illness. 

Jasper B. Baum, 70, died Dec. 22 at 
Wheeling, W. Va., where he had been 
a jeweler for 40 years. 

Simon Burnett, 
67, president of 
Burnett Bros., 
Inc., Seattle, 
Wash., died last 
month. For 44 
years Mr. Burnett 
had been one of 
Washington's lead- 
ing jewelers. He 
was president for 
two years of the 
Washington R. J. 
A., was active in 
many local organi- 
zations, and was 
instrumental in the 
enactment of 
Washington’s _ sec- 
ond-hand watch control law. 

Herman Burns, 65, ieweler, Indian- 
apolis, Ind., died Dec. 31. 

Witurram CuHapman, Chapman’s 
Jewelry Co., Benton Harbor, Mich., who 
conducted a retail jewelry store there 
for more than 50 years, died Jan. 15. 

Juutius L. Conen, 73, retired Reading, 
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| 
| Forest Davidson, of Long’s, announced 
| 
| 


and there is a long waiting list. 

qThe Eastern New England Guild of 
the American Gem Society, meeting last 
| month at 69 Newbury St., heard Richard 
Chesley, of Thomas Long Co., talk on 
garnets, and Dr. Edward Wigglesworth 
discuss D. W. Anderson’s new _ book, 
“Gem Testing for Jewelers.” President 


the next meeting for Feb. 11. 
q Miss Nina Underwood, sales person at 
the gold jewelry counter at Smith-Pat- 
terson Co., was one of the heroines of 
Boston’s Cocoanut Grove night club fire 
in November. She was dining at a near- 
| by restaurant and hastened over to offer 
her services as a certified Red Cross first 
| aid worker. She made numerous rescue 
trips into the burning building and con- 
| tinued her work throughout the night. 
She was hailed as an outstanding heroine 
by the Boston press and by public 
officials. Miss Underwood has been with 
| Smith-Patterson since last May. 
4A meeting of directors of the Massa 
chusetts RJA was held Jan. 20, at the 
Hotel Bellevue, to discuss plans for the 
coming year, with particular reference to 
the annual convention, usually held in 
March or April. Officers include: Harold 
Partridge, Trefry & Partridge, acting 
president; John S. Kennard, Hodgson- 
Kennard & Co., second vice-president ; 
Frederic W. Bird, FE. B. Horn Co., trea- 
surer; Frederick T. Widmer, 31 West 
St.; L. Blaine Libbey, of E. F. Lilley 
Co., Milford; C. J. Gidley, New Bedford; 
Thomas B. Gray, Providence, R. I., and 
J. G. Gurney, Brockton. 





| 


UARY 


Pa., jeweler, died Dec. 22. 

Avsert FELDENHEIMER, 85, pioneer 
Portland, Ore., jeweler, died at his home 
Dec. 30. 

Harry M. Gonpsrerx, 61, Peoria, Il., 
retail jeweler, died Jan. 11. He was 


| head of the Goldstein Jewelry Co., which 


he started 46 vears ago. 

Freperick W. Hoyt, 89, founder and 
for 50 years head of the Hoyt Jewelry 
Co., St. Louis, died Dec. 26. 

Cuartes H. KestenmMAN, 47, president 

| of Kestenman Bros. Mfg. Co., Providence 
manufacturers of watch and _ identifica- 
| tion bracelets, died at his home in that 
city on Jan. 7. A native of Austria, 


r ———EE 


| CHARLES H. 
| KESTENMAN 


Mr. Kestenman came to this country 


a boy and for most of his adult 


| when 
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|- ALBERTS 


SONS, INC. 





Serving Jewelers in 
New England and New York 
State 





OUR DIAMOND 
Department offers 
a wide selection and 
complete stocks 











1. ALBERTS SONS, Inc. 
373 WASHINGTON ST., BOSTON 
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NICKEL SILVER 
im PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 








MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 
For further information address: 
Administrative Office 
1112 BOYLSTON STREET 


Boston, Massachusetts 








Gold and Silver 
ILITARY EMBLEM 


for soldering on rings and jewelry 
Also complete items with any military emblem 


H. L. HIRSH & CO. 


185 EDDY ST., PROVIDENCE, R. l. 














Symmetalic 
Karat Gold on Sterling 
and STERLING SILVER 
REAL STONE JEWELRY 


Sold direct to retailers 


Ww. E. RICHARDS CO. 


ATTLEBORO, MASS 
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AMERICAN 
China and Glass 











THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 


ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 
DE LUXE TABLEWARE 


for the 


FINE CHINA TRADE 


MADEINAMERICA * MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 


MARY RYAN 


225 Fifth Avenue, Now York 
Mart 

















DECORATIVE 
ACCESSORIES 
FURNITURE 
GIFT AND ART 
NOVELTIES 


Chicago 


Merchandise 


cp 


LENOX 
| LENOX, INC. 





LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 


Made in America 


Trenton, N. J. 








“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles, 
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| “Lighthorse” Harry Lee and of 


life was connected with jewelry manu 


facturing. He invented and _ his firm 
held patents on several bracelet con- 


structions and clamping devices. Art 
was his great hobby. At one time he 
attended the Rhode Island School of 
Design and was a member of the Utopi- 
an Club, an organization of artists and 
artisans in Southern New England. Sur- 
viving, besides his widow, are his father, 
Jacob Kesfenman, and three brothers, 
Louis, Max and Abraham, the first two 
named being associated with him in the 
firm. 

A. E. Kinney, 45, at one time con- 
nected with the Crescent Jewelry Co., 
Fargo, N. D., died recently at Dickinson, 
se iD 

Oscar W. Kony, 69, formerly of the 
firm of Kohn & Co., Newark, N. J., died 
Dec. 24. Mr. Kohn entered the whole- 
sale jewelry business with his father over 
50 years ago in Hartford, Conn. In 1898 


he and his brother, Edmund P. Kohn, 
organized Kohn & Co. at 13 Maiden 
Lane, New York, manufacturing and 


wholesaling diamond jewelry. Five years 
later Kohn & Co. moved to Newark and 
started to manufacture gold jewelry. 
That business was discontinued in 1936. 
Mr. Kohn was a former member of the 
24 Karat Club. 

Winiram C, Larpvin, 58, former Butler, 
Pa., jeweler, died Dec. 27. 

Orro Kasmir LeBron, 73, president of 
Edwards & LeBron, Ltd., Chattanooga, 
Tenn., died Dec. 28. In his business he 
followed a family tradition with his 
father and three brothers all jewelers. 
He was grand-nephew of Prince Charles 
Francois LeBrun, one-time treasurer of 
Irance. 

Trappevs Ler, 59, Union City, Tenn., 
jeweler, died Dec. 22 after an illness of | 
six months. He was a descendant of 
Gen. | 
Robert E. Lee. 

Eucene W. Miter, 51, former 
lanta, Ga., jeweler, was found dead Dec. 
24. It was believed he was hit by an | 
automobile while walking along the | 
highway. 

Ernest Mvetrer, repairer of Dead- | 
wood, S. D., died Dec. 21. | 

Wittram H. Pearce, 70, jeweler, of 
Salem, Mass., died recently. 

Gerorce Puitirps, Scranton, Pa., whole- 
sale jeweler, died Jan. 12. Mr. Phillips 
came to Seranton about 50 years ago to 
become manager of the wholesale depart- 
ment of N. B. Levv & Co. After a few 
vears in that position he left to establish 
George Phillips & Co. 

Joserpu Rosemeyzr, 74, employed as a 
salesman by Morris Lange, Cincinnati, 
for the past 53 years, died Jan. 5. One 
of his sons is Herbert H. Rosemeyer, 


At- | 


| secretary-treasurer of the Lind Jewelry 


Co. 

Joun S. Sampson, 87, Woodmere, L. I., 
for 66 years identified with men’s 
iewelry, died Dec. 23. Founder of John | 


| S. Sampson & Son, New York suppliers | 


of jewelry to the haberdasher trade, he 


became vice-president of Swank Prod- | 
ucts, Inc., later Swank, Inc., a merger | 


in 1936 of seven firms to produce and | 
market men’s jewelry. 
Atrrep Sievey, 66, died Dec. 20 at Nor- | 
ton, Mass. For many years he was on | 
the road for the Wells Mfg. Co., Attle- | 
boro, Mass. 
Nicuotas G. Smirn, 63, Westerly, | 
R.1., ieweler, died suddenly at his home | 
Dec. 25. | 
Pavt W. Srecuer, 80, retired Ogden, 
Utah, jeweler, died Dec. 27 at Glendale, 
Cal. 


Tarr, 59, died Dec. 14 


Mas. Pauw F. 
at Saginaw, Mich. He was connected 
with the watch industry at Springfield, 
Ohio. 

Wim -G. Tosrn, 49, Richmond, 
Va., jeweler, died suddenly Jan. 8 at his 
place of business. 

Frank Ivory Turrs, 69, of Arlington, 
Mass., a retired Cambridge jeweler and 
optometrist, died Jan. 11. 

Louis F. Twacnurman, formerly vice- 
president of the Oskamp Nolting Co., 
Cincinnati, with which he had been asso- 
ciated for more than 50 years before re- 
tiring in 1932, died Jan. 5. 

Joun Westey Weiss, 73, retired Eas- 
ton, Pa., watchmaker, died Dec. 31 at 
Broomall, Pa. 

Frep WotureceL, 58, retired, for more 
than 25 years a Paterson, N. J. jeweler, 
died Dec. 18. 


To Close Wednesday Afternoons 


Three LaGrange, Ga., jewelers ran the 
following advertisement in the Jan. 19 
issue of the LaGrange Daily News: 
“Notice! In order that we may conserve 
fuel and electricity, give our clerks time 
off, and thus further the war effort, we 
will for the duration (except month of 
December) close Wednesday afternoons 
at 1 P. M.’ The advertisement was 
signed by C. W. Sutherlin, the LaGrange 
Optical and Jeweiry Co., and the Craw- 
ford Jewelry Company. 
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The ABC of Modern Engraving 


By WILLIAM KASSEL 


Chapter V—Designing (Continued) 


Inscriptions on loving cups and other articles used 
for prizes or presentations are engraved in Block, Old 
English, Script, and various odd types of letters. 

First of all, even though the wording of the inscrip 
tion may have been specified by the customer, it should 
be checked to be certain that the idea of the presentation 
is clearly conveyed. The inscription should then be 
broken up into lines in such a way that it will look well 
on the article, and that the sense of the inscription will 
not be confused. The lines should not be too long, yet 
as far as possible, each should convey its own idea. 


Here is a good example: 


Presented to 12 

Henry Robert Lee 16 
President 9 

of the 6 

Veadow Brook Country Club 25 
By his friends and admirers 2% 
as a token of their Ls 
Esteem and appreciation 23 
Dallas Texas 12 
August 15th 1942 16 


When the lines have been satisfactorily arranged, 
count the number of characters and spaces in eacli line. 
Mark the number at the end of the line. For instance, 
line 1 of the sample above contains 11 letters and one 
space-—a total of 12. The following line has 14 letters 
and 2 spaces (16), and so on. Going back to the first 
line, find the center of that line by counting to half the 
amount you noted, or 6, which would be between n and f 
of “presented.” Draw a vertical line between these two 
letters to indicate the center. Do the same with the 
second line, where the center would be between the o 
and b of Robert, and so on to the end of the inscription. 
When there is an odd number of letters in a line, the 
middle of that line will be in the center of the middle 
letter, as in line 3 where it falls squarely upon the letter 
i. Or it may fall on a space between words as in line 5, 
in which case the line will be drawn midway of that 
space, To be on the safe side, check your markings by 
a recount, before you take the next step. 

To lay out the inscription for the actual engraving, 
it is first necessary to get the exact center of the cup 
and then to draw a straight line down through that 
center. The best method for finding the center quickly 
and to insure having the line straight is by the use of 
the circle board and the triangle described a few para 
graphs earlier (Figs. 43 and 44). Then the lines to 
gage the height of the letters are drawn (Fig. 46). In 


this example, we have curved the two upper ones, with 
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the aid of the compasses. They, of course, can be 
straight like the others, but the variety provided by the 
curve improves the eye appeal. However, in using such 
curves, be careful not to make them too sharp. 

It is impossible, of course, to lay down any specific 
rules as to the size and shape of the letters, the spacing 


between lines, and similar details. To take cups alone, 
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Fig. 46. Loving cup with lines to indicate the center of the cup 
and the height of letters to be inscribed 


they are of all sizes and shapes. Naturally a tall, narrow 
letter will be best for a tall, narrow cup, while a wide 
style should be used on a low, squatty one. About the 
only general rules are to leave a fair margin of space 
both above and below the inscription so that it won't 
look too large for the article, and to keep the space 
between the lines in proportion to the height of the 
letters. A good method is to measure off the top and 
bottom margin first and then fit your lines and spaces 
to the area between these margins. Making a few of 
the lines larger or smaller than the rest gives a variety 


that is more pleasing than the monotony of having them 
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Who says, 1865 R.P.M.? 


We say so, Sir, for the ta- 
chometer was tested on an 
instrument that incorpo- 
rates the same split-second 
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all exactly the same size. When that is done the name 
of the recipient should be the largest, with his title and 
the name of the organization making the presentation 
also slightly larger than the body of the inscription, but 
smaller than the recipient's name. The date and the less 
important lines (such as line 4—‘“‘of the’—in our ex- 
ample) may be somewhat smaller than the body of the 
message. The range of possibilities is only limited by 
time and the ability of the engraver. In fact, the varia 
tions of styles and types of letters that can be used 
would cover many pages and still leave much to be said. 
So let’s take just one style—a plain Block letter job 
as our example. 

First, between the curves that you have drawn to 
gage your top line, block out the letters which lie to the 
right of the center—‘‘ted space to.” With the point of 
the compasses on the center line, measure the distance 
to the right hand outer edge of the o. Reverse the com- 
passes and mark the same distance to the left of the 
center. Starting at that mark fill in the letters “Presen” 
between that point and the center. Repeat the procedure 
with the second line, and so on to the end. Now cover 
the entire inscription with a fresh coating of powder and 
make whatever corrections may be necessary, such as 
shifting letters to equalize the spacing. 

The job is now ready for scratching in. Tops and 
bottoms of the letters on the two curved lines are done 
with an eight-inch pair of steel dividers, the straight 
lines with a surface gage. Many poor jobs are turned 
out for the reason that not enough care is taken when 
scratching in these tops and bottoms. The evenness and 
straightness of the finished job depends on the correct 
ness of these scratched lines. The upright lines are next 
scratched in, and the cup wiped clean of all powder and 
grease to make ready for the cutting. 

When an inscription is to go on a cigarette box, a 
tray, or any other flat article including the inside cover 
of a box or cigarette case it is usually all done in 
straight lines. Many engravers use a transparent rule 
for laying out the lines, then scratch in the tops and 
bottoms by drawing the steel marker along the edge of 
rule. The difficulty of this method lies in the fact that 
it is quite a task to hold the rule on the line and keep it 
there. If it is not held steady and straight the inscrip 
tion will be wavy. 

A transparent rule can be grooved and attached to 
the article in such a manner as to allow one point of the 
steel dividers or compasses to run in this groove and the 
other to mark a straight line or to scratch-in on the 
article. Such a tool can be made from a six-inch rule. 
cut in half (lengthwise) so it will not be over one-half 
inch wide. One-quarter inch from the edge cut a groove 
the length of the rule. Place it on a piece of plate glass, 
open the steel dividers to 14 inch, placing one end on 
the glass against the end of the rule, with the other 
point of the dividers resting on the rule. Holding the 
rule steady with the left hand, and with the dividers in 
the right hand, draw them down the full length of the 
rule so it will cut. Repeat until the depth of the groove 
is half the thickness of the rule. Great care must be 
taken in this, or the rule will prove inaccurate and 
useless. 

In use, the rule is secured to the article just below 
the last line of the inscription with a few pieces of 
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Scotch cellulose tape fastened in such a way that it will 
not cover the groove cut into the rule. After the rule 
has been applied it should be checked to be certain that 
it is exactly parallel with the lines of the inscription. 
Place the point of the dividers nearest you in the 
groove of the rule, and rest the other point on the lower 
line of the last line of lettering. Draw the dividers along 
from left to right so that while one point remains in the 
groove the other will scratch in the lower parts of the 
letters (Fig. 47). This is done by applying sufficient 
pressure to the marking point to make a clear mark on 

















Fig. 47. Transparent guide rule with groove. The lines at right 

angles are guide lines to show the center of the article. The rule 

at bottom is placed true with these lines. One point of the dividers 

is shown in the groove of the rule; the other point scratches lines 
for top and bottom of inscription. 


the metal. Open the dividers sufficiently to allow for 
the height of the letters, place the point at the height 
where the tops of the letters will come, and again start- 
ing at the left, scratch in. Repeat until all the tops and 
bottoms have been scratched. If the rule is held secure 
and it is straight before starting, this is without a doubt 
the easiest and most accurate method that can be em- 
ploved to get the tops and bottoms of the letters straight 
and all the letters of a line the same height. 

A gift that is presented by a number of people can 
be given an individual and intimate touch by engraving 
the facsimile signatures of the donors around the fonnal 
inscription or the receiver's monogram. For example, 
Fig. 48 shows an appropriate engraving for the cover 
of a cigarette box to be given to a business executive by 
his associates on the completion of 25 years of service. 
The dates denoting the time are just below the mono- 
gram, to the left and right, respectively. 

Much time can be saved in the reproduction of these 
signatures if they are written on pieces of paper of 
uniform size, which should not be larger than two by 
three inches in order to get all the signatures about the 
same size. If the signatures are written on paper of 
various shapes and sizes, you will have signatures of all 


zes, some of them so large that they will need con- 


s 


siderable reducing. This not only consumes a good deal 
of time, but takes considerable experience to duplicate 
successfully, and if the reproduction is not a good fac- 
simile, the effect is lost. 

In making such a layout, the center should be laid out 
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Fig. 49. When the original signature is too large, as shown at the 
left, it can be reduced by the method shown here to the size at 
the right. Three parallel lines are drawn through the original. Three 
other lines, closer together but in the same proportion, are then 
drawn to help reproduce the signature in miniature, as at the right. 





first, whether it is an inscription or a monogram and 
dates. If it is an inscription, it should be kept down in 
size, so as to allow plenty of room for the signatures, 
or it will appear crowded. In arranging the signatures, 
two considerations must be kept in mind. One is appear- 
ance, the other is the importance of the signer. For 
example, it would be ill-advised to place a salesman’s 
facsimile near the center and a sales manager’s out near 
the edge. The more important people should be close to 
the center and the small fry be at the outer edge. 

Some of the signatures will be in a heavy bold hand, 
others will have added flourishes, and some will be in a 
rather timid delicate hand. These points must be taken 
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Fig. 48. An appropriate engraving for cover of cigarette box pre- 

sented for 25 years’ service. Facsimilies of fellow-employes’ signa- 

tures surround the monogram of the recipient and the dates 
commemorating his employment. 





into consideration when placing them in position; it 
would not look well if all the heavy facsimiles were 
placed together. When the positions have been selected 
and the signatures have been brought to the correct size, 
they can be transferred by a very simple process, if the 
paper is not too heavy. Dab a coating of engraver’s wax 
to the back of the paper on which the signatures appear. 
Place the paper so that the signature will be in the exact 
position it is to occupy on the article, and with a hard 
pencil trace it very carefully, pressing rather heavily 
with the pencil. ‘The pressure will make the wax on 
the back of the paper adhere to the article where the 
pencil point has traced, thereby reproducing the signa 
ture. This wax facsimile is then inscribed on the article 
with the steel marker, after which it is ready for cutting 
with a square graver. Should the paper with the signa- 
ture be so heavy that it cannot be traced in the above 
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manner, it will be necessary to reproduce it first on 
tracing paper. Lay a piece over the signature and trace 
it with a lead pencil. This tracing can then be trans- 
ferred to the article in the manner just described. 

Signatures that are too large will need reducing. As a 
guide, draw three parallel lines through the signature 
as in Fig. 49. Then draw three lines with the space 
between them in the same proportion, but reduced to the 
size the signature should be. ‘These guide lines will help 
you to duplicate the shape, height and placing of the 
letters and so make an accurate facsimile. When you 
have it correct in every detail, transfer it to the article 
as before. 

At times a signature will be correct in the size of the 
letters, but will have too much spread between them. 


This is easily corrected with a piece of tracing paper. 


Fig. 50. When a signature spreads over too much space, as above, 
it may be condensed by a tracing that reduces the space between 
letters. The result of such a tracing is shown in the lower signature. 


Place it over the signatures and, starting at the left, 
trace as much as is correct. When a place is reached 
where the spread is too great, shift the tracing paper 
to the right, thereby reducing the spread between letters. 
Trace until the next spread is reached, and again shorten 
it by shifting the tracing paper to the right, These 
lengthy spaces most often are found between initials 
where it is very easy to correct. Fig. 50 is an example 
of a signature before and after shortening. It will be 
noticed the two are identical except for the spacing be 
tween the initials. 

This finishes the fifth chapter of “The ABC of Mod 
ern Engraving.” The sixth chapter starting next month, 
will give information on transferring by impression and 
the seventh, and last, chapter will follow with instruction 
on finishing and correcting an engraving operation. At 
its conclusion, the entire work will then be published in 
book form. 
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I made a steel clock arbor, hard- 


| Ppecinn ARBOR 
ening and tempering to blue after turning pivots 
and all to fit. I find this arbor has become slightly bent, 
so the pivots stick. Don’t want to reduce pivots, which 
would make too much sideshake. Can arbor be straight 
ened? (Question No. 5496.) K. H. 

Answer—What has happened is no doubt that this 
arbor became slightly warped during the heat-treatment ; 
this often happens in hardening and tempering long thin 
pieces. Place the arbor between female V-centers in 
your lathe; turn it slowly; mark the lowest point of the 
“hollow” side; hold the arbor, low mark uppermost, on 
a steel stake or anvil; with the peen (chisel-shaped end) 
of a hammer, strike a series of light blows, with the 
peen crosswise of the arbor; the hammered side of arbor 
will be stretched, so as to straighten out the warp. Try 
arbor between lathe centers frequently, to avoid over 
doing the straightening. The best practice generally is 
to turn a long piece not to final measurements; then 
harden and temper it; then straighten it if found 
warped; finally, grind pivots, etc., to exact sizes, which 
will in effect make the straightening perfect. 


E PHEMERIS 
4 


paratus, on instructions in an old number of 


I am making a simple sighting ap 


JEWELERS CircuLar, to take time from stars. In the 
article it says that I can find lists of time of stars “in 
an ephemeris,” I guess some book; but what book and 
where can it be bought? (Question No. 5497.) G. S. 
Answer—The book referred to is issued for each 
vear, prepared at the Nautical Almanac Office, U. S. 
Naval Observatory, Washington, D. C., and customarily 
obtainable by purchase from Superintendent of Docu 
ments, Government Printing Office, Washington, D. C. 
What the present rules are on this, and the price of the 
book, had better be learned by writing to the latter 
address; such matters are apt to be affected by condi 


tions of war. and changed from time to time. 


( LEANING METHOD—We have gotten tired try 
A ing different watch-cleaning solutions in our ma- 


chine, and still having so much trouble with watches ocm 
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WORKSHOP 
OUESTIONS 
AND 
ANSWERS 


ing back too soon with oil thickened and spoiled. Maybe 
you could tell us what to do on this? Having used all 
the leading makes of oil, it doesn’t seem as if the oils 
could all be bad, so we think the cause must be some- 
thing in the cleaning solutions. (Question No. 5498.) 
pe 

Answer—Considering carefully all that your ques- 
tion indicates about your method, we will make a guess 
that you have not been following a rule of using peg- 
wood in pivot holes, etc., after putting watches through 
your cleaning machine. Let us say that no matter what 
machine or solutions you use, if you avoid very thorough 
pegging-out of all holes and surfaces that come into 
contact with oil, the best oil you can buy will not last 
in lubricating condition as long as it should. This care- 
ful use of pegwood, of course, takes time, but it is in- 
dispensable for doing good work, saving yourself and 
your customer annoyance and added expense of too- 
frequent repeating of cleaning and oiling. It is up to 
you to get a sufficient price for all the time requited to 


do a thorough job. 


} ORUNDUM POWDER—Would any of the arti- 
A ficial corundum powders do as well as oilstone pow- 


der for grinding staffs, pivots, ete.? (Question No. 
5499.) C.K. 


Answer—wWe consider natural oilstone, powdered, a 
better abrasive for staff and pivot work than the arti- 
ficial abrasives, which many watchmakers believe are 
apt to embed their grains more or less in steel, resulting 


in some risk of spoiling the polish in the holes of jewels. 


UDLEY PARTS—Where can we buy repair parts 

for watch with plates cut in forms of Masonic em 

blems, marked Dudley Watch Co., 
(Question No. 5500.) O. R. T. 


Lancaster, Pa.? 


Answer—Since about eight vears ago, the owners of 
Dudley Watch Co. assets, including repair materials, 
have been X-I. Watch Co., 170 Broadway, New York. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
first 25 words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 


livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do “ot enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 

Jewelers’ Circular-Keystone 

100 E. 42nd St., New York 








Situations Wanted 


Under this heading, 75c. for first 25 


CERTIFIED watchmaker, 18 vears’ 
watch work, 8 years’ railroad inspec- 
tion; age 35; married; $65 per week. 
Address “M., 3025,” care Jewelers’ 


Circular-Keystone. 





SALESMAN, retail cash and credit ex- 
perience, draft exempt; intelligent sell- 
ing and good will builder; wants 
permanent position, any location. Ad- 
dress “T., 3034,” care Jewelers’ Cir- 
cular-Keystone. 





FIRST CLASS watchmaker desires posi- 
tion with retail firm; 23 years’ experi- 
ence with American and Swiss watches; 
age 52; references as to character and 
ability. P. O. Box 67, Enterprise, Ala. 





POLISHER and lapper, all around man; 
long experience; capable of taking 
charge of department; single; draft 
exempt; A-1l references. Address “C., 
3079,” care Jewelers’ Circular-Key- 
stone. 





YOUNG LADY, many years’ experience 
handling, selling diamonds, jewelry, 
capable office assistant, desires connec- 
tion wholesale or fine retail concern ; 





New York City. Address “V., 2938,” 
care Jewelers’ Circular-Keystone. 
COMMUNICATE with this man if you 


require an expert manager for a mod- 
ern jewelry store; accustomed large 
volume _ installment. Address “F., 
3061," care Jewelers’ Circular-Key- 
stone. 





BEST YEARS of my life available, pro- 
gresisve installment jewelry chain, in- 
terested offering substantial income to 
highly productive store manager. Ad- 
dress “M., 3077,’ care Jewelers’ Cir- 
cular-Keystone. 








PORTLAND, Oregon, diamond jewelry 
salesman; highly productive ability; 
available well established better class 
Portland store; now gainfully employed 
West Coast: references. Address “E. 
3012,” care Jewelers’ Circular-Keystone. 





GOLDEN opportunity for reputable credit 
jewelers to acquire immediate services 
top flight store manager; perennial pro- 


duction absolutely guaranteed; refer- 
ences. Address “E., 3013,” care 


Jewelers’ Circular-Keystone. 





DIAMOND SALESMAN for high grade 














jewelry store; confidence inspiring in- 
words, 5c. for each additional word: dividual of highest moral character, 
a2 demonstrated ability and enviable 
eemmemnees charge, 75e. background. Address “G., 3015,” care 
Jewelers’ Circular-Keystone. 
STENOGRAPHERS, BOOKKEEPERS, THOROUGHLY competent cash, credit 
typists, clerks furnished; no charge. store operator will accept full responsi- 
Fulton Agency, 93 Nassau St., Cort. bility for operation on percentage basis, 
7392, New York. individual unit; satisfactory results as- 
sured. Address ‘‘S., 3032,” care Jewelers’ 
Circular-Keys ; 
BOOKKEEPER, typist, many years scission ieorr 
jewelry experience; full charge. Ad- : 
dress “K., 3024,” care Jewelers’ Circu- ENGRAVER, first class all around man, 


lar-Keystone. 





ENGRAVER, lettering jewelry and sil- 
verwar’; 25 years’ experience; oxcel- 
lent s:eferences. Address “B., 3057,” 
care Jewelers’ Circular-Keystone. 





JEWELER, engraver and diamond set- 
ter, fast competent man; excellent 
references. Address “L., 3023,” care 


Jewelers’ Circular-Keystone. 


MANAGER: A-1 borax man (now e«m- 
ployed), 15 years’ experience: avail- 
able for better opportunity; 45 years’ 
of age; married. Address “S., j 
care Jewelers’ Circular-Keystone. 


STOR MANAGER; draft exempt; thor- 
ough experience; complete charge cash 
and credit retail jewelry store: age 33; 
married. Address “M., 3086,” care 
Jewelers’ Circular-Keystone. 











MANAGER-salesman, all around experi- 
ence, open for position in retail store; 
single, draft exempt; best references. 
Address “Circular 1333,” Room 1415, 
Heyworth Bldg., Chicago. 





30 years’ experience; best of refer- 
ences; only permanent place consid- 
ered; $65 per week and transportation. 
Address “‘G., 2972,” care Jewelers’ Cir- 
cular-Keystone. 





MANAGER, 15 years’ experience in mer- 
chandising diamonds, watches, jewelry, 
silverware; capable of taking complete 
charge of store; age 38; married. Ad- 
dress “H., 2973,” care Jewelers’ Circu- 
lar-Keystone. 





DIAMOND man, assorter and checker, 
knowledge of merchandising also 
wholesale and manufacturing; office 


experience; best references; not subject 
to draft. Address “O., 2994,” care 
Jewelers’ Circular-Keystone. 





A LOGICAL man for your store; high 
powered jewelry salesman; cash or 
installment; exceptionally produc- 
tive either operation; highest refer- 
ence. Address “G., 3062,” care 


Jewelers Circular-Keystone. 





JEWELRY designer, wax modeler, able 
to reproduce designs of brooches, brace- 
lets in wax, in metal thickness for 


pressure casting direct from the model 
in wax design and perform the cast- 
ing, desires city position. Address “G., 
2949,’ care Jewelers’ Circular-Keystone. 





WATCHMAKER, 42 vears old; 20 years’ 
experience as watchmaker and jewelry 
repairman: railroad inspection experi- 
ence; capable of taking charge of de- 
partment; desires southern’ climate, 
Texas or Florida. Address “B., 3092,’ 
care Jewelers’ Circular-Keystone. 





DIAMOND MAN of high character and 
ability; excellent salesman, wide ex- 
perience as buyer of loose and mounted 
jewelry of every description; a perma- 
nent, responsible position will only be 
considered. Address “L., 2796," care 
Jewelers’ Circular-Keystone. 





WATCHMAKER’S § assistant-apprentice, 
35, formerly office manager, retail sell- 
ing, desires position offering oppor- 
tunity to learn watchmaking thorough- 
ly under expert watchmaker; finest 
references. Charles Bieg, 2615 Jerome 
Ave., New York City. 





WATCHMAKER, 20 years’ experience; 





Bradley graduate; age 49; fast, ac- 
curate all grades of watches; bench 
work only preferred; $60; 44 hours; 
would consider change about March 


15th. Address ‘“‘J., care Jewelers’ 


Circular-Keystone. 


3021,” 





BOOKKEEPER, full charge, stenogra- 
pher (young lady) complete set books; 
all trial balances, payroll, collections, 


credits, profit and loss, taxes; also 
manufacturing and selling experience. 
Address ‘“A., 3002," care Jewelers’ 


Circular-Keystone. 





JERSEY optometrist, five years’ credit 
experience; draft deferred; excellent 
refractionist: salesman, adjuster; at 
present employed; available immedi- 
ately: state salary. Address “A., 
3051,” care Jewelers’ Circular-Key- 
stone. 





WATCHMAKER, fine accurate workman: 
excellent reference; age 42; over 25 
years of experience on all types in- 
cluding chronographs and stop watches, 
which time closely; born U. S. A. Ad- 
dress “R., 3030,” care Jewelers’ Cir- 
cular-Keystone. 





RETAIL EXPERT; admirably equipped, 
assuming complete charge finer jewelry 
store; outstanding salesman; creative 
ideas trimming windows: advertising, 
merchandising; efficient stock control, 
personnel co-ordination; highest busi- 
ness character reference; prime of 
life. Address “‘D., 3081,’’ care Jewelers’ 
Circular-Keystone. 








MANAGER, available now; draft ex- 
empt; capable of taking complete 
charge of one or more stores; diver- 
sified credit experience, selling, buy- 
ing, advertising, window display, 
etc.; excellent trade references. Ad- 
dress “J., 2974,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, age 30, married; 4F 
in draft; nine years’ experience; 
five years present position; close 
timing of railroad watches to 
baguettes; ring sizing and light 
jewelry repairing; will accept best 
position offered in South; $55 per 
week up. Address “K., 2976,” care 
Jewelers’ Circular-Keystone. 





MANAGER-BUYER, 44, credit store, 
offers his services immediately; top 


salesman and originator of modern in- 
stallment methods of operating; capa- 
ble of taking complete charge of buy- 
ing, sales, credits and_ collections; 
creative window trimmer and original 
ideas on promotional work and adver- 
tising layouts. Address “D., 55,” 


3055, 
care Jewelers’ Circular-Keystone. 
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SITUATIONS WANTED—Continued 


JEWELRY SALESMAN, soon avail- 
able; broad experience, handling 
manufacturer’s lines to jobbing 
trade and credit stores in New York 
metropolitan area and Middle At- 
lantic territories; particularly suc- 
cessful with gold and _ platinum 
(mountings or completely mounted ) 
jewelry; knowledge of production; 
because of knowledge of manufac- 
turing and experience in making up 
lines, can act as consultant in de- 
signing and production of salable 
merchandise; seeks connection with 
well-known manufacturer of jewelry 
or watches. Address “A., 2957,” 
care Jewelers’ Circular-Keystone. 








Lines Wanted. 


Minimum clarge (25 words) $1.50 
Additional words, 5 cents a word 











SALESMAN, aged 38, desires line 
watches and jewelry; have 500 ac- 
counts in following territory: New 
York, Massachusetts, Connecticut, and 
Pennsylvania States; bank and for- 
mer employer’s references. Address 
“B., 3005,” care Jewelers’ Circuiar- 
Keystone. 





SOUTHERN representative with estab- 
lished trade of better jewelers through 
entire southwest, seeks complete gold 
ring line, Swiss watches, Carmen brace- 
lets and bracelet sets, leather goods; 
can guarantee volume sales if sub- 
stantial delivery can be made. Reply 
“C., 3006,” care Jewelers’ Circular-Key- 
stone. 








Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





——s 





WATCHMAKERS to do repair work at 
their homes. Address “W., 3045,” care 
Jewelers’ Circular-Keystone. 





WANTED, all around jeweler. Address 
E. C. Anderson, 180 Genesee St., Utica, 
N.Y 





WANTED, at once, first class jewelry 
and silverware engraver; permanent 
position. Miller & Woodward, 147 E. 
Main St., Lexington. Ky. 


WANTED, two watchmakers for Ari- 
zona; positions permanent; must be 
first class; experience and references. 
Greenwald & Adams, Tucson, Ariz. 








MANAGER for New Jersey jewelry store ; 
aggressive; capable only; excellent op- 
portunity. Address “F., 2971,” care 
Jewelers’ Circular-Keystone. 





JEWELER and engraver combined, $50 
to start; give information in detail. 
Address “C., 3047,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKERS for repair work; re- 
tail store, metropolitan New York. Ad- 
dress “V., 3044,” care Jewelers’ Circu- 
lar-Keystone. 





GOOD POSITION open to watchmaker- 
engraver or jeweler-engraver, who can 
assist on watches; steady and per- 
manent. Ralph Roessler, Marion, Ind. 

WANTED, jewelry repair and_ special 
order man; permanent position; good 
pay. Elm City Manufacturing Jewel- 
ers, 865 Chapel St., New Haven, Conn. 





WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, expert watchmaker and jewel- 
er to take charge of our repair depart- 
ment; excellent proposition for right 
man. Write Dothan Jewelry Company, 
Dothan, Ala. 


WANTED, combination watchmaker, 
light jeweler; good salary; permanent 
position; southerner or southeasterner 
preferred. Address Pratt Jewelry Co., 
Tyler, Texas. 





KIRST CLASS watchmaker; permanent 
position in South; prefer man who can 
do some engraving and light jewelry 
repairing. Address “N., 2992,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER wanted who desires a 
permanent position in a high class re- 
tail jewelry store upstate New York; 
good salary Address “J., 3068,” care 
Jewelers’ Circular-Keystone. 


JEWELER on mountings and wedding 
rings with factory experience; wonder- 
ful place to work and good salary to 
start. Address “Q., 3048,” care Jewelers’ 
Circular-Keystone. 








WATCHMAKER, permanent position for 
A-1 mechanic; salary no object fer 
right man: fine opportunity for future 
in long established store. J. M. Claw- 
son, Pottsville, Penna. 

WATCHMAKER, 
epen for A-1 mechanic; 
railroad and baguettes; 
ject for the right man. 
Jewelers, Macon, Ga. 





permanent position 
close timing on 
salary no ob- 
Andersen’s 











WATCHMAKER for southern prosper- 
ous city; permanent; good working 
conditions; state age and experience. 
Address. .“D., 3011,” care Jewelers’ 
Circular-Keystone. 





WANTED, estimator, to take in watch 
and jewelry work; give particulars 
regarding salary expected, experience, 
ete. Henry Kohn & Sons, Ince., 890 
Main St., Hartford, Conn. 





WANTED, young man who can repair 
clocks, jewelry and engraving; furnish 
references, state salary and give ‘ull 
particulars. Address “N., 3027,’ care 
Jewelers’ Circular-Keystone. 





WANTED at once, a good all around 
combination watchmaker; give refer- 
ences, state wages and give full par- 
ticulars in your first letter or wire. 
L. Daiches, Laredo, Texas. 





JEWELRY and silverware repairer, ex- 
perienced; permanent position, retail 
store near New York City. Apply 
Henry E. Woods, 41 North Broadway, 
Yonkers, N. Y. 





YOUNG LADY, experienced wholesale 
jewelry preferred, general office work, 


knowledge bookkeeping and_ typing; 
state particulars; salary $22. Address 
sir 2958," care Jewelers’ Circular- 


Keystone. 


TWO WATCHMAKERS wanted, men or 
women; also first class clockman need- 
ed; finest clientele; high grade work 
only; high wages. Address Fra 
Laine, 667 Hancock Street, Wollaston, 
Mass. 


WANTED, good jewelry repair man, gen- 
eral repairs and some setting; trade 
shop, largest southeastern city; must 
be sober; $1.50 per hour, plus overtime 
Address “M, 2991,” care Jewelers’ Cir- 
cular-Keystone. 


MATERIAL MAN wanted; a material 
man to take charge of department in 
largest repair shop in the West. Or- 
ville R. Hagans Associated Enterprises, 
3226 East Colfax Ave., Denver, Colo- 
rado. 


WATCHMAKER; 
first class experienced 
with a pleasant personality 
wait on the retail trade: $ 
H. E. Hart, 214 Main St., 
City, Tenn. 


permanent place for a 
watchmaker 
who can 
45 week 
Johnson 


‘ 


WANTED, Watchmaker, clock man or 
jewelry man; good salary; permanent 
position, ideal climate; give refer- 
ences and salary wanted in applying 
Skeie’s Jewelry, 927 Willamette, 
Eugene, Oregon. 


WATCHMAKER-engraver, take in and 
deliver work, wait on trade; per- 
manent position near New York City; 
state salary and experience Address 
“L., 3076," care Jewelers’ Circular- 
Keystone 

WATCHMAKER, salesman, light 
jewelry repairman and ane all 
around man; good salary and steady 
position to the right man. J. W. 
Nichols, Uniontown, Pa. 














WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected 
Address “J., 4321,” care Jewelers’ Cir- 
cular-Keystone. 





LEADING JEWELERS of Northeastern 
Ohio want watchmakers; $1.50 per 
hour; time and one-half for over time 
only A-1 mechanics need apply. Ad- 
dress “O., 2875,” care Jewelers’ Cir- 
cular-Keystone. 





PUGH BRO- Jewelers, Youngstown, 
Ohio, has opening for two good watch- 
makers; $60 for 48 hour week; shop 
air conditioned, and plenty of natural 
North light; inquire in person, ready 
to go to work; or by letter or wire 





WANTED, first class combination dia- 
mond setter and jewelry repairer, $65 
week; permanent position in fine store 
in South; apply with full details by 
letter or wire. Address “A., 2915,” care 
Jewelers’ Circular-Keystone. 





TWO WATCHMAKERS; where it is 
summer all winter; a pleasant place 
to work and good wages the year 
around. S. I. Echelbarger, Fort 
Myers, Fla. 





CLOCK REPAIRMAN, experienced, over 
35 years old, to repair and service an- 
tique and modern clocks; references. 
Address Shrewsbury Clock & Instru- 
ment Co., 696 Madison Ave., New York 
City. 





ENGRAVER, lettering on jewelry; for 
Middle South; good opportunity; good 
salary; Christmas bonus; summer va- 
cation, steady position: submit sam- 
ples. Address “Circular 1332,” Room 
1415, Heyworth Bldg., Chicago, II. 





WATCHMAKER wanted: must be good 
on bracelet watches; in Eagle Pass, 
Texas, on Mexican border; climate 
good, good salary, reasonable working 
hours. Address Pilgrim Jewelry Co., 
Eagle Pass, Texas. 





OPTOMETRIST wanted in Connecti- 
cut city of about 50,000; reputable 
store, placing ethics above profits; 
excellent salary to right man. Ad- 
dress “H., 3016,” care Jewelers’ 
Circular-Keystone. 





MATERIAL man with experience: 
draft exempt; with old established 
Kentucky wholesaler; send snap- 
shot and references. Address “E.., 
2965,” care Jewelers’ Circular-Key- 
stone. 





(Continued on page 124) 
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Special Notices 





(Continued from page 123) 





HELP WANTED—Continued 








WANTED, first class watchmaker; draft 
exempt; must be A-1l mechanic, capa- 
ble of handling railroad and small 
watches; salary $65 to $75 week; 
steady employment with Gentile store. 
Address “G., 3084,” care Jewelers’ Cir- 
cular-Keystone. 

WOMAN bookkeeper with sales ability 

for retail_ jewelry store 25 miles from 

New York; steady employment, good 

pay; write experience, qualifications, 

salary expected, ete. Address “F., 

2963," care Jewelers’ Circular-Key- 

stone. 


GOOD jobbing jeweler who can do some 
new work, stone setting desirable but 
not essential; steady work for right 
man, forty-hour week; trade and fra- 
ternity shop; city 250,000. Midwest 
Jewelry Company, Oklahoma City, 
Okla. 

KXPERIENCED jeweler wanted on 
jewelry repair work and stone setting; 
permanent position in modern’ up-to- 
date shop; air conditioned; reply giv- 
ing information in detail on qualifica- 
tions. Oscar Caplan & Sons, 207 W. 
Saratoga St., Baltimore, Md. 





WANTED, first class watchmaker for 
complete charge of repair department 
of thriving business in Illinois; perma- 
nent; top salary for right man; state 
full particulars and references in first 
letter Address “L., 2977,” care Jewel- 
ers’ Circular-Keystone. 

JEWELRY salesman to take full charge 
of department, in city of 25,000 popu- 


lation: watch repair knowledge essen- 
tial to secure state license, but actual 
repair work done by mechanic. \d- 


dress Mr. Herman, 25 N. Illinois St., 
Indianapolis, Ind 


WATCHMAKER,; first class, for store in 


Northeastern West Virginia steady 
town 25,000: air conditioned store, 
pleasant working conditions: perma 
nent position salarv $55 Write full 
particulars “A., 3090," care Jewelers’ 


Circular-Keystone. 


WATCHMAKER. hich grade front man, 


te take complete charge and estimat 
neg permanent position in high grade 
ish store; send photo, state age, ex 
perie ce, reference and salary” ex 
rected kK. J. Scheer, Ine., Rochester 


N. ¥ 


WANTED, watchmaker, capable of tak- 





ing charge; no trade shop; work not 
heavy, like working for self; $40 to 
$45 week to start, will increase as work 
justifies; state age, experience id ref- 
erences. Dr. A. S. Eby, Box 267, Bar 


tlesville, Okla 


WATCHMAKER wanted; good me- 
chanice; high grade retail jewelry 
store; air conditioned; ideal work- 
ing conditions; permanent position ; 
write particulars and salary desired 
to Fred J. Coover, 109 S. 13th St., 
Philadelphia, Pa. 

WANTED Al watchmaker, engraver, 
ring sizing. who desires permanent 
position; first class jewelry store; 
climate ideal; commission or salary 
$60 week to start. Address “A.. 
2969,”’ care Jewelers’ Circular-Key- 
stone, 


WANTED, experienced watchmaker 
and jeweler, capable of managing 
repair department; steady position; 
salary $60 week; send reference 
and photograph in first letter. Ad- 
dress Feder’s Jewelers, El Paso. 
Texas, 








DIAMOND JEWELRY, wholesale; posi- 
tion available; young lady in diamond 
department, some knowledge of dia- 
monds; also to assist bookkeeper; ap- 
ply by mail, state salary, experience 
and reference. Michael Levy Jewelry 
Corp., 20 W. 47th St., New York, N. Y. 





WANTED, combination jeweler and en- 
graver; permanent position; pleasant 
working conditions; old established 
firm, Asheville, N. C.; give salary de- 
sired, experience and references. Ad- 
dress “P., 3028,’ care Jewelers’ Circu- 
lar-Keystone. 








WANTED, competent reliable watchmaker 
able to do high grade watch repairing, 
to take full charge of all work; retail 
only; small shop, Rochester, N. Y.: 
State salary in letter. Address “E, 
2962,” care Jewelers’ Circular-Key- 
stone. 


WANTED, first class watchmaker, must 
have Wisconsin license, also capable cf 
waiting on trade when necessary; good 
wages and good working conditions; 
must be able to do first class work, 
permanent position. Address J. W. An- 
derson, Jeweler, 132 West Grand Ave., 
Beloit, Wis. 

WANTED, experienced watchmaker, ca- 
pable of managing watch department, 
steady position; salary $50 week, plus 
percentage on gross receipts; send ref- 
erences and photograph in first letter; 
prefer man who can do light jewelry 
repair and engraving. Address “D., 
2961,” care Jewelers’ Circular-Keystone. 


WATCHMAKER wanted: permanent job 
in pleasant surroundings; modern air 
conditioned store; congenial, coopera- 
tive workers: good facilities ; high 
type work; straight salary $60 per 
week, plus a bonus arrangement 
Gabriel's, 213 Dauphin Street, Mobile, 
Alabama. 


WANTED, good watchmaker; permanent 
position; $50 to $60 weekly, according 
to ability; nice store, pleasant work- 
ing conditions; town of 14,000, two 
miles from romantic old Mexico; go0o4 
hunting and fishing; marvelous winter 
climate. Address S. E. McMath, Del 
Rio, Texas 

WANTED, good, steady. sober, reliable 
watchmaker; minor jewelry repairs, 
ring sizing, small amount clock work; 
permanent, old established store; give 
references, state salary, experience, 
full details in first letter; draft exempt 
preferred. Ruth & Sons, Shelbyville, 
Tenn. 


WATCHMAKERS, A-1, trade shop ex- 
perienced; $100 to $175 weekly, 
plus overtime; our men earning this 
amount now; an_ interview. will 
prove these facts; pleasant working 
conditions. The Wolf Company, 
740 Sansom Street, Philadelphia, 
Pa. 


WATCHMAKERS defense work, New 
York City; 40 hour week, plenty over- 
time, time and a half; experienced 
grinding, milling or wheel cutting; 
lathe work, close tolerances from blue- 
prints; state experience. Address “N., 
3078," care Jewelers’ Circular-Key- 
stone. 

FIRST CLASS combination man _ will 
find real opportunity here; watch 
maker; engraver and light jewelry re- 
pairs; cash store serving discriminat 
ing people permanent position; plea 
ant working conditions; if can qualify 
apply with references and full details 
James W. Uncles, Butte, Montana. 

WATCHMAKER wanted; steady posi- 
tion; our watchmaker retired; this 
position is not for the duration; 
pleasant working conditions; store 
air conditioned: 30 miles from 
Philadelphia in South Jersey; salary 
expected with full details. Address 
“B., 3052.” care Jewelers’ Circular- 
Keystone. 








WANTED head watchmaker, good 
mechanic; high grade jewelry store, 
air conditioned; ideal working con- 
ditions; permanent position; send 
references and photograph in first 
letter; salary $60 per week. Ad- 
dress Goulding’s Jewelry Store, 206 
W. 3rd St., Alton, Illinois. 


CREDIT and _ collection manager for 
Baltimore jewelry concern, with jewelry 
or furniture experience preferred, able 
to handle large installment volume and 
take complete charge of office; state 
age; marital status; experience; salary 
expected; furnish references. Address 
“E., 3060,” care Jewelers’ Circular- 
Keystone. 





JEWELER with general and practical 
experience, for a manufacturing plant 
employing about twelve people, as as- 
sistant foreman; ideal city and shop; 
salary and bonus; letter must be type- 
written; state age, experience, mar- 
ried or single and past employments. 
Address “V., 3046,” care Jewelers’ 
Circular-Keystone. 

POLISHER and finisher for jewelry and 
silver; experienced man _ only; fine 
working conditions; modern equipment ; 
air conditioned shop; no trade work; 
good salary; permanent position; when 
writing, please give full information as 
to ability, experience and references. 
Plumb Jewelry Store, Des Moines, 
lowa’s Oldest Jewelry Store 

WANTED, watchmakers; men or 
women, with varied experiences; per- 
manent openings with largest, ethical 
retail watch, time and instruments re- 
pair shop in America; give full infor- 
mation in first letter or wire, your age, 
married or single, years’ experience, 
ability, starting salary and how soon 
you could report for work. Orville R 
Hagans Associated Enterprises, 3226 
East Colfax Ave., Denver, Colorado 


-_ 
=> 


TATCHMAKER, also a high grade sales- 
man to manage business (one over 
draft age) can purchase half interest 
of store; want gentleman with un- 
questionable references and substantial 
capital; small store doing a large busi- 
ness: will give guaranteed reasonable 
steady drawing amount with oppor- 
tunity of becoming part owner; city 
of Indianapolis, Indiana; advise at 
onee, Address “E., 3054,” care Jewelers’ 
Circular-Keystone. 


ARTIST and designer wanted; splendid 
opportunity for the right person; ap 
plicant must be well educated and 
must have had substantial experienc: 
in jewelry design; character im- 
portant factor; this is a grand lifetim 
career opportunity: small midwestern 
town: prefer male between ages 25 and 
15: well established, strongly financed 
jewelry manufacturers; write letter 
giving age, education, art training, ex- 
perience, and character references. Ad 
dress “C., 3010,” care Jewelers’ Circu 
lar-Keystone. 
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Sor Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 





ONLY jewelry and optical store in town 
of 8000 population, established 17 
years; with or without stock; wonder- 
ful business; store can be leased. Ap- 
ply 14 E. Glenside Ave., Glenside, Pa. 

JEWELRY 


clean 


STORE for cash; 


stock; town 20,000; South; best loca- 
tion; good repair business. Address 
“K., 3022,” care Jewelers’ Circular-Key- 
stone, 

JEWELRY and ~optical business that 
will pay for itself twice in one year; 
can be trebled by extending credit; 
age is reason for selling; 36 years in 
same place; stock at present very 
much reduced. Address “K., 3071,” 
care Jewelers’ Circular-Keystone. 


OLD GOLD SHOP, Fordham Road, near 


Grand Concourse; will sell responsible 
party in consideration buyer assuming 
lease $80 per month until January, 
1944, and payment nominal sum for 
fixtures; good opportunity. Communi- 
cate Kommel & Rogers, attorneys, 11 
West 42nd St., New York City. 
FOR immediate sale; successful novelty 


jewelry store in New York City; 100% 


location; well established, excellent 
trade, produces substantial income; 
will sell with or without stock; big 


opportunity for alert merchant; full 
details to principals only; no agents; 
no auctioneers. Write “‘A., 3080," care 


Jewelers’ Circular-Keystone 


FOR SALE, small jewelry store in city 


of Indianapolis, carrying a large stock 
and doing a large cash business: in 
best location; there is a large watch 
repair trade and a wonderful chance 
for watchmaker if he wants to repair 
watches; reason for selling is owner's 
health, yet owner is still willing to 
remain as partner after taking six 
months’ vacation; advise at once. Ad- 
dress “C., 3053,’ care Jewelers’ Circu- 


lar-Keystone 





ites 
—__ 








MICONCAVE crystals, sizes six to 21, 


186 sizes, 25c. doz., $2.78 gross; 100 
unedged fancy shape, 89c.: 250 hour, 
minute, second hands, 838c.;_ staffs, 
stems, jewels, mainsprings, etc.; send 


3eck Bros., Lau 


bulletin. 
Ind. 


for bargain 
Bldg., Ft. Wayne, 


of distinction; the 

artistic to help you 
display. Dauer Print- 
ing Co., America’s leading price card 
manufacturers, 31 >. 22nd St., New 
York City. Write for samples now. 


JEWELRY CARDS 
finest and most 
in your window 


NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. Sth St., Los An- 
geles, Cal. 


Seitz Friction Jeweler, com- 


FOR SALE, 
plete with two drawer metal stack on 
Cabinet, containing 81% dozen olive 
hole balance jewels, 15 doz.. plate 
jewels, 314 dozen cap jewels; all Seitz 
jewels, complete in all sizes. Address 


“H., 3063, care Jewelers’ Circular- 


Keystone 


ATTENTION ; jewelers, watchmaker 
wholesalers, retailers; we carry a com- 
plete line of watch repair books, jewel 


ry repair books, watch stock books 
diamond stock books, general  stocl 
books, daily report books, watch re 
pair checks, deposit envelopes, count 
envelopes, guarantees, ring size card 
etc.; if not in stock, we will make it 


Dauer Printing Co., printers, designers 
engravers manufacturing  stationers 
31 E. 22nd St., New York City. Writ 
your reauirements 





For Sale. 


Tools, Equipments. Merchandise 
Minimum charge (25 words) $1.50 


Additional words. 5 cents a word 


and black (some 


SAWS, vellow Swiss 
Hercules) #6/0-No. 3 low price, 
wholesale-retail: also fish and rabbit 


Swiss files George Gazton, 59 W. 30th 
St., New York City 

ONE W. W. Oliver, four inch power roll, 
condition like new, used very little 
also will trade for watches, diamonds: 
what have you? Prey’ Jewele 
Watertown, S. D 

FOR SALE, two engine turning lath 
straight line, ball bearing, iron bench 
circle line; perfect order with attach 
ments for $200 sille, 94 Pineapp! 
St., Brooklyn, N. Y¥ 

500 IMITATION © stone for renairi 
jewelry, costume jewelry, ete., $2: dia 
mond cut zireons, blue or white $1 
per carat. B. Lowe, Box 311, St. Lou 
Mo 

BROKEN MOVEMENTS §s suitable only 
for material; 30 Swiss or 20 America 
for $5; large stock of gold-filled cas: 
of all sizes B. Lowe, Box 311, St 
Louis, Mo 

5000 RING boxes paper, 100 gross Hold- 
on clutches: 200 ring tray wit) 
covers: wrist and pocket watches, 
ond hand Pollack, 95 sowery, New 
York City 

WATCH CLEANING machine, flexible 
shaft, Dunmore Motors, Clement lathe 
attachment: staking tool, jeweling 


tool, chucks and others Address “RB 
2008." care Jewelers’ Circular-Kev 
stone 

TWO GROSS new watch crystals for 
£2.75: slightly used clean dials $2 per 
dozen; 100 pocket or 250 wristwatch 
crowns 3a * two feross of optical 
screws $1 B. Lowe, 30x 311, St 


Louis, Mo 
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Business Opportunities. 
(25 words) $1.50 


Additional words, 5 cents a word 


Minimum charge 


EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 

furnish trade references. An- 

nouncements must pass the strict cen- 
requirements of The Jewelers’ 

Circular-Ke 


must 


sorshin 


sstone 


GORDON BROTHERS, cash_ buyers 
of complete jewelry stores and sur- 
plus iocks; for details see our ad- 
vertisement page 79. 


SPOT CASH for diamonds, watches and 
jewelry established 5 years send 
Irplus ock to me and receive cash 
trade or bank references Emil Noel 
99 E. Madison St., Chicage 
SINESS opportunities will buy fot 
casi erchandise and accounts re 
eivabl of jewelrv. stores Addr 
B 2857 r Jewelers Cireular 
Keyst 


HIGHEST cash prices paid for surplus 
or entire stocks and estates of din- 
monds, watches and jewelrv. M. 
Iralson. Snite 402. 209 S. State St.. 
Chicago. 


GOLDEN opportunity for reputable cred 
jeweler to acquire immediate services 
top flight store manager; perennial 
production absolutely guaranteed: tef- 
erences Address “- 3014,” care 
Jeweler Circular-Keystone 








WHAT YOU can’t sell we will buy; col- 
lar buttons wanted, cuff links, em- 
blems, findings, broken jewelry, broker 
chrome bands, watch cases, dead stock 


of jewelry, stickpins, stones, odds and 
ends, ete.; check sent promptly. Bb 
Lowe, Box 311, St. Louis, Mo. 


SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures o1 
estates for cash; my direct outlet en- 
ables me to pay you higher prices 
bank and trade references of the high- 


est character. Write 37 Maiden Lane 
New York. Telephone Bowling Gree: 
9-7151. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
bank and trade references. 18 
Tremont St., Boston, Mass. 





M. HARRIS, jewelry auctioneer, 1337 
Fteley Ave., New York, N. Y., tele- 
phone Tivoli 2-3913, over 25 years’ 
experience; all correspondence con- 
fidential; auction sales or flat sales 
conducted on commission basis; 
write, wire or phone. 





JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 

WANTED; manufa 
located uptown New York 

established, featuring na 
tionally advertised items, offers ex 
ceptional opportunity to party witl 
capital and experience in jewelry trade 


-ARTNER 
jewelers 
City, long 





have arge orders and contract for 
military jewelry, as well as sample 
stock, trade mark, patent, dies, tool 
catalog and full equipment for pro 


fraternal 
care Jewelers’ ¢ 


ducing military and 
Address “E., 3083,” 
cular-Keystone 

HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount: 
‘ash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect! 
diamonds: turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Il. 


ARE YOU GOING out of business? | 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my preposition, all correspondence 
confidential: best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago. 
iil. 

MR. JEWELER do you need money: 
do vou want to raise cash; if so get 
in touch with me at once and let 
me explain my plan, whereby you 
cannot lose money or prestige; my 
sales methods positively guarantee 

against any established 

since 1920; trade and bank refer- 
ences furnished upon request; all 
correspondence kept strictly 

fidential; wire or write at once. M. 

C. Maxwell, 1429 Boardwalk, Atlan- 

tic City, N. J. Phone 5-2920. 


jewelry 


vou loss ; 


con- 
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BUS. OPP.—Continued 








WOULD YOU LIKE to retire from 
business, if you were guaranteed by 
a cash bond of $1000 that you 
would not only receive the actual 
cost of your merchandise, fixtures, 
material and accounts, but also a 
profit of from 50% to 75% in ad- 
dition to the cost? Here are the 
results of our last three liquidation 
sales conducted for jewelers who 
were drafted for Army Service; 
Number One, Minnesota: this jewel- 
er’s best offer received for his store 
in bulk was $2,750. Our liquidation 
service brought him $5,866 net; 
Number two, Minnesota: this jewel- 
er’s best offer received for his stock 
was $2000; our liquidation service 
secures $4,890 net; Number three, 
Tennessee: this jeweler’s best offer 
received for his stock from a sharp- 
shooting stock buyer was $4,375, 
our liquidation secured $9,570 net; 
these liquidations were conducted 
during the past three months; we 
will gladly send you the names of 
these jewelers mentioned above to 
verify these results; if you prefer 
selling your store, lease, fixtures 
and accounts without conducting a 
profitable liquidation sale, why not 
list your store with us; we have sev- 
eral score of prospective clients who 
are seeking good new locations; 
sending us. an. inguiry will not. obli- 
gate you in any manner, you will 
not be solicited personally or neither 
will you be bombarded with a 
plethora of high powered promo- 
tional letters; we repeat you are not 
only promised but are actually 
guaranteed a net profit of at least 
50% by a cash bond; our service 
costs you nothing to use, our only 
compensation is a portion of the 
net profit we secure for you above 
the cost of your merchandise; our 
business was established 25 years 
ago in the same location and has 
been used by hundreds of discrimi- 
nating jewelers who would be satis- 
fied with nothing but the best in 
ethical special selling methods; we 
are not miracle men, just accredited 
advertising counselors and certified 
sales engineers; write or wire us for 
full particulars and open dates. 
McRae & Shaw, 6th floor, 168 N. 
Michigan Ave., Chicago, Il. 


Es 
Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED, New Century Engraving ma- 
chine, in good order; give lowest cash 
price and particulars. Address “N., 
2955,"" care Jewelers’ Circular-Keystone. 


WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “‘L., 2513,’ care Jewelers’ Cir- 
cular-Keystone. 





WANT TO BUY cleaning machine, new 
or used; give full details. John W. 
Hartt, 8115 Nebraska Ave., Tampa, 
Fla. 





POLISHING MACHINE; Leiman or 
Boland, D. C. current; state age; con- 
dition, model, price. Lauter & Neu- 
wirth, 265 W. 40th St., New York City. 





WANTED, any size staking set, watch- 
maker’s lathes and other tools; also 
staking frames only; give description 
and price. Address Standard Watch- 
makers, 1841 Broadway, New York. 

WANTED, watchmakers’ lathes, attach- 

ments and tools, engraving blocks, roll- 

ing mills, scales, drills, etec.; give full 

details. Linick, Green & Reed, Inc., 29 

E. Madison St., Chicago, Ill. 








HIGHEST PRICES paid for old jewelry, 
diamonds, estates, family silver and 
gold coins; bank and trade reference; 
correspondence solicited. Fred. E. Tip- 
ton, Charlotte, N. C. 





PURCHASE of the late model inverto 
staking tool and roller table remover 
for bracelet watches; quote price for 
cash. Address ' 3056,” care 


Jewelers’ Circular-Keystone. 





WANTED to purchase one or two 
watchmaker’s lathes with chucks; must 
be in good working condition; will pay 
good price. Address “A., 3009,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKERS tools; will buy com- 


plete set, including bench; must be 
first class; in answering list tools and 
quote lowest price; also want cleaning 


machine. Address Milton & Brewer, 
Laredo, Texas. 


WANTED used Deckel pantographic 
engraving machines, either GK1 or 
GK2 models; give serial number 
and condition of machines when 
replying. Address “B., 2959,” 
care Jewelers’ Circular-Keystone. 


WANTED, watchmaker lathes and at- 
tachments, slide rests, wheel cutters; 
also, time micrometer in good con- 








dition; write immediately. Wolf 
Co., 740 Sansom St., Philadelphia, 
a. 





SELL YOUR stock or store to a retailer 
who needs merchandise; highest prices 
paid in cash at once; no auctioneers; 
no headaches; furnish full particulars ; 
name brands, and itemize departments 
in giving amount of inventory you wish 


to sell; prompt reply. Address “D., 
3059,” care Jewelers’ Circular-Key- 
stone. 





JEWELRY STORE within 100 miles of 
New York, wanted by young man; 
draft deferred, of excellent character 
and reputation, with jewelry sales ex- 
perience and valuable contacts for ob- 
taining merchandise: will purchase 
outright for cash or will consider 
partnership. Address “C., 3058,” care 
Jewelers’ Circular-Keystone. 








Watch Work, etc., for the 
Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





BARNES Watch Shop, Burrell Bldg., 
Little Falls, N. Y.; expert repair work 
on old clocks; wooden clocks a special- 
ty; also parts made to order. 





WANTED, six sterling table spoons, 
Normandie pattern by R. Wallace & 
Sons; name _ your price. Address 
H-Box 186, Crystal Springs, Miss. 





HIGH GRADE watch repairing for the 
trade at moderate prices; out of town 
accounts solicited; established since 
1913. B. Marinoff, 170 Broadway, New 
York, N. Y. 








CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 


nel, 2 W. 47th St., New York. Phone 


Bryant 9-5065. 





RELIABLE watch repairing for the 
trade since 1921; efficient, depend- 
able; mail service. Standard Watch 
Service, 146 Fifth Ave. New York 
City. 





GUARANTEED watch repairing for 
the trade; skilled workmanship; 
testing on our Time Micrometer in- 
sures quicker delivery; write for 
prices, or send trial package. The 
Wolf Co., 740 Sansom St., Phila- 
delphia, Pa. 





SPECIALIZE in making any part for 
plain or complicated fine watches; ma- 
terial for high grade swiss watches; 
also high grade watch repairing; mem- 
ber of Horological Institute of Amer- 
ica, Washington, D. C., and Horologi- 
cal Society of New York. M. Aschen- 
dorf, 11 John St., New York City. 








Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED by precious stone dealer, sub- 
let office, north light vicinity 46th St., 
Rockefeller Center. Address “J., 3070,” 
care Jewelers’ Circular-Keystone. 








Special Order Work and 


Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 





TWEEZERS sharpened (hardened and 
tempered) ; straight tweezers, 50 cents; 
hair spring tweezers, 75 cents; satis- 
faction guaranteed; shipping charges 
extra. Valdemar Virtanen, 45 Park 
Place, Morristown, N. J 





ENGRAVING: don’t let engraving 
hamper your sales effort; no job too 
small or too large; lettering or mono- 
grams; quality work, prompt service, 
reasonable prices; send to Winters and 
save time and money. Winters, 37 S. 
Wabash Ave., Chicago. 


Patents 


Minimum charge (25 words) $1.50. 
Additional words, 5 cents a word 





PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 
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Arthur Kaplan, 





Co.. ine. Attleboro; 


Louis Stern Co., Inc., Providence; Her- 











Few Jewelry Failures | 
Miscellaneous. During 1942, Reports bert Ollendorff. Ollendorff Watch Co., 
ini S = | Ine. New York; Vincent Sorrentino, 
——— —— oe — The Board of Trade Uncas Mfg. Co. Ine., Providence; 
SS Wen, 5 ennls 8 we Despite ail the handicaps le shich George L. Stringer, International Silver 
= espite a ie handicaps under which Co. Meriden, Conn., and Raymond 


the jewelry industry was forced to 


Sturdy, Cheever, Tweedy & Co., Inc. 


JEWELRY and silverware engraving operate last year, the number of finan- |  % 
taught. Monogram Engraving School, ft ees . a9 | N. Attleboro. 
303 Fifth Ave. New York City. Mu cial embarrassments fell 32 per cent These directors, together with the fol- 
4-7572. Licensed by N. Y. S. Day- below the 1941 figure—l17 as compared eo ; titi the entire board for 
Evening. with 172—and their liabilities were 54 | !0wing, comprise the entire boare 





1943. They will meet in Providence on 
Feb. 19 and will elect officers for the en- 
suing year: 

Jared E. Allen, Oneida, Ltd., Oneida, 
N. Y.;: Alexander E. Arnstein, Arnstein 
Bros. & Co., New York; Earl H. Ash- 
ley, E. H. Ashley & Co, Providence; 





per cent lower in 1942 than in 1941, ac- 
cording to the segretary’s report read 


LEARN WATCH repairing by doing it; | 
at the 59th annual meeting of the Jewel- | 
| 


thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 


WATCHMAKERS;; increase your ability 
through the highly recommended books ; 


ers’ Board of Trade. The meeting was 
held Jan. 22 at the association’s offices in 
Providence. 




















tr and Practice for Adjusting The following table shows failures in Lawrence E. Baer, Swank, Inc., Attle- 
Watches” and “Practical Balance and | the various branches of the industry for - Sidney Y re Ball Co.. 
Hairspring Work” by Walter Kleinlein. | } oth 194] and 1942: ' boro; Sidney Y. Ball, The ' 
Your jobber or trade journal. . . — - 
1941 1942 
eee , Number Liabilities Number Liabilities 
DA an ow 2cover 1e vaiuable, re- ™ a a . r] wor 
usable parts locked in rusted move- TOE GO: oo oc kn weaew sek ewe 91 $ 395,900.00 69 $s $78,711.00 
ments, easily and safely with Jarene; | [nstallment Jewelers .............. ea 266,100.00 21 475,550.00 
new, remarkable chemical formulation | ae Raila aad 8 60.500.06 10 26,695.00 
that dissolves rust without injury to | Re PAITETS - 2 cere cree eee cccceerecceces 18 = ).00 - enesaae 
metals or finish; in 30 minutes or less | Wholesalers ............. St ee 242,600.00 ‘ 62,046. 
rusted movements are disassembled | Manufacturers ...... 18 255,500.00 8 110,842.00 
without effort or force; Jarene works | , _ ’ ' : ws — 
for you while you do other work: many | . x ‘ : sa 1. 1=2@ 
parts are unobtainable or purchased at [Cee ee eee rere eT ee ere 172 $1,220,600.00 117 $1,153,844.00 


high prices; get them out of the rusted 
movements lying around your shop; 
Jarene is free from muriatic, sulfuric, 
oxalic, nitric acids or cyanide, is non- 
inflammable and harmless to normal 
skin: Jarene dissolves rust without 
damage to metals or finish, even if 
parts are immersed for 24 hours; no 
other product equals Jarene: a %-pint 
bottle costs $3.50, the value of material 
recoverable from one rusted movement, 
and there is enough Jarene in % pint 
to salvage the parts from hundreds of 
such watches: Jarene is sold as repre- 
sented or money back; full, simple di- 
rections on bottle: send check or money 
order, no extra delivery charge in 
U. S.: when ordering write name and 
address plainly. U. S. Deturgents Co.. 
271 Canal St., New York; jobbers 
write for information. 








DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 


by R. J. Rocers, F.G.A. 
Price $1.50 Postage Paid 


This book of all gems gives complete 
definitions of every stone used by 
jewelers from Achates (ancient 
name and origin of Agate) to Zircon 
and Zonochlorite with their specific 
gravity, chemical composition, crys- 
tallographic origin. hardness, refrac- 


tive index, etc. 


It is a valuable ready reference list 
for the retail jeweler, manufacturer, 


importer and lapidarv. 


Cloth 


inches. 


bound. 58 


WN 


pages, 7 x 5! 


THE JEWELERS’ 
CIRCULAR-KEYSTONE 


100 E. 42nd St., New York, N. Y. 
5éth & Chestnut Streets, Philadelphia, Pa. 
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| 


Included as jewelers in this compila- 
tion are those who manufacture, import, 
wholesale and retail articles commercially 
known as_ jewelry, including watches, 
clocks, silverware, goldware, platinum 
and plated goods, as well as diamonds, 
other precious stones, semi-precious, syn- 
thetic and imitation stones. 

In his presidential address, Royal J. 
Gregg called attention to the complete 
and informative report of Horace M. 
Peck, secretary. He spoke of the na- 
ional situation and urged continuance of 
the purchasing of war bonds. 

The following directors were elected 
to serve three years: 

Edgar E. Baker, W. R. Cobb Co., Inc., 
Providence; John M. Biggins, Elgin 
Nat'l Watch Co., Elgin, Ill.; Howard 
L. Carpenter, The Albert Walker Co., 
Providence; Edgar M. Docherty, Bud- 
long, Docherty & Armstrong, Provi- 


dence; Joseph Finberg, Finberg Mfg. 


New Display Rooms for Satintone 
Glass 


Following the introduction of Satin- 
tone glassware to the trade in January, 
Century Metalcraft Corp., 5960 Broad- 
way, Chicago, now announces the open- 
ing of their new display offices. 

Display space, far larger than that 
occupied in the past, has just been 
opened in Room 1558, Merchandise 
Mart, Chicago. Abundant room has been 
provided so that both the new Satintone 
line of pastel tinted glassware and the 
well-known line of Heirloom Silver In- 
laid Glass may be now inspected by buy- 
ers at all times. 

Ralph Higgins will remain in charge 
of Century Metalcraft’s display offices 
and will be on hand to consult with buy- 
ers at all times. 


American Diamond Cutting Featured 
In Current Film by Paramount 


Diamonds and diamond jewelry re- 
ceive some helpful publicity in one of 
Paramount Pictures’ feature shorts now 
being shown in movie theaters through- 
out the country. 

Prepared by Popular Science Monthiy, 
through Paramount, this 


and released 





Chicago, Ill.; Frederick A. Ballou, Jr., 
B. A. Ballou & Co., Ine., Providence; 
Fred A. Bullock, Dolan & Bullock Co., 
Providence; Frank M. Child, A. T. 
Wall Co., Providence; Lewis W. Gib- 
bons, Fulmer & Gibbons, Inc., Philadel- 
phia; Royal J. Gregg, Ostby & Barton 
Co., Providence; George A. Ingleby, 
The Hadley Co., Providence; Henry 
Jacobson, Jacobson Bros., New York; 
Walter M. Krementz, Jr., Krementz & 
Co., Inc., Newark, N. J.; Lester F. 
Morse, Gorham Co., Providence; Wil- 
liam B. Ogush, Katz & Ogush, Inc., New 
York; W. Waters Schwab, J. R. Wood 
& Sons, Inc., New York; Russell G. 
Scott, Reed & Barton Corp., Taunton, 


Mass.; Archibald Silverman, Silverman 
Bros., Providence; Lester S. Wall, R. 
Blackinton & Co., No. Attleboro, and 


Raymond Wells, Wells Mfg. Co., Attle- 


boro. 


film in full color includes severa! shots 
portraying the progress of a diamond 


from the rough crystal to the glitter- 
ing piece of jewelry adorning a woman’s 
finger. Diamond cutting sequences were 
photographed in the shop of Max Fine 
& Sons, New York cutters, who gener- 
ously put their plant at the disposal of 
the movie company for an entire day. 


Two New Jersey Wholesalers Merge 


Maurice Salper, who has been con- 
ducting a wholesale jewelry business, 
specializing in popular-priced items, an- 
nounces that effective Feb. 1, 1943, the 
business operated under his name is 
being merged with that conducted by his 
father, Joseph Salper, under the firm 
style of Joseph Salper, Inc. Joseph 
Salper is retiring from active business 
and his son, Maurice, will become the 
head of the new consolidation. 

The new firm will take over all of the 
lines and sales organizations of the two 
separate companies, comprising a com- 
plete line of gold, platinum and stone 
goods, together with a wide variety of 
articles in gold filled, rolled gold plate 
and plated merchandise. The company 
will serve the retailers in the northeast- 
ern area from Northern New England 
to Washington, D. C. 
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Manufacturers’ News 


GRUEN SALES MEETING DISCUSSES WARTIME PLANS 





Snapped at the Gruen convention. Left to right: S. C. Gershey, Chicago, midwestern 
sales manager; Aaron Thorne, Los Angeles, western sales manager; Benjamin S. Katz, 
president; Morris Rivkin, New York, eastern sales manager. 


Problems of doing business in war 
time, and, at the same time, rendering 
all possible aid to the war effort, were 
discussed at the annual sales conference 
of the Gruen Watch Co., held Jan. 21, in 
Cincinnati. 

Gruen salesmen assembled from al! 
parts of the United States and Canada 
were told by President Benjamin S. Kat: 
what their spring quota would be. Mr. 
Katz took time off from his special 
duties as War Production Board dollar 
a-year man to preside at the meeting. 
He hopes to be able to conclude in the 
near future his duties in Washington. 

Mr. Katz declared the company would 
continue the distribution of available 
watches on the same basis of equitable 
proportion as that which has been in 
effect for the last year. This plan has 
had a favorable reception among the 
jewelers, thousands having expressed 
approval in letters, telegrams or con 
versation. Mr. Katz said the company 
would continue to render all possible 
aid to the war effort by producing pre 
cision instruments for planes, ships and 
other war machines, adhering to the 
present policy of producing only that 
quantity of watches which does not in 
terfere with this instrument work. 

Advertising plans for the spring sea 
son were outlined by Don S. Hall, assis 
tant director of advertising, and John J. 
McCarthy, vice-president of McCann 
Erickson, Inc., New York. The program 
will be devoted mostly to telling the 
story of Gruen’s war work in an effort 
to build goodwill for Gruen jewelers 
ind the company, although it will also 
include ads to tell the exclusive Curvex 
and Veri-Thin stories, and a dramatic 
graduation season promotion. 

\s a supplement to its regular adver 
tising, the company plans to publish at 
Easter in the newspapers and maga 
zines of Egypt, Ireland, Australia, En 
gland, Russia and other countries in 
which American fighting men are situ 
ated, a greeting to these men in the 
armed forces. 

The sales meeting was concluded with 
a banquet for salesmen at Hotel Nether 
land Plaza which was climaxed by the 


128 


purchase of a block of War Bonds. In 
addition to ten per cent of their pay 
which all employees of Gruen, including 
salesmen, allot to buy bonds (for which 
Gruen received the nation’s first ten per 
center flag), $135,000 worth of bonds 
were bought at the banquet. 

Gruen executives participating in the 
meeting were Joseph Kane, vice-presi 
dent; E. C. Brunst, credit manager; J. 
EK. Wessels, assistant sales manager; 
Thomas F. Jeary, auditor; Aaron 
Thorne, Los Angeles, western — sales 
manager; S. C. Gershey, Chicago, mid 
western sales manager; Morris Rivkin, 
New York, eastern sales manager; 
Charles Ballard, Toronto, Canadian 
manager, and Howard L. Nations, pub- 
icity director. 


New Signet Ring by 
Remembrance Has Concealed 


St. Christopher Medal 





The ring pictured above, which has 
just been placed on the market by 
Remembrance Ring Co., 1 West 47th 
St., N. Y., should have a strong appeal 
as a giit for service men. Made in 
heavy Okt. yellow gold, it contains a 
concealed St. Christopher medal which 
swings out from under the seal as 
shown. 

In addition to the military model pic 
tured, the ring is also available with 
various other insignia and emblems, in- 
cluding those of the principal fraternal 
orders. It may also be had in a plain 
model suitable for individual  initial- 
ing or monogramming. 


Offers Diamond Dust to Replace 
Unobtainable Crushing Bortz 


Because of the regulation which for- 
bids the sale of crushing bortz to the 
diamond cutting industry, the current 
announcement of Maurice S. Dessau Co., 
535 Fifth Ave., New York, is especially 
timely and helpful. The supply of 
crushing bortz is needed as a critical war 
material in war industry plants, but 
Dessau is prepared to furnish ample 
quantities of 100 per cent pure diamond 
dust in any mesh and grade for the 
purpose of impregnating diamond cut- 
ting and lapidary wheels. ‘This material 
is imported in that form and does not 
require further crushing. The firm is 
also in a position to make immediate 
deliveries and has just obtained a spe- 
cial department to handle this division 
of its business. 

In addition to industrial diamonds, 
diamond dust, ete., the Dessau Co. also 
is a large supplier of diamond indus- 
trial tools of all varieties. It is stated 
to be the oldest industrial diamond firm 
in the United States, having been estab- 
lished in 1841. 


New Harmless Rust-Remover 


A new liquid compound called “Jar 
ene,’ which the manufacturers, U. S. 
Detergents Co., 271 Canal St., New 
York, claim will remove rust without 
harming metals or finish, has been 
placed on the market. It will undoubt 
edly be welcomed by the trade because 
it makes possible the salvaging from old 
and rusted clocks, watches, ete., of parts 
which today are often difficult to obtain 
quickly. ‘The manufacturers claim that 
entire rusted movements can be taken 
apart without effort or force just by 
soaking the movement in “Jarene” for 
a short while. “Jarene” is free from 
muriatic, nitric, sulfuric, oxalic acid or 
evanide. It does not injure any metal or 
metal finish, and is non-inflammable and 
harmless to normal skin. It is put up in 
half-pint bottles whose delivered price 
anywhere in the United States is only 
$3.50. One bottle, the manufacturers 
claim, will derust the parts and enable 
the disassembling of hundreds — of 
watches. 


Famous Business Counsellor 
Becomes Director of Traub Mfg. Co. 


Imo Roper, Jr., famous business and 
merchandising counsellor who is” well 
known, among other things, for his 
monthly business surveys in Fortune 
magazine, has joined—or rather rejoined 

the Traub Mfg. Co., Detroit, makers 
of “Orange Blossom” rings, with whom 
he was connected some vears ago. 

Mr. Roper will act as merchandising 
counsellor to the company and has also 
been made a member of the board of 
directors. Among his other clients are 
the American Meat Institute, Standard 
Oil Co. of New Jersey, International 
Nickel Co. and Time, Inc. He is also 
widely known as a speaker at impor 
tant business conventions. 
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Ronson Launches New Program 
To Promote Lighter Accessories 


In realization of the phenomenal in- 
crease in the use of lighters under war- 
time conditions (despite the suspension 
of lighter production for civilian pur- 
poses for the duration), Art Metal 
Works, Inc., makers of Ronson light- 
ers, have launched an advertising-mer- 
chandising program for lighter 
sories that is building worthwhile 
results for the trade. 


acces 


Apart from the separate campaign of 


consumer advertising in which Ronson 
Five-Flinter, Ronsonol, Ronson Wicks, 
Ronson Servicer, ete., have been indi- 


vidually and jointly presented, and 
apart from the trade paper advertising 
and mailing campaigns to the trade, the 
Konson people are now preparing a 
series of dealer helps designed to direct 
a Steady flow of traffic into the stores 
of cooperating retailers. 


Important among the store aids now 
in use is Ronson’s 24-page booklet, 
“How to get the most out of your 











This new Ronson booklet tells owners how to 
get best service from their lighters. 


lighter.” This booklet, which is filled 
with humorous and explanatory illus- 


trations, contains important suggestions 
for the care of practically all types of 
flint lighters. The last few 
the book picture and describe the vari 
ous Ronson suitable 
for all types of flint lighters and now 
available through Ronson dealers. 


pages ot 


light er accessories 


Mats and leaflets are also in prepara 
tion and will shortly be offered to Ron 
son dealers, so that they may get their 
full share of the fast growing demsnd 
for Ronson accessories. Although Ron 
son has increased its shipments of these 
accessories manyfold, it is suggested in 
view of wartime contingencies, that deal 
anticipate their requirements by 
ordering well in advance of replacement 
needs. 


ers 


Electroplaters Study "'Pallite" 


On Jan. 1s. at a meeting of the 
American Eleciroplaters Society, Provi 
dence-Attleboro branch, George C. Lam 
bros of Precimet Laboratories discussed 
palladium and its plating baths. “Pal 
lite,” the palladium bath which Precimet 
Laboratories placed on the market June, 


1942, came in for particular discussion. 
Many questions were answered and 
opinions were exchanged among the 


members of the society, where “Pallite” 
has been very popular 
jewelry manufacturers. 


among the 
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Pond Continues Strong Ad Campaign 
On Keepsake Diamond Rings 


More diamond business for the retail 
jeweler to make up for wartime curtail 
ment of other jewelry store items is the 
idea upon which the spring advertising 
and merchandising campaign for Keep 
sake diamond rings is built. Details of 


the program were announced at sales 
meetings of the A. H. Pond Co., Ine., 
at Syracuse, Chicago and Denver from 
Jan. 18 to 23. 

“The chief objective of our entire 


program,” said Robert A. Pond, presi 
dent of the company, “is to provide the 
jeweler with effective means to 
help him increase his diamond sales. To- 
day, the retail jeweler is faced with se 
rious restrictions in many lines 
that were once extremely profitable. In 
order to maintain his income, 
he must have the means to tap the boom 
marriage market to its full possibilities 
The new Keepsake campaign will give 
him that aid. 

The national advertising program for 
Keepsake will continue in full 
During the spring months of 1943, 35 


every 


stock 


necessary 


foree. 


insertions will appear in 18 leading mag 
azines—several of them in full-pag: 
space and in full color. 

This will be unit No. 8 of Keepsake’ 


continuous program 
vertising. From the fall of 1939 through 
the spring of 1943, 219 Keepsake adve 
tisements i 
different 


of vear-round ad 


. 
have appeared in 25 
with a 


will 
; 


magazines total cireula 


tion of 1,204,000,600 copies. 

“The demand for diamonds offers one 
of the greatest possibilities for the 
jeweler in the history of the industry,” 
commented Roland B. Pond, secretary 


of the company. “First of all there is 
the great number of engagements and 
marriages on the part of those entering 
our armed services. Secondly, the vast 
increase of consumer income has stimu 
lated the sale of diamonds to war work 
ers and others who are making more 
money than ever before.” 

The national magazine advertising, 
displays, newspaper mats and other 
merchandising helys are designed to at 
tract both groups. Some of the adver 
tisements and merchandising helps stress 


the military note; others are directed to 


"In Time of War, Prepare for 
Peace" is Keynote of Bulova 
Sales Convention 

Bulova sales representatives from all 
over the country and from Canada and 


Hawaii have just completed their an- 


nual sales meeting at the Bulova offices, 
630 Fifth Ave., New York. 

President John H. Ballard voiced the 
keynote of Bulova thinking for 1943. 
Quoting George Washington, “In time 
of peace, prepare for war” Mr. Bal 


lard pointed out that the converse was 
equally advisable—In time of war, pre 
pare for peace! “Right now,” Mr. 
Ballard, “we all have two big jobs to 
do. First, we must do everything pos 
sible to help win this war, and Bulova 
factories are all engaged in war work 
and are working night and day. Bulova 
is also turning over to the Treasury De- 
partment 25 per cent of all its national 
advertising to aid in the sale of war 
stamps. Jewelers can 
buying war bonds and stamps 


said 


and also 


help by 


bonds 


the grooms of yesteryear to get the dia 
mond rings for their wives they prom 
ised long ago. 

The complete Keepsake merchandis 
ing system includes a variety of window 
and counter displays, including an illu 
minated showcase display. In addition, 
there is a series of newspaper mats, 
transcribed 5-min. radio  prograins, 
l-min. dramatized announcements, bus 
cards, folders and many sales-clinching 
ideas. 


\ highlight of the spring program is 
and 


in unusually = effective dramatic 


Roland B. Pond 





Secretary, 

A. H. Pond Co. 
window display of Colonial motif with 
swinging panel which permits four dif 
ferent ch inges in the center insert. 

Members of the Pond staff attending 
the Syracuse session were: Henry ¢ 
Beadel, vice-president and treasurer; 
John L. Butterfield, Warren ‘Terw 


inger, Richard H. Wickham, Norman 
©. Cushing, George E. Dun, J. W. Fitz 
patrick, Roy D. Gould. Bob F. Jenks, 
Hi. P. Warner and F. H. Wittsten 
Present at the Chicago ‘ 
Harry Braunsdorf, Arden A. Long 
croft, Sid Phillips and W. D. MeCulloh: 
at Denver, the group consisted ot 
Calkins, John F. Douglass, 
Williams William FE 


meeting were 


while 
William L.. 
C. Burr 
Carter. 
hKobert kK. 
\. H. Pond Co., Ine., and 
Pond, secretary and chief 
pert of the company, directed the meet 
ings in all three | 
John B. Flack, of the 
Agency, told the story of 
coming Keepsake 


and 


Pond, president of tl 
Roland B 
diamond ex 
cities, at all of which 
Flack Advertising 
the forth 


advertising program 


and by serving on various local defense 
committees. 

“The second big job both Bulova and 
the retail jewelers must do is to protect 


and good-will, to advertise, 


their name 
to build up demand, so that when mer 
chandise is again available, their goods 


will move and move quickly. 
“In the early when the 
was in the grip of a depression, ind buy 
ing power had and other com 
panies had drastically curtailed adver 


country 


any" 
OU Ss, 


sunk 


tising, Bulova not only maintained its 
advertising but actually increased its 


appropriation. 

“This same policy will be followed for 
1943. In time of war, Bulova will pre- 
pare for peace, and for the coming year 
Bulova largest advertising 
appropriation in history—-for Bulova in 
tends to maintain and increase its posi 
tion of leadership in the industry 
will jewelers who tie up with Bulova. 

“Remember, while there are priorities 
on merchandise, there are no priorities 
on building good-will,” Mr. Ballard con 
cluded. 


has set its 


and so 
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YOU THINK 


YOURE A PATRIOT! 


Then what have you done about SCRAP? 


Unless you get every pound of dormant scrap out 
of your plant, you're failing in your duty as a 
citizen. For that scrap metal is needed—to make 
the weapons that will bring Victory. 


One half of all new steel must be scrap. The 
light, household scrap that the American people 





boys!” 


THREE TONS OF VALUABLE DIES SCRAPPED 


KATZ & OGUSH 
NEW YORK MANUFACTURERS 


At a casual glance, the factory of Katz & Ogush, 33 West 
60th Street, New York City, would have promised slim 
pickings for scrappers. But you can’t be casual and win 
a war—so this firm contributed from their storage 
shelves—three tons of old, outmoded dies—the finest 
steel of all—once worth $250,000—now turned in as 
scrap. In the words of William B. Ogush, President of 
the firm, ‘““These dies have done their work for American 
women. Now let’s put them to work for our American 


so enthusiastically gave cannot be used unless it 
is mixed with huge quantities of heavier metal. 
You have that metal. You have the finest steel, 
in the heaviest pieces, in the greatest quantities. 
It’s up to you to start that scrap on its way to war 
now! Send for the scrap manual offered at the 
bottom of the page . . . and get scrapping! 


by 


BUSINESS PRESS INDUSTRIAL SCRAP COMMITTEE 


ROOM 3303, EMPIRE STATE BLDG., N. Y. C. 





If you have done a successful salvage 
job at your plant, send details and pic- 


BUSINESS PRESS INDUSTRIAL SCRAP COMMITTEE 


ROOM 3303, EMPIRE STATE BLDG., N. Y. C. 


Please send scrap manual 


tures to this magazine. Your name_ 


SEND FOR THIS SCRAP MANUAL TO HELP YOU | Company name. 





TACKLE THE SALVAGE PROBLEM Company address_ 
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SUPPLIERS MUST DECIDE 


Now ruat Army Post Exchanges are no longer to be 
permitted to obtain official priority over regular retail 
jewelers in drawing upon the available supply of ci- 
vilian watches and certain other jewelers’ goods (see 
page 95 of this issue), there should be a decided change 
for the better in what during recent months has been one 
of the sorest spots in the trade’s encounters with these 
irregular competitors. 

For the legitimate jeweler, to have sales taken away 
from him by these Government sponsored non-tax-paying 
outlets, as they've been doing for years, was bad enough. 
To have to sit helplessly while they marched into sup 
pliers’ offices armed with priority orders to enforce their 
demands, and snatched up scarce merchandise that the 
jeweler desperately needed, was rubbing salt into the 
wound, 

Importers and manufacturers were helpless too. They 
had to honor those priority orders even when it meant 
depriving their old customers of needed goods. 

Now that has been changed. From now on producers 
can allot their supplies (except waterproof watches) in 
any way that they see fit, with no compulsion from pri 
orities. If any of them continue to sell the post ex 
changes it will be because they choose to. 

The question is squarely in their laps. The way they 
answer it will show the jeweler pretty clearly which 
houses he will want to deal with when the shortages are 


over. 


IT'S WORKING FOR YOU 


Events HAVE shown that the nation that hopes to sur 
vive must be prepared. It’s equally true of an industry. 
That's why the current campaign of the Jewelry Indus- 
try Board for funds to carry on its work should have 
the support of every jeweler. True, he may not need 
publicity right now with business booming and merchan- 
dise scarce; but that situation isn’t going to last forever, 
and the public must be kept interested in jewelry against 
the day when it will have to compete with other indus- 
tries for the consumer’s dollar. 

The Publicity Board is doing that job and doing it 
well. It’s for your benefit and you ought to help pay for 
it. Send them your check today at 366 5th Ave., New 


York. 


WHO SAID PARASITE? 

Every ONCE in a while some smart aleck pops off with 

a remark to the effect that the jewelry business is just a 

useless luxury that has no justification for its existence 
in wartime. 

Anyone who harbors that kind of half-baked ideas 

would find some interesting food for thought in the pic 

ture on the front cover of the Saturday Evening Post for 


Jan. 9. It depicts a double column of American tanks 
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lined up in the desert with their guns at the ready, and 
waiting the zero hour to advance against the enemy. An 
officer stands in the open turret of each—every one with 
his eyes glued to the watch on his left wrist and with 
his right arm upraised to signal the instant for swinging 
into action—a vivid presentation of the indispensability 
of precision timing in modern warfare. 

The watches in that picture—the watches that are 
timing the operations of tanks and planes and guns and 
ships all over the world—didn’t just happen. They had 
to be designed and produced, and there also had to be 
established means for distributing and selling them, or 
the facilities for producing them in quantity could not 
have existed. Those means of distribution are provided 
by the jewelry industry. 

If anyone doubts the value of the jeweler, let him 
look at Russia. The Soviets decided that jewelry was 
a luxury that didn’t belong in their ‘realistic’ economy. 
So today thousands of Russian officers are without 
watches to time their operations, and a Russian commit 
tee is begging and pleading for Americans to send them 
anything and everything, old or new, that will keep time 
and that their soldiers can carry. They're as vital a 
need on the fighting fronts, say the Reds, as food or 
munitions. Now they’re wishing desperately they had 
let the watch and jewelry industry continue. 

A luxury business? Tell that to the Russians! Tell 
it to the Marines! 


BOUQUET 

Orcuips To the New York State Retail Jewelers’ As- 
sociation for abandoning the tin-cup and pencil method 
of raising the funds to cover its expenses. 

From now on, says a resolution adopted at a meeting 
of the executive committee on Jan. 24, no more soliciting 
of manufacturers for program advertising, door prizes, 
or other handouts. Instead, activities of the association 
in future will be paid for solely from the dues paid by 
the members for whose benefit those activities are being 
carried on. 

For a long time Tur Jeweters’ CircuLar-KrEyYsToNE 
has preached the doctrine that trade organizations which 
are doing a real job for their members should not, and 
do not have to, depend on charity for their existence. 
It is gratifying to see that principle endorsed by so im- 
portant a body as the New York State Association. 

Here's a cordial welcome to the newest recruit to the 
ranks of jewelers’ associations that are not afraid to 


stand squarely on their own feet. May there soon be 
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Editor 


more! 


THE JEWELERS’ CIRCULAR-KEYSTONE 
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In Tunisia, Guadalcanal, Alaska, New Guinea 


on land and seq, in the air, wherever 


Americans are fighting .. . I. D. is serving. 


The I. D. Waterproof Watch Case has proved 
itself a faithful companion to America’s fighting 
men, around the world. Under the rigors of active 
service, regardless of climate and conditions of 


usage, the I. D. product has demonstrated con- 
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clusively that it has ‘what it takes” to take i! 
From here to Victory .. . it will be I. D.’s partic- 
ular pride to continue to make Watch Cases tor the 


fighting men who are making history. 
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|. D. Watch Case Company 


Factory and Office: 121 VARICK St., New York City 





These are the things we are fighting for 





The right of men and women to worship God in 


the church of their choice 


This illustration, part of a full page Community advertisement, gives an idea of the 
powerful Community advertising which is appearing regularly in LIFE Magazine. 
Some day we will again be making COMMUNITY, but now all our skills and 
facilities are devoted to the war that must be fought and won. In our advertis- 


ing during this period, we believe it our responsibility to our Country to try 





to express the things for which we, our jewelers, and all America are fighting. 
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